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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 
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PREVIOUS 


HIGH 
848,498 Cars—June 1, 1955 


0: joe. 1958 Vf, 7, 296,469 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 


—Automotive News compilation 


Makers Prediet a Big ’b6 


After Record 


UTO makers revealed last week 

that they are basing their for- 
ward planning on predictions that 
1956 will be a big, fiercely competi- 
itive sales year, second only to 1955, 
which they already have chalked up 
as the highest sales year in history. 


Only one executive, Joseph E. 
general sales 


Although the industry still has 
nore than three months to go in 
1985, the sales experts now are 
confident that from 7,200,000 to 
500,000 cars will be sold this year. 
hey are counting on cleanup sales 
fering high sales totals in Sep- 
and October and then they 
fer the new models to go like 
in November and Decem- 


s . os 
JU, they see 1955 sales easily 


topping the present record of 
26,438 cars in 1950. Incidentally, 
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Top Cars 


. New-car registrations for seven 


} months, plus one state for 


August: 
5 Pos. 
1—908,577 


587 
3—447,484 
4—403,087 


Make 1954 Pos. 
Chevrolet 819,458— 1 
Ford 818,644— 2 
Buick 307,339— 3 
— 254,768— 4 

236,164— 5 
Seaithes 209,172— 6 
Mercury 


90,989— 8 
63,356—10 


Further details on Page 56. 


Sales 
it will be n tha 
mum figure 
record. 

Three of the clues on 1956 sales 
planning came from Ford officials. 
At new-model previews, Bayne 
gave his estimate, while R. S. Mc- 
Namara, Ford division general 
manager, said he “anticipates ter- 
rific sales in 1956” and his division 
has increased its production 
capacity by 250,000 units. 


Bayne’s mini- 
tops this 


(Note that while the predictions 


indicate a moderate industry decline 


Outlook 


For individual stories on how 
Chrysler Corp., Ford division and 
Mercury executives view the auto 
future, see Page 2. 


for 1956, all makers as a matter of 
form see themselves increasing 
their own sales in spite of industry 
declines. Hence, the expanded ca- 
pacity in the face of predictions for 
an industry decline.) 
- s 7 

peareruee, in a talk at New 

York, George P. Hitchings, 
Ford Motor economist, said that a 
moderate decline in auto production 
may be felt in 1956. This ties in 
with the other Ford predictions, 
and it is likely that all of them are 
based on the same economic 
studies. Hitchings attributed the big 
sales increase this year to expanded 
consumer credit, adding that “there 
is no indication that the level of 
consumer credit cannot be sup- 
ported at current rates of income 
and employment.” 

At the Chrysler press preview, L. 
L. Colbert, president said: 

“As we look ahead to the mar- 
ket for passenger cars in 1956, 
we believe there is every reason 
to expect a continued high level 
of demand. The record number of 
cars sold so far this year is not 
a temporary phenomenon. 

“The strong and sustained de- 
mand for both new and used cars 
this year is evidence of the still 
tremendous unfilled needs for auto- 
mobiles in this country.” 
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- In Cleanup Sales Spurt 


By Robert M. Lienert 
Associate Editor 

LAMBANG late-summer sales, 

coupled with slowing assembly 

lines, have reduced the swollen 
supply of unsold new cars to 688,904 
units, AuTomotTive News’ monthly 
survey disclosed last week. 

Almost all of the new cars in 
inventory were tail-end ’55 mod- 
els, although there was a light 
sprinkling of ’56s. 

Indications are that stocks will 
move still lower before the incom- 
ing tide of new models starts push- 
ing up inventories again, as the 
retail sales pressure continues un- 
abated. 

a * as 

= inventory reduction appar- 

ently was due in large part to 
monumental sales efforts by dealers 
grown apprehensive in the darken- 
ing shadow of new-car stocks 
which had hovered above 800,000 
units for three months in a row. 

A well-known Chicago dealer, 
commenting on the abundant 
stocks, said: “Nearly all will be 
sold by announcement time, if 
dealers want to sell them.” 

It is obvious that dealers do want 
to sell them, for not since the fren- 
zied blitz season of 1953 have auto 
retailers fallen back on such an 
array of gimmicks and giveaways 
as they did during August, and 
which they are continuing into 
September. 

One dealer in the East described 
the current sales situation in his 
area as “a giveaway madhouse.” 

+: + s 
CORN BELT dealer said others 
in his area were selling at 
about cost. He presented one 
rather dim ray of hope: “We are 
not being forced to take very many 
cars.” 

As a result of superhigh-pres- 
sure sales promotions, lenient 
credit arrangements and long, 
long deals, August new-car regis- 
trations rose an estimated 6 per- 
cent to 680,973 units. 

This, in turn, pared the Sept. 1 
new-car count 118,043 units from 
the revised Aug. 1 total of 806,947. 

The latest decline represents the 
third month in a row that inven- 
tories have been cut back. How- 
ever, it is the first really sizable 
reduction noted since the cleanup 
period of a year ago. 

a * * 
Tes two cuts previous to the 
present census were of rela- 
tively minor importance. The sup- 
ply of new cars was trimmed 6,644 


units between July 1 and Aug. 1 
this year, and 34,907 units between 
June 1 and July 1. 

Thus, stocks have declined 159,- 
594 units in the three months 
since the alltime high inventory 
of 848,498 new cars was counted 
last June 1. 

The Sept. 1 count also represents 
the first time since last Apr. 1 that 
the total had fallen below 700,000 
units. 

Prior to the three months of cut- 


NADA to Fight 
False Ads; Asks 
Factories to Aid 


WASHINGTON. — The NADA 
executive committee last week 
drafted a program designed “to 
protect the public from false and 
misleading statements in advertis- 
ing.” 

A committee on advertising 
ethics, appointed by Frank H. 

NADA president, will 
work with Better Business Bu- 
reaus and other interested groups 
to eliminate what Yarnall called 

“misleading statements and un- 
ethical procedures in new -car 
advertising in all media.” 

In telegrams to manufacturers 
and all NADA members, Yarnall 

(Continued on Page 4, Col. 1) 


backs, the inventory had shown 
steady growth from the alltime low 
of 157,607 units counted last Nov. 1. 
A year ago, the number of unsold 
new cars on Sept. 1 was 406,054 
units. This fell to 296,469 on Oct. 1 
as the cleanup progressed before 
diving to the November iowpoint. 


* * * 


7". years ago, when dealers re- 
sorted to blitz tactics to get 
ready for new models, the Sept. 1 
count was 589,069 new cars—just 
about 100,000 fewer than are now 
in stock. 

That would seem to indicate 
particularly rough days ahead, 
although a veteran dealer in the 
West says things “will be OK 
unless dealers get panicky.” 

In that blitz year of 1953, the 
eventual low point reached was 
459,876 new cars on Dec. 1. Most 
dealers doubt that stocks this year 
can be cut that low. 

They believe, however, that if 
they can get inventories cut below 
500,000 units, they will not have too 
much to complain about. 

. = *” 

‘pume fat stocks are made up 

of new cars in dealer show- 
rooms, those warehoused by dealers 
and factories, demonstrators and 
cars in transit to dealerships from 
the factories, as of Sept. 1. 

No matter what develops in the 

(Continued on Page 4, Col. 5) 


Ford Up, Pontiac Closes ... 


Production 


By Martin L. Whitmyer 
Staff Writer 

RESURGENCE to near-normal 

production at Ford division 
plus continued high levels at Gen- 
eral Motors helped auto manu- 
facturers to produce 122,158 cars 
last week, or 52.8 percent more cars 
than were assembled during the 
previous week. 

Last week’s output was 119.8 
percent of Automotive News’ 
three-year index. The previous 
week’s production of 79,940 cars 
was 27.7 percent below the aver- 
age week of the last three years. 


Although Ford was moving 
slowly back to the 6,000-cars-a-day 
average it maintained over the 
first two quarters, last week prob- 
ably marked the end of GM’s 


Inside Automotive News... 


Independent used-car dealers—a vanishing herd? 
Two ex-independents say “yes” on Page 2. 


More voltage under the hood, more problems in 
the backshop. Page 29. 


A Missouri dealer tells of his sure method of sur- 


vival: Page 53. 


“Short-sighted”. dealer relations charged to fac- 
tories by Maine convention speaker. Page 8. 


New-car and truck registrations and new-car prices, Page 56. 
Used-car auctions, Pages 4, 48. Production by makes, Page 69. 


Rises Again 


average of better than 70,000 cars 
a week—at least until the end of 
its ’56-model changeover period, 
which began last week with the 
closing of ’55 lines at Cadillac. 
* * o 

INTIAC, the second of GM’s 

five divisions to enter the 
changeover stage, ended production 
of ’55 models last Friday. It will 
return to work on the production 
of its 56 lines on Oct. 3. Except 
for a short inventory period, how- 
ever, said Robert Critchfield, Pon- 
tiac general manager, fewer than 
2,500 employes will be laid off 
during the changeover period. 

Critchfield also announced that 

Pontiac had produced 554,091 
cars during the 1955 model run. 
The 437,028 made during this 
calendar year marks a new three- 
quarter record for the division, 
surpassing the previous high of 
360,579 cars made during the last 
three quarters of 1950. 

Cadillac, which also is still down 
for changeovers, has produced 113,- 
696 cars so far this year, or nearly 
20,000 more units than it ever pro- 
duced in a nine-month period. Its 
previous high of 94,114 cars was 
achieved during the first nine 
months of last year. = 

* 


Bucs. with 592,004 completions 
to date, not only has surpassed 
its old three-quarter mark of 416,- 
053 assemblies, set in 1953, but 
also has surpassed its alltime 12- 
month mark of 552,827, set in 1950. 

Chevrolet, with 1,353,501 assem- 
blies to date, also has surpassed its 
alltime three-quarter high of 1,179,- 
065 set during the first nine months 
of 1953, while Oldsmobile also has 
established new three-quarter and 

(Continued on Page 69, Col. 3) 
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Why Two Livernois Independents Quit . . . 
Used-Car Dealers on Way Out? 


By Joseph M. Callahan 
Staff Writer 

HE used-car dealer is passing 

from the automotive picture, 
according to Yale Simons and L. A. 
Joe May, two of the best-known 
dealers on Detroit’s “auto row’— 
Livernois Ave. Both have moved 
into new fields. 

Simons, who gained nationwide 
acclaim as one of the founders of 
Pappy Motor Sales, has dropped 
completely out of the auto industry 
and now is in the home-building 
business. 

May, who has been saying for 
years that “L. A. Joe” stands for 
“Livernois Ave. Joe” and not “Los 
Angeles Joe,” hag become “Grand 
River Joe” by purchasing one of 
Detroit’s largest Chevrolet deal- 
erships, Northwest Chevrolet, 
from Pat Patterson. 

Pointing out that Detroit’s larg- 
est used-car exclusives — Bert 
Baker, Wes Coon, Sid Savage, Jerry 
Lynch—and numerous other used- 
car operators around the country 


Lincoln Drops 
Cheaper Line; 
Prices Are Up 


By Maynard M. Gordon 
News Editor 
5 SaCoLn has pulled out of the 
upper-medium price class to 
heighten its drive for a greater 
share of the “prestige-car” market. 

Price schedules for the five ’56 
Lincoln models, announced as deal- 
ership display began last week, 
confirmed the fact that Lincoln 
had narrowed its competitive field 
to Cadillac, Imperial and Packard. 

Discontinuance of the Lincoln 

Custom line removed the Ford 

Motor Co. product from the Buick 

Roadmaster-Chrysler New Yorker 

bracket and also widened the 

spread between Mercury and Lin- 
coln prices. 

It is in the range between Lin- 
coln and Mercury that Ford Motor 
Co. reportedly is planning an all- 
new entry via the newly organized 
special products division. 


EFLECTING both recent cost 
rises and major design changes, 
advertised-delivered prices for the 
56 Lincoln Capri models exceeded 
(Continued on Page 6, Col. 5) 


Business 
Barometer 


Auto Production — 141,388 cars, 
trucks, in week vs. 71,344 year before. 

Business Failures — 205 in week 
vs. 168 year before. 

Department Store Sales—Up 11 
percent in week from year before. 

Freight Loadings — 794,192 cars, 
up 105,700 cars from year ago. 

Jobless Claims—183,600 vs. 268,- 
400 year before. 

New-Car Sales — 4,176,735 in 
1955 to date vs. 3,298,988 year be- 
fore. 


New-Truck Sales — 521,046 in 
1955 to date vs. 500,634 year earlier. 


Oil Stocks — 259,108,000 barrels, 


a@ decline of 727,000 barrels in week. 

Soft Coal Output — 9,475,000 
tons in week vs. 7,823,000 year be- 
fore. 

Steel Output — 95.1 percent of 
capacity estimated ys. 93.8 percent 
week before. 

Treasury Bilis—2.104 percent year 
discount vs. 2.134 percent week be- 
fore. 

Used-Car Prices—$761 Septem- 


ber to date vs. $769 in August. 
Se ie 


Common Stocks 
Sept. Sept. 1955 
4 High 
9% % 13% 
89%, 85% 92% 
139 129% 141% 
4% 3% «OS 
% % 15% 


Average 50.30 47.63 


Low 
Am. Motors 


Chrysler 66% 





have dropped out in the past couple 
of years, Simons and May listed 
these reasons for the decline of the 
used-car dealers: 

* + * 


FINANCING has become too 

* tough. The finance companies 
have made it much easier to pur- 
chase a new car on credit than a 
used car. Neither Simons nor May 
blame the finance firms, whose 
funds naturally are limited, for 
loaning their money to the better 
risks, which more often than not 
are the new-car buyers. 

Said Simons, “I don’t believe in 
easy terms but they (finance com- 
panies) just made it too tough.” 

2. New-car dealers, realizing 
that there is as much or more 
profit in used cars, have now en- 
tered the used-car field whole- 
heartedly and, because of various 
factors, are providing competi- 
tion that is too strong. 


Among the factors favoring the 
franchised dealer in selling used 
cars are (a) better source of cars, 
(b) service facilities for recondi- 
tioning, (c) easier financing, (d) 
factory merchandising aids and (e) 
the prestige of a factory-backed 
car. 


Discussing the latter factor, May 
commented, “The sales volume on 
our Livernois lot doubled the first 
week we hung out our Chevrolet 
dealer sign.” This lot will continue 
as the Joe May Chevrolet lot. 

* * * 
3 THE small profits in retailing 

° used cars today are not suffi- 
cient to compensate for the rapid 
falling-off of used-car prices, which 






By Pete Wemhoff 
Editor, Automotive News 
DEARBORN.—Anticipating “ter- 
rific sales” in 1956, Ford division 
has increased production capacity 
by 250,000 units annually, General 
Manager R. S. McNamara told a 
press preview of 1956 models here 
last week. 
The new cars—featuring face- 
lifted design, the 202 horsepower 
Thunderbird engine in the Fair- 
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R. 8S. McNamara 


lane and station wagon models, 
and major safety advancements— 
will be shown in dealer showrooms 
starting Sept. 23. The 1956 truck 
line was announced Sept. 15. 

L. W. Smead, Ford division 
sales chief, said the 1956 models 
will be launched with the largest 
advertising campaign in history, 
with emphasis on the safety 
features. 

McNamara estimated that the 
industry’s car sales in 1955 will hit 
between 7,400,000 and 7,500,000 —a 
30 to 35 percent gain over 1954. He 
pointed out that, at the start of 
1955, most industry observers pre- 
dicted the sale of about 6,000,000 
cars during the year. 

He attributed the big gain to 
national prosperity and to indi- 
vidual optimism, but emphasized 
that the auto industry has done 
much better than other durable 
goods manufacturers whose overall 
increase is five to 10 percent this 
year. 

“Our industry’s bigger gain,” 
McNamara said, “ig due to two 
factors: (a) more rapid product 
improvement and (b) intensified 

selling and promotional effort.” 
Dealers have increased their sales 
staff and administrative effort 
greatly this year, he declared, and 
auto advertising expenditures are 
up 20 percent. 

The design changes on the 1956 
Fords cost about 11 times more 


has always been a characteristic of 
the business. 

Also working against the used- 
car dealer is a host of other fac- 
tors which boil down to the fact 
that a new-car dealer can get used 
cars for less and sell them for less. 

However, Simons declared, 1 
still think there is a place in » is 
business for a good, sound si.sall 
used-car operation. But there’s 
just too much sweating about the 
falling prices and other things in 
a 200 or 300-car operation. How- 
ever, we were doing very well at 
Pappy’s when I quit May 1.” 

May, when asked why he chose 

(Continued on Page 67, Col. 1) 





Dodge Dealers’ Cameras 
Crash ’56 Buick Party 








250,000 More Cars a Year... 


Ford Boosts Capacity 


MACKINAC ISLAND, Mich. — 
Three hundred Dodge truck deal- 
ers, most of them equipped with 
cameras, crashed a Buick party 
here last week. 


A Buick crew had a group of 
1956 models on the island to take 
advance publicity pictures. It 
seemed like a good place for pri- 
vacy, since the tourist season 
was over, but then a boatload of 
Dodge truck dealers, on a post- 
season cruise, stopped overnight 
at the island. Before the guards 
realized what was going on, the 
competitive dealers had taken 
pictures of the 1956 Buicks some 
six weeks before announcement 
date. The Buicks were drawn into 
position by horses, since gasoline 
vehicles are not permitted on the 
island. 









than those done in 1953, McNamara 
said. They include an entirely new 
body shell for the Victoria, new 
grille and rear treatment, along 
with the safety features which in- 
clude “deep-dish” steering wheels, 
safety door latches and safety rear 
view mirrors as standard equip- 
ment. 

Optional will be seat belts and 
crash cushions for instrument pan- 
els and sun visors. He noted that 
advanced publicity on these safety 
items had forced his division to 
double the installation rate in the 
Past five days. 

Denying reports that dealer 
stocks were high, McNamara said 
that “never in the past year have 

we been able to produce sufficient 
1955 cars to meet dealer orders,” 
despite the absence of blitz sales, 
ete. 

Smead said that this year has 
been the most successful year, 
profitwise, for dealers. He noted 
that in 10 months Ford had sold 
1,600,000 cars and trucks, a new 
alltime record for the division. 

“This surpasses by 20,000 units 
the previous record for any 10- 
month period,” Smead said, “includ- 

(Continued on Page 4, Col. 1) 


View "56 Ford Cars, Trucks— 


Some of the 1,250 Ford dealers and salesmen from Western Missouri and Kansas 
end a three-block parade to Municipal Auditorium in Kansas City after viewing a 
Cinemascope showing of the 1956 Ford cars and trucks at a downtown theater. 
Thomas H. Holden, Kansas City district Ford sales manager, presided at a business 
session, after which dealer personnel previewed the new Ford line. 
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West Virginia Dealers Name Officers— 


Andrew lL. Clark, second from left, was elected president of the West Virginia 
Automobile Dealers Assn. at the group's annual convention at White Sulphur Springs, 
W. Va. Other officers, from left, are Sherman Dils jr., secretary-treasurer; Clark; A. W. 
Orndorff, vice-president, region No. 3; Bernie F. Sonderman, first vice-president, and 
Walter M. Duncan, NADA director. Not pictured are J. H. Buck, vice-president, 
region No. 1, and Philip W. Kelly, vice-president, region No. 2. 


Bayne Predicts *56 Sales 


Of 6%-7 Million Cars 


By Robert M. Finlay 
Editorial Director 
eS is basing its forward 
planyging on an estimate that 
the auto industry will sell 6,500,000 
to 7,000,000 cars in 1956, Joseph 
E. Bayne, general sales manager, 
revealed last week. 
At a press preview of 1956 models, 
Bayne and F. C. (Jack) Reith, 
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F. ©. Reith J. E. Bayne 


general manager, asserted that 
Mercury is well on its way toward 
these goals for 1955: 

1, Expansion of the dealer 
organization by 50 percent—from 
2,000 to 3,000 dealers. 

2. Production of 450,000 cars. 

3. Sale of 415,000 cars (the dif- 
ference between production and 
sales will go to exports and dealer 
stocks.) 

And, taking note of talk of low 
dealer profits, Bayne said that Mer- 
cury dealer profits are five times 
what they were in 1954, dealer re- 
turn on investment is 45 percent 
and total dealer profit to date is 
$50 million. 

* * 


yar said that Mercury is 
shooting at a productive ca- 
pacity of 600,000 in 1956 and 700,000 
in 1957. 

Bayne pointed out that the sales 
goal for 1956 is lower than expected 
capacity—450,000. He said Mercury 
is basing its plans on 1956 being a 
year of even greater competition 
than in 1955. 

Citing progress so far this year, 
Bayne said that Mercury has in- 
creased its dealer body from 2,000 
to 2,780. Dealer expansion is mostly 








in small towns and rural areas 
where the division is not getting 
the percentage of the market it 
thinks it should get, he said. 

Sales through August are up 55 
percent from 1954 to 271,441. 

x * * 
IRCURY also is increasing its 
wholesale sales staff, cutting 
the size of zones so that its field 
men can work more closely with 
dealers, and adding market spe- 
cialists. 

The expansion, said Reith, is 
division-wide, including the engi- 
neering and styling staffs as well 
as sales and production organiza- 
tions. 

News on the 1956 models will 
be released Sept. 22 and the 
cars will go on display in dealer 
showrooms Sept. 29. 

The new cars — which Bayne 
called more than facelifted since 
1,400 parts out of 4,000 have been 
changed—will be backed up by an 
intensified advertising and pro- 
motion program. 


Mercury Dealers 
Preview °56s 


DETROIT. — The fourth in a 
series of five regional meetings for 
Mercury dealers is scheduled for 
today (Sept. 19) in New Orleans. - 

Addressing the dealers will be 
F. C. Reith, general manager, and 
Joseph E. Bayne, general sales 
manager. Plans for the coming 
year will be discussed and dealers 
will preview the 1956 models. 

The final meeting will be held in 
San Francisco next Friday (Sept. 
23). Meetings were held last week 
in Detroit, New York and Chicago. 


Chrysler Spends | 
$175 Millionon © 
New-Car Models | 


HHELSEA, Mich.—At a preview 
of new Chrysler Corp. car mod- 
els for 1956, L. L. Colbert, presi- 
dent, predicted last week a con- 
tinued high level of demand. 
“The market for cars,” he as- 
serted, “has grown right along 
with the growth of the country.” 
Colbert also asserted that Chrys- 
ler looks on dealers “as the key 
men on our merchandising team,” 
and reported that in the first six 
months of the year Chrysler Corp. 
dealers as a group had the highest 
profits they have experienced in 
any six-month period since 1951. 
* * * 


CRETELER, Colbert said, put 
$175 million into design, testing, 
tooling and equipping plants for 
the 1956 models. 

The outstanding styling changes 
for the 1956 Plymouth, Dodge, 
DeSoto and Chrysler cars is a 
hood that slopes forward and the 
rear fender line holding all the 
way back, giving the appearance 
of fins. 

Release dates for material on the 
new models are Dodge, Oct. 4; 
Chrysler, Oct. 11; Imperial, Oct. 13; 

(Continued on Page 4, Col. 4) 
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= dealers make a profit in 
good as well as bad seasons. 
This column so frequently points 
out how to meet the present con- 
ditions that it is sometimes accused 
of not being familiar with what is 
happening in the field. 

But I take it for granted that 
we all know the difficulties with 
which the trade is suffering be- 
cause manufacturers are able to 
force production on dealers. I con- 
stantly get letters from dealers re- 
minding me of these vicissitudes. 
These come from dealers with long 
experience. Some of them—by na- 
ture—are optimistic. 

I talk to a great many dealers, 
too. I recently addressed the deal- 
ers in Marietta O. I spent an eve- 
ning with about 65 of them and 
had the pleasure of personally vis- 
iting dealers in Hampton, Norfolk, 
Newport News and Portsmouth, 
Va., while I was attending the 
Automotive Trade Assn. Managers 
convention at Williamsburg recent- 
ly, as well as visiting dealers at 
Hartford, Conn. 

This sense of futility has no 
place in the American economic 
picture, with the Big Three man- 
ufacturers enjoying big profits at 
the expense of the dealer. 

Someday they may be held ac- 
countable by the American people 
for their failure to take into ac- 
count the welfare of their dealers 
as well as the grass roots economy 


‘Kickback Racket’ 
Reported on Ind. 


Loans, Insurance 


INDIANAPOLIS. — Gov. George 
N. Craig and other State officials 
have disclosed that they have re- 
ceived reports that a “kickback” 
racket involving car dealers and 
insurance and loan agents exists 
in Indiana. 

The Governor met recently with 
State Insurance Commissioner 
Harry E. Wells to map a campaign 
to eliminate what Wells termed 
“rather widespread” rebate abuses. 

Wells said he has received 
numerous complaints from “respon- 
sible persons” that some new and 
used-car dealers are receiving re- 
bates as high as 20 percent of 
financing and insurance costs. 

He said that such dealers ‘report- 
edly are steering prospective car 
buyers to favored agents to arrange 
the financing and insurance of the 
autos. The agents then pay rebates 
to the car dealers, Wells said. 

State law prohibits insurance 
agents from dividing commissions 
with anyone except other licensed 
insurance agents. 

“We can revoke the license of 
any agent who participates in that 
kind of a deal,” Wells said. 


Index 


Advertising News 

Auto Dealer Changes 

Auto Market Reports 

Auto World in Brief 
Coming Events 

Court Decisions 

Dealer Ad Ideas 

Editorial 

Financial 

Highway and Safety News 
Jordan (Ned) 

Legislative News 
Letterbox 

Merchandising Memos 
New Products 

Obituaries 

Personnel (Factory) 

Prices, New-Car 

Prices, Used-Car, Averages 
Production by Makes 
Registrations, Cars, Trucks 
Service Briefs 

Service Highlights 
Teamwork in Shop 
Technical Personnel Changes 
Turnings 

Washington Column 





Dealers tell me 


By John 0. Munn 


of this country in their fantastic 
desire for leadership in production 
and profit. 


* * 


Anchors Aweigh? 


QrE dealer, who has just trav- 
eled the Midwest, visiting 
brother dealers in three states, says 
that there is a general feeling that 
the under-girding of dealers has 
been cut from beneath them and 
that all anchors to security have 
been severed. 


There was a general feeling of 
discouragement and frustration. He 
did not find a single note of happi- 
ness or enthusiasm. 


He reports also that after two 
years of merchandising on the 
basis of “name your deal—give- 
away profit” the public mind is in 
such a state that it will not be easy 
to return to a profitable market. 


Furthermore, it will take a long 
time for people to believe that 
they must pay a dealer any prof- 
it or that they cannot get $500 
or $600 more than their used cars 
are worth. Still worse, it will 
take a long time for people to 
return to their own communities 
to do a greater percentage of 
their shopping for automobiles. 

In this same mai] there was a 
letter from another veteran dealer, 
respected by all, who says: 

“Here Ford, General Motors and 
Chrysler have had the biggest six 
months in their history but as far 
as the average dealer is concerned 
many, with the present methods 
imposed upon them, won’t be able 
to survive. We, however, have made 
up our minds, as We always have, 
that we are going to run our busi- 
ness and when some road man tries 
to tell us what we have to do, they 
will soon know our answer.” 

* * * 


‘Business Riffraff’ 


ND still another from New York 
State that says: 

“We have been forced into a po- 
sition where dealers are considered 
as business riffraff caused largely 
by stupid and dishonest advertis- 
ing. What we need is a mass con- 
centration by all dealers on becom- 
ing businessmen, not volume deal- 
ers for factories. When al dealers 
attempt to sell volume that is the 
beginning of the end.” 

A dealer from the northern sec- 
tion of the country has another 
slant as to the cause of price hys- 
teria. He says that there are many 
dealers who are trying to make a 
record of selling a large number 
of cars to put them in a better 
position to find a buyer for their 
franchise. 

They sell a lot of cars simply so 
they can tell some interested pros- 
pect how many cars their market 
absorbs in an attempt to get a 
more profitable sale of the business. 
He also observed that the volume 
dealer is always a weak dealer. 
They were weak even in normal 
selling times. 

Such dealers have become easy 
prey for give-away programs, as 
they cover up their selling defici- 
encies. Such a dealer is sales- 
happy to keep his own ego up. 

My friend’s answer to this prob- 
lem is for the dealers to organize | , 
in a unified group, buy enough au- 
tomobile manufacturing stock and 
insist upon the election of one of 
their members to the board of di- 
rectors of the manufacturing cor- 


.poration. This would give them a 


direct voice in the amount of pro- 
duction and the distribution meth- 
ods at the factory. 

* x 


* 


Contract Is Villain 


LL of these difficulties come 

down to the basic fact that fac- 
tories can force dealers to take 
more cars than their market can 
absorb even under the most aggres- 
sive sales methods. The power for 
force, he says, stems from the na- 
ture of the factory contract. 

This column is confident that 
there is a silver lining in the 
clouds. Something has to give and, 

(Continued on Page 63, Col. 1) 








Over 15,000 Dealers 


Answer Senate Quiz 


WASHINGTON. — The Mon- 
roney Senate subcommittee on 
auto trade practices has received 
completed questionnaries from 
more than 15,000 new-car dealers, 
a subcommittee spokesman dis- 
closed Thursday. A total of 40,000 
questionnaries was sent out by the 
subcommittee two weeks ago. 

The subcommittee revealed that 
the majority of the forms received 
to date were signed. A formal 
compilation and indexing of the 
questionnaries is to be com- 
menced at an early date. 








‘Shortdigh tedness’ Hit in Maine... 
Bell Chides Factories 
For Dealer Relations 


ROCKLAND, Me. — “A fantastic 
job is being done by a small group 
of mechanical and production 
geniuses in Detroit, but it surpasses 
belief how these same men can be 
so shortsighted when it comes to 
human and dealer relations.” 

This critical observation was pre- 
sented by Frederick J. Bell, execu- 

+ 


* * 





Maine Dealers Select Officers— 
The Maine Automobile Dealers Assn. elected new officers during its 11th annual 


convention held at 


Rockland, Me. From left, 


they are W. Hazen Jewett (Ford), 


vice-president; William V. Hood, manager-clerk; Dewey W. Couri (Pontiac), president; 
Elias A. Joseph (DeSoto-Plymouth), vice-president, and Carl |. Gowell (Dodge-Plym- 
outh), treasurer. 





A Shopper Reports: 


{ 


Dealerships Available 


|) ongum the past several months 
a well-known Detroit auto re- 
tailer has been shopping around 
town for a dealership. 

Because he hopes to acquire a 
Big Three franchise in the near 
future, he refused to be identified, 
but this is what he had to say 
about the situation: 

“Practically every dealership in 
the city is available. All kinds of 
dealers want to get out. The big 
problem is to find a guy with 
enough money and one that the 
factory will approve. And these 
deals are going for the cost of the 
physical assets — the parts, cars, 
equipment and sometimes the pro- 


pesty. * * 


‘3 FUNNY how the different 
factories go about signing up 
a new dealer. 

“For a time I was negotiating 
to buy one franchise. I had to go 
to the factory office and conduct 
almost the entire affair with 
factory officials. 

“The dealer sat in on the talks 
but took little part in them. Every- 

time he opened his mouth to say 
something about HIS company, he 
was rudely interrupted. 


« FURTHERMORE, to made so 
many demands of me. They told 
me in such gruff terms all the 
things they expected me to do that 





It's Too Heavy 
Burglar Borrows a Car 


To Cart Off Safe 


DADE CITY, Fla.—When a guy 
heists a 500-pound safe, you can’t 
expect him to lug it away on his 
back. 

That seemed to be the reasoning 
of the burglar who entered Alex- 
ander Buick Co. He borrowed one 


of the firm’s used cars to haul} 


away his loot. 

The car, a 53 Packard, was 
found. The safe, which contained 
$300 cash and $2,200 in checks, 
wasn’t. 


they almost scared me to death. 


“It reminded me of a fussy, over- 
demanding bride-to-be prematurely 
laying down the law to a new 
fiance who was a little reluctant 
even before the tirade began. 

“Naturally I pulled out of this 

deal because it was obvious that 
this factory would really push me 
around once I had invested my 
money. I could see myself being 
pushed around one day just like 
this poor guy was. 

“Then I looked into another 
franchise and found the situation 
entirely different. I actually con- 
ducted these negotiations with the 
dealer. Sure, the factory wanted 
to know every little fact and they 
were going to give the final ap- 
proval but still it was reassuring 
to see this dealer dickering to sell 
his own company to me.”—(Joseph 
M. Callahan.) 








Wemhoff 


sales are automotive ... 


On the House... 


After being caught in the New England flood area 
during my vacation and seeing some of the damage 
first hand, I can vouch for the warnings dealers 
are being given about flood-damaged autos. In view 
of the stand taken by some of the Eastern states 
banning registration of such cars, it behooves deal- 
ers in distant states to be on the lookout since these 
autos will probably be driven to faraway places to 
be sold to unsuspecting buyers... 

Godspeed to Dick Murphy, manager of the 
Washington (D. 
retired after 24 years’ service and has been voted 
an income for life. His son, Mike, will take over 
full duties as his successor .. . 
association reports thieves are at work in Franklin County, stealing 
only a selected few car titles from dealer files .. . 
has been reelected Montana’s NADA director... 

Jacksonville, in southeast Illinois, has been revealed as the U. S. 
population center for motor vehicles. City’s 20,600 residents own 5,668 
cars and 1,840 trucks, and 29 percent of all of Jacksonville’s retail 
Don’t force insurance on car buyers, Iowa 
dealers are warned; it’s against the state law . 
Great Britain has doubled the down payment minimums on instal- 
ment buying, raising limit from 15 percent to 33% percent. . 
Ford’s Jack Davis at the division’s preview last week; he’s back on 
the job again, feeling hale and hearty. Walker Willams also looking 
fine after shedding about 30 pounds. 


tive vice-president of the National 
Automobile Dealers Assn., to a 
group of 200 Maine new-car deal- 
ers gathered last week for the 11th 
annual convention of the Maine 
Automobile Dealers Assn. 

Bell, principal speaker at the 
three-day convention, likened the 
three main divisions of the auto- 
mobile industry — finance, pro- 
duction and distribution — to a 
three-legged stool that is pres- 
ently out of kilter because of 
dis-proportionate legs. 

“Distribution today is way out of. 
proportion and the finance picture 
is one of over-extended credit 
terms dangerous to the country’s 
general economy,” he elaborated 
at the Saturday noon banquet. 


“It is the trade association’s 
function to bring about a more 
realistic balance in the interest of 
the country’s over-all economy. 
Conferences have been held recent- 
ly to return this balance before 
consumer credit, now an over- 
weighted giant, becomes a major 
contribution towards weakening 
the economy.” 


The group of dealers, from cities 
all over the state, heard Bell detail 
the recent conferences held to 
bring this balance about. Three of 
these conferences attended by the 
executive vice-president were held 
with the NADA, the Federal Re- 
serve Board and with a special 
advisory committee to the Presi- 
dent. 


Bell lauded the work done by 
Senator Payne, Republican of 
Maine, who is serving on a Sen- 
ate Subcommittee on industrial 
and foreign commerce that is 
studying all phases of auto 
merchandising. 

Second speaker at the Saturday 
banquet was Paul McDonald, dep- 
uty secretary of state for Maine, 
who outlined new legislation per- 
taining to state auto dealers. Some 
of this legislation effected changes 
in temporary plates applying to 
dealers and the general public. It 
included an extension of from seven 
to 10 days in many categories for 
temporary plates, a drop from two 
to one in the plates needed by 
dealers, an application of a uni- 
form plate size of other states, and 

a change in customer credit for 
excise tax allowing the purchaser 
more than one transfer credit. 

Stanton S. Weed, director of mo- 
tor vehicles, explained to the group 
a new form of temporary plate 
whereby a car purchased in Maine 
may be driven through neighboring 
states. This new form will act as a 
temporary registration certificate. 


The newly appointed state 
director of driver education, 
Howard G. Richardson, warned 
the dealers of many abuses of 
the NADA driver education plan 
for loaning cars. 

The state’s dealers contributed 
(Continued on Page 62, Col. 4) 
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Pennsylvania 






Dean Chaffin 
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—Perte Wemuorr, Editor, 
Automotive News 
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NADA to Fight False Ads 


(Continued from Page 1) 


urged cooperation and said, “It is 
most unfortunate when the fine 
products manufactured by you and 
sold by your members are presented 
to the public through advertising 
that misleads and confuses our 
customers and creates the impres- 
sion that new cars are actually 
distress merchandise.” 
* ” + 
_ executive committee also 
instructed that telegrams be 
sent to NADA directors asking 
them to institute action on the 
problem through their state as- 
sociations. 

The directors and state associa- 
tions were requested to furnish 
NADA with copies of all newspaper, 
radio and television advertise- 
ments which were unethical, mis- 
leading or false. 

The advertising ethics com- 
mittee consists of Birkett L. 








Williams, Cleveland, chairman; 
Edward A. Sahli, Beaver Falls, 
Pa., vice-chairman; Brown A. 
Fortier, Lafayette, La.; William 

Frame, Mineola, N. Y.; A. Left- 
wich Sinclair jr., Washington, and 
A. E. White and Walt Hamer, 
Columbus, O. 

In another action, the executive 
committee voted to hold a con- 
ference of all automotive groups 
interested in a Federal highway 
program in Washington early in 
October. 

* * * 

Yana said he hoped ali 

segments of the industry could 
agree on a financing program to 
present to Congress in 1956. An 
industrywide position, he added, 
should help legislators in getting 
a highway bill through Congress 
next year. 


Yarnall emphasized that NADA| 
lis not backing any particular me- 


250,000 More Cars a Year... 


Ford Boosts Capacity 


(Continued from Page 2) 


ing the 1920s when Ford was get- 
ting 60 percent of the market.” 

He declared that during this 10- 
month period, Ford dealers never 
averaged more than a 15-day sup- 
ply of new cars and a 19-day sup- 
ply of used cars. “We had the best 
July sales in the company’s his- 
tory,” he said, “and the best August 
since 1924.” 

When the 1955 models were in- 
troduced last year, Smead declared, 
about eight percent of Ford dealers 
were in a loss position. “But there 
are now only 1.7 percent in that 
position and we expect that to be 
wiped before year’s end,” he said. 


“Our dealers’ spirit is at an all- 
time high,” he reported. 

McNamara announced at the 
preview that production of cars 
at Ford's Dearborn assembly 
plant has been placed on a two- 
shift basis to meet increased de- 
mand in the Detroit market area. 


The assembly plant is located in 
the Rouge and most of its output 
goes to dealers in Michigan, Indi- 
ana and Ohio. Under the two-shift 
operation, the plant produces 1,040 
Ford cars daily, as compared to a 
straight time capacity of 600 cars 
on one shift. 


Prior to the beginning of double 
shift operations, the Dearborn as- 
sembly plant, combined with the 
Long Beach (Calif.) plant, provided 
all the Ford station wagon bodies. 
These then were shipped to other 
plants over the nation for final 
assembly. Now, however, station 
wagon bodies are fabricated in out- 
lying plants as the result of facili- 


1,200 Expected 
At Pennsylvania’s 
35th Convention 


PITTSBURGH.—More than 1,200 
new-car dealers, their wives and 
guests are expected to attend the 
35th annual convention of the 
Pennsylvania Automotive Assn. 
here Sept. 26-27, according to 
Claude S. Klugh, Harrisburg, PAA 
general manager. 


Among the speakers will be 
Hayse Tucker, president of Tucker 
Motor Co., Tuscaloosa, Ala., and a 
member of the Nationa] Ford Deal- 
ers Council. Tucker will give his 
views on bootlegging, blitz selling, 
advertising, gimmicks and other 
topics of importance to dealers. 

Another highlight will be an ad- 
dress by Thomas W. Rogers, execu- 
tive vice-president of American 
Finance Conference, Chicago. His 
topic will be “Easy Credit Can Be 
Tough.” 

PAA President Roy W. Mar- 
berger, Norristown, will preside at 
the convention. Chairman of this 
year’s gathering is John P. Mooney, 
McKeesport, 





ties improvements accomplished 
during 1955. 

The Rouge plant produces about 
65 vehicles per hour, meaning that 
more than one per minute comes 
off the final line. Managed by E. C. 
Miller, the plant currently produces 
more vehicles than any other in 
Ford Division’s network. 


Chrysler Division 
Names Mitchell 


DETROIT.—Sam C. Mitchell has 
been named western division sales 
manager of Chrysler Division, it 
has been an- 
nounced by E. M. 
Braden, division 
general sales 
manager. 

Mitchell joined 
Chrysler in 1948 
as a district sales 
manager. He has 
been factory re- 
tail manager in 
Detroit since 

- April, 1955. 

Sam C, Mitchell In his new posi- 
tion, Mitchell will be responsible for 
Chrysler and Imperial sales in 
Arizona, California, Idaho, Montana, 
Nevada, Oregon and Washington. 
His headquarters will be in San 
Francisco. 


thod of financing to the exclusion 
of all other reasonable methods. 
He said an industrywide stand will 
be supported by new-car and truck 
retailers in every community in the 
nation. 


Keating Outlines 
Benefits of Aid to 


Driver Training 


DETROIT.—A new program of 
financial support for student driver 
training as the fall school term 
opens can make a 
major contribu- 
tion to highway 
safety, Thomas H. 
Keating, general 
manager of Chev- 
rolet, said last 
week. 

Keating, noting 
that Chevrolet 
dealers provided 
nearly half of the 
8,000 driver train- 
ing cars used last 
year, said, “Even though progress 
in this vital safety field was out- 
standing, the job is still two-thirds 
unfinished. 

“Figures developed by the Inter- 





T. H. Keating 


Industry Highway Safety Commit-| 19 


tee show that about 468,000 stu- 
dents were enrolled in complete 
driving courses the past year. This 
was only 29 percent—or less than 
one-third of the potential enroll- 
ment. 

“We would like for this addi- 
tional two-thirds to have the 
advantages of proper driver train- 
ing. We believe it can be a major 
contribution to highway safety.” 

“The aim of Chevrolet and its 
dealers to cooperate to the utmost 
with school and safety authorities,” 
Keating said, “will receive a tre- 
mendous boost from the assistance 
program announced by General 
Motors President Harlow H. Cur- 
tice.” 

The program announced by Cur- 
tice provides that for every new 
car loaned to schools for driver 
training classes, GM will provide a 
special allowance of $125 to the 
dealer. 


Onward to Frankfurt 


DETROIT. — The championship 
car of the 18th All-American Soap 
Box Derby will be featured at one 
of the world’s largest automobile 
shows being held in Germany this 
month. The car, built and driven 
by Richard Rohrer, 14, of Rochester, 
N. Y., will be displayed at the 
International Automobile Exhibi- 
tion (Ausstellung) at Frankfurt-on- 
the-Main, Sept. 25-Oct. 10. 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Sept. 14 


(Sale very good. Sold 68 percent 
of 189 cars entered.) 

BUICK—’55 Super Riviera coupe, ft 
480°. ‘54 Skylark conv., $2,330 
Super Riviera coupe, $1, 830°; 4- dr., 
$1,550*; Century 4-dr., $1,630°; Spe- 
cial 2-dr., $1,510. '53 Special 4-dr., 
$1,080*; Riviera coupe, $1,065; 2-dr., 
$915; Super conv., $1,030*, '52 Super 
Riviera coupe, $820*; 4-dr., $780", 
$705*; RM Riviera coupe, $810*. ’51 
a station wagon, $550*; Special 

, $500*. '50 Super 2-dr., $140*. 

CADILLRO "So (62) coupe, $3,895* 
(ps). ’52 (62) 4-dr., $1,500* (ps). 

CHEVROLET—'55 Bei Air (8) see. 
$1,680; Bel Air (6) 2-dr., $1,4 
Two-ten (6) 4-dr., $1,435; Two- il 
(8) 2-dr., $1,425. "54 Bel Air station 
a $1, 385, $1,290; conv., 
ps 


Bel Air, $740*; 

$630*, $555*; 2-dr., 

Deluxe 4-dr., $330, 

$285*; club coupe, $310. 
DeSOTO — ’52 Fire Dome (8) 4-dr 

$665*, $610*; Deluxe 4-dr. 

Custom club coupe, $350*; be 
$335. '50 Custom club coupe, $230. 
DODGE—’53 Coronet (8) station wag- 
on, $890*; club coupe, $875*; 4-dr., 
$780*, $660*; Wayfarer 4-dr., $570. 
*52 Coronet 2-dr., $630. '51 Meadow- 

brook 4-dr., $250. 

FORD—’'55 Custom (8) conv., 
*54 Main (8) station wagon, 
2-dr., $985. °53 Crest (8) 


Oo 
con v., 


$1,850. 
$1,300; 
conv., 


$980; Victoria, $890; Main (8) Ranch 
Wagon, $915*; 2-dr., $665; Custom 
(8) 2-dr., $845*, $805*; 4-dr., $600; 
Custom (6) 2-dr., $705; 4-dr., $685; 
Main (6) 2-dr., $630, $430. ’52 Cus- 
tom (8) 4-dr., $710*, $690*; 2-dr., 
$615, $540; Main (6) 2-dr., $510. ’51 
Custom (8) club coupe, $455, $430, 
$430*; conv., $300*. °50 Deluxe (6) 
4-dr., $105. 

HUDSON—’54 Hornet sedan, $765*. 
Hornet 4-dr., $505. 

MERCURY—’53 4- dr., $990*, $850. '52 
Sport coupe, $825", $800*; 2-dr., 
$705*. °51 station wagon, $540; club 
coupe, $440; 4-dr., $335 

NASH—’54 Statesman 4- dr., $1,000. '53 
Statesman 4-dr., $785*. °52 Rambler 
station wagon, $540, $470. '51 Ram- 
bler cony., $265. 

OLDSMOBILE—'54 (88) 4-dr., $1,765*. 
"52 (98) 2-dr., $825*. '51 (88) 2-dr., 
$57: $500* ; ‘a-dr., $360*. 

PLYMOUTH 54 Belvedere 4-dr’ ; 
$980*; Plaza 4-dr., $565. ’53 . Belve- 
dere coupe, $755*; 4-dr., $635*, $570*; 
taxi, $200. '52 Cambridge 4-dr., $350. 
"51 Cambridge 2-dr., $310. 

PONTIAC—’55 Chieftain (8) Catalina, 

. ’54 Chieftain (8) 4-dr., $1,- 
$1,040*; 2-dr., $1,060°" °53 


"52 


Chieftain’ (8) ‘Catalina, $1,160*, $1,- 


» $1,020°; 2-dr., $895*, $775, 
$650; 4-dr., $735, $710*. '52 Chieftain 
(8) 2-dr., $625, 2 at $600, $585, $550*. 
51 Silver Streak (8) 2-dr., $510*, 
$410*; 4-dr., $350 

STUDEBAKER — 52 Champion 4-dr., 
WILLYS—'52 (6) 2-dr., $275. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 48, 49, 50, 51, 52 




























































































Chevrolet Dealers on Hawaiian Holiday— 


Chevrolet dealers who won the company's “Pacemakers Contest” 
hospitality with their wives during their award-winning stay in Honolulu. From left, 
they are: Mr. and Mrs. Orson Brown, Spanish Fort, Utah; Don Campbell, Antioch, 
Calif.; Mrs. Sam Kahalewai, Honolulu; Mrs. Campbell; Mr. and Mrs. Newt Godfree, 
San Antonio, and Mr. and Mrs. Dick Johnson, Shreveport, La. 


enjoy Hawaiian 


Chrysler ’56 Model Cost 
Is Put at $175 Million 


(Continued from Page 2) 


DeSoto, Oct. 17, and Plymouth, Oct. 


* * * 

A< present, with sales up and 
production down, he said dealer 

stocks are at a minimum working 

level. 

“We have no cleanup problem,” 
Colbert asserted. 

Chrysler’s sales goal is still 20 
percent of the market. Sights 
will be raised “after we hit that 
target,” he said. 

Chrysler Corp. produced 1,217,312 
cars in the 1955 passenger-car run, 
he said. In the first seven months 
of the year, Chrysler production 
was 18.1 percent of the industry 
total. 

“In the same period,” Colbert 
said, “our retail sales were also 
18.1 percent of the industry total. 
In the first seven months ... we 
built 882,135 passenger cars. 

“This was greater than our pro- 
duction of cars in any other com- 
parable period. i 
‘FNCLUDING the month of Au- 

gust, when model changeover 
cut down our production, our per- 
centage of industry production dur- 
ing the first eight months of 1955 
was 17.3 percent and retail sales 
were 17.7 percent of industry’s 
totals.” 

Colbert said that by the end of 
the year the new Plymouth engine 
plant would be turning out 3,000 
engines a day. 

“This added V-8 capacity,” he 
said, “breaks a bottleneck and 
puts us for the first time in a 
position to supply the heavy de- 
mand for Plymouths equipped 
with V-8 engines.” 

On the merchandising side, Col- 
bert said that the divisions have 
added more than 500 regional, dis- 
trict and zone managers in two 
years. 

He said extensive use of tele- 
vision, radio and magazine adver- 
tising would be continued, and 
newspaper advertising would be 


increased. 
—Rosert M. Finiay 
* * * 


Upholstery a Feature 


Of Chrysler’s ’56 Lines 

DETROIT. — Non-tarnishing me- 
tallic yarn, in 15 jacquard, tweed, 
dobby and novelty fabrics, is used 
in Chrysler Corp.’s 1956 models un- 
veiled last week. 

Of special interest are the tiny 
gold “Imperial” crowns which mark 


Chrysler’s crested damask (from | May 


Moss Rose). 

Pencil stripes of silver underline 
the horizontals of a glossy black 
upholstery cloth (Laurel Mills) in 
the DeSoto four-door FireFlite. 
Buried silver gives depth to a blue 
jacquard developed for Dodge’s 
Royal Lancer. 

Metallic stripes brighten the black 
linen-like face of the Dodge Coro- 
net upholstery (Swift) and silver 
is mixed with terra cotta in the 
bolster covering (Collings & Aik- 
man) of the New Yorker. 

Gold warms the grey and white 
cover (Neisler) of Chrysler’s Nas- 





sau and silver adds luster to the 
pastel green surface of Plymouth’s 
four-door hardtop trim (Burling- 
ton). 

Companion colors to the metallics 
extend the variety in all the lines. 

In the Plymouth station wagon 
appears a cotton and viscose fiber 
tweed with a hand-loomed look 
(Deering Milliken). Its filling tones 
of black, taupes and beiges are en- 
livened with a multicolor yarn of 
peacock blue, green and chartreuse. 


New-Car Stocks 
Cut to 688,000 


(Continued from Page 1) 


inventory situation, it is virtually 
a lead-pipe cinch that few if any 
dealers will take advantage of 
General Motors’ buy-back plan, 
under which dealers may return 
to GM all cars they find “sur- 
plus.” 

The consensus among dealers is: 
“No smart dealer would dare to 
do it. It’s an admission that you 
cannot sell in today’s market.” 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


. Dealers 
Cars Cars In Total 
In Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
Jan, 1, ’51.. ,888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 Vs 
duly 1, ’51.... 357,606 90,700 448,306 
Sept. 1, ’51.... 283,402 ,800 370,202 
Jan, 1, ’52.... 224,968 31,000 is 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 716,000 717 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
dune 1, ’52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 »500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,001 77,000 226,001 
Oct. 1, ’52.. 556 89,000 322 
Nov. 1, ’52.... 308,894 500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
dan, 1, ’53.... 291,671 »300 374,971 
Feb. 1, ’53.. 86,600 12, 
Mar, 1, ’53.... 389,011 87,200 476,211 
Apr. 1, ’53.. S 300 
May 1, ’53.... 490,381 97,700 588,081 
dune 1, ’53.. 546 73,500 537,046 
duly 1, ’53.... 479,698 82,800 562, 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, ’53.. 4,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.. x 68,300 606,387 
Dec. 1, ’53.... 430,876 29,000 459,876 
dan, 1, '54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
1, °54.... 538,775 607,275 
June 1, ’54.... 503,219 62,500 565,719 
July 1, ’54.... 445,665 62,500 165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, °54.... 355,664 50,400 406,054 
Oct. 1, ’54.. 7,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec, 1, ’54.... 203,453 61,700 265,153 
Jan, 1, ’55.... 293,881 500 362,381 
Feb. 1, ’55.... 373,573 89,100 462,673 
Mar, 1, ’55.... 467,655 95,000 562,655 
Apr. 1, ’55.... 544,038 1500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
dune 1, ’55.... 755,498 000 848,498 
duly 1, ’55.... 736,591 77,000 $13,591 
—< 1, °55.... 735,447 71,500 *806,947 
1, ’55... 1,604 37,300 688,904 


65 
T “piela stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 
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“A prime selling tool here—it’s one 


of biggest factors in our success...” 


says MR. EDDIE NELSON, President of Eddie Nelson, 
Inc., promotion-minded, successful Dodge-Plymouth dealer 
in Huntington Park, California. 


@¢@ AS far as the auto dealer is concerned, COMMERCIAL 
Crepit people are financial experts. When you sit 
across the desk from them, they know what you’re talking 
about. They’re sympathetic to the dealer’s problems, and 
in cases of emergency they’re always able to help. Any- 
body can give you money but COMMERCIAL CREDIT sells a 
complete, all-around financing service. This agency closes 
many sales, saves many others by selling the national 
coverage and insurance features of COMMERCIAL CREDIT 
Pian with the entire deal handled while the customer 
remains in our shop.” 
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COMMERCIAL CREDIT DEALERS 
ARE Successful vearers 


A letter or call to your nearest COMMERCIAL CREDIT office 
will get you prompt and expert help with your financing 
problems, too. Why not call today? 
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ComMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . .. 
Capital and Surplus over $180,000,000 
... Offices in principal cities of the United 
States and Canada. 
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AFL Earmarks $200,000 . 
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Dealer Unionizing Drive OK ‘d 


By Joseph M. Callahan 
Stafi Writer 

HE AFL Teamsters and the 
AFL Machinists have agreed in 
Washington on a $200,000 fund to 
be spent primarily 
for organizing the 
million workers em- 
ployed by the na- 

tion’s auto dealers. 
Dave Beck, Team- 
ster president, and Al Hayes, Ma- 
chinist president, signed the agree- 
ment last week. It pledged each 
union to contribute $100,000 to es- 
tablish a joint office in Washington 
to finance and direct the campaign. 
Besides dealership sales and serv- 
ice personnel, the drive is aimed at 
employes of parts distributors, 


Congressman Hits 
Fleecing of GIs 
On New-Car Deals 


WASHINGTON. — Rep. Abraham 
J. Multer, New York Democrat, has 
charged that various auto dealers 
have duped overseas servicemen 
and mulcted them of thousands of 
dollars in new-car deals. 

In a letter to Defense Secretary 
Charles E. Wilson, Multer said 
gome dealers “have sent representa- 
tives abroad who through fraud 
and deceit induce men about to 
return to this country to sign con- 
tracts and pay deposits for the 
delivery of new automobiles at their 
port of arrival in the U. S.” 


Multer charges that the serv- 
icemen are paying more for the 
cars and paying higher financing 
charges than they would if they 
bought them at home or at the 
port of arrival. 

He indicated that the matter has 
been called to the attention of auto- 
mobile manufacturers but that they 
have failed to do anything to pre- 
vent the practices. 

Multer urged Wilson to direct all 
commanding officers overseas to 
alert their men to the situation 
and to advise them that it is inad- 
visable to make such purchases 
while abroad. 

Last May, Automotive News re- 
ported “fraud and deceit” charges 
in a story from Frankfurt Ger- 
many. 

Among the charges raised by 
servicemen at that time were 
these: 

1. That servicemen did not get 
the discounts they had been prom- 
ised. 

2.That car models were 
switched, with lower-priced mod- 
els delivered although deals had 
been written on super - deluxe 
units. 

3. That the GI had to accept a 
lot of unwanted accessories. 

4. That GIs who changed their 
minds were unable to get back their 
deposits. 

All the charges were denied vig- 
orously by the dealers and their 
European salesmen. 


used-car lots, parking lots and 


service stations. 

It was agreed that the auto 
salesmen, parts clerks, car wash- 
ers and car greasers would be 
organized by the Teamsters and 
that mechanics, apprentices and 
other shop workers would go into 
the Machinists union. ; 

An idea of how far $200,000 would 
go in a nationwide organizing drive 
can be gotten from James Hoffa, a 
Teamster vice-president, who re- 
ported last year that his union was 
spending about $4,000 a week to 
organize dealership workers in the 
Detroit area. This expenditure has 
probably declined since then. 


* * x 


More Money Coming 
OWEVER, more funds and 
more pressure for organizing 

auto dealerships will probably be 

forthcoming after the AFL and the 

CIO merge in December. 

The CIO executive board has 
already authorized the creation 
of a multi-million dollar organiz- 
ing fund by permitting the CIO 
unions to collect $1 per member 
for the fund after the merger. 
Although the AFL has not au- 

thorized a similar fund, observers 
predict that there will be consider- 
able pressure for some such mem- 
bership contribution plan soon. The 
combined AFL-CIO will have more 
than 15 million workers. 

Chief targets of the anticipated 
organizing campaign will be the 
nation’s retail trade employes 
(which embraces all dealership 


workers) and workers in the oil, 





chemical and southern textile in- 


dustries. 
* * * 


Governor Gets Protest 


EANWHILE, AFL officials have 

protested to Oregon Gov. Paul 
Patterson that state-owned vehi- 
cles were crossing picket lines for 
repairs at three struck dealerships 
in Salem, Ore., while other garages 
were receiving only a fraction of 
the work. 

The AFL Machinists have strikes 
in progress at Douglas McKay 
Chevrolet, Valley Motors (Ford) 
and Loder Bros. (Oldsmobile). 

Gov. Patterson replied that ma- 
jor vehicle repairs are awarded to 
the lowest bidder under Oregon 
law and that these contracts are 
not voided by labor disputes. 

In Portland, Ore., employes of 
Joe Fisher (Dodge - Plymouth) 
have voted overwhelmingly for 
the Independent Automobile 
Service Employes Union and 
against the AFL union which 
has picketed the dealership for 
10 months. Picketing stopped 
after the election. 

In Denver, Local 454 of the AFL 
Retail Clerks Union and Jim’s Used 
Cars have agreed on a contract 
which provides the firm’s four 
salesmen with weekly guarantees 
of $100. Commissions are based on 
5 percent of the sale price of the 
car. 


Mrs. Adelaide Smith, local secre- 
tary, said the contract limits the 
number of house deals, also. She 
added that the union has similar 

(Continued on Page 10, Col. 1) 


‘No True Cost Price’ 


‘ So Cautions Anti-Blitz Ad in Philadelphia; 
But Splurge Offers Predominate 


DETROIT.—The nearness of new 
models kept the blitz sales burner 
lit in every major urban center 
last week, but here and there a 
pitch appeared for the “wised-up” 
new-car prospect. 

Capitalizing on rumors of clean- 
up price “packing” was F. T. Robin- 
son, Inc. (Dodge-Plymouth), Phila- 
delphia. A two-column ad professed 
to reveal the “truth about cost-plus 
deals” and offered 55 Dodge and 
Plymouth cars at “invoice plus 
1 percent.” 

“Every day,” the ad read, 
“newspaper ads carry hundreds 

of so-called ‘tremendous’” new- 
car deals . . . $100 over cost... 
at dealer’s cost . .. But what is 
the actual cost to a new-car deal- 
er? New cars list price (sic) at 
factory invoice plus 24 percent. 


“The dealer’s actual cost depends 


on a number of factors . . . Operat- 
ing cost ... Turnover... Markup 
. . . Efficiency . . . Used-car sales 


... Service ... Etc. There is no 
true ‘cost price’.” 

The Robinson-type ad, belittling 
the super -fantastic note in blitz 
advertising, was definitely in the 





DeSoto Executives Discuss Sales Strategy— 





minority. Here are examples of 
recent ads in various cities: 

Hastincs, Nes.: Kerr- Cochran 
(Chevrolet) announced a “new-car 
blitz sale’ with “skyhigh” tradein 
allowances, “fantastic discounts” 
and “no profit involved.” Fred 
Spady Motors (Dodge - Plymouth) 
advertised new-model prices “you 
can’t beat.” 

SpoKaNgE, WasH.: Stoddard-Wen- 
dle Motors (Ford) offered a “whale 
of a deal” on new cars. 

Pittsburgh: Miller Chevrolet’s 
“warehouse clearance” sale claimed 
any offer could be “beat” on a 
new car. Mt. Lebanon Motors 
(Dodge-Plymouth) offered a “big 
bonus tradein.” 

HuNTSVILLE, ALA.: Ray-Bradford 
Lincoln-Mercury, Inc., urged read- 
ers “to save the first year’s de- 
preciation on new 1955 Mercurys,” 
pointing out that “this year the 
new 1956 Mercurys will have only a 
minor facelifting body style.” 

SPRINGFIELD, IuL.: Illini Motor 
Co. (Oldsmobile) offered the “best 
deals” in its 35-year history. Capital 
City Motors (Ford) sparked up its 
blitz sale by offering 25 new Ford 
cars “at cost” to the first 25 buyers 
in its showrooms on a _ recent 
Saturday. 

San ANTONIO, Tex.: Ledlow-Tin- 
dall Pontiac said it would give a 
55 purchaser five new $100 bills, 
plus a new barbecue pit “worth 
$50.” “Whole automobile market 
upset by wild dealing,” the ad 
stated. Turbiville Motors (Lincoln- 
Mercury) used the ’56 price-rise 
rumor as a prominent leader item 
in its cleanup ad, while Austin- 
Hemphill, Inc., and Jordan Motor 
Co. (Ford) offered “showroom cars 
at warehouse prices” and choice of 
new models “right off the convoy 
truck,” respectively. 

Huntineton, W. Va.: Galigher’s 
Car & Truck Center advertised 67 
new Fords on a “take all deals” 
basis. 

PorTLaNp, Ore.: Joe Fisher 
(Dodge- Plymouth) announced 
prices of “up to $1,000 off” on new 
cars, with payments of $39.10 a 
month on Dodges: and $29.10 a 
month on Plymouths. 

New York: One metropolitan 





Head Unprotected— 


That a seat belt fails to protect head 
and shoulders from possible injuries is 
illustrated in above photo, using dummy. 
Motor Vehicle Research, Inc., New Hamp- 
shire safety organization, warns that seat 
belts can be oversold as safety insurer. 


Safety Experts 
Fear Overselling 


Of Seat Belts 


DETROIT. — Two accident re- 
search authorities last week warned 
auto makers and dealers against 
going overboard on the safety effec- 
tiveness of seat belts. 

The _ precautionary statements 
came as the auto industry prepared 
the biggest safety “push” in its 
history. Seat belts are expected to 
be available as optional equipment 
on nearly all ’56 car and truck 
models. 

Issuing the warnings were John 
O. Moore, director of the Cornell 
University crash injury research 
project, and Andrew J. White, di- 
rector of Motor Vehicle Research, 
Inc., So. Lee, N. H. 


Moore bluntly told newsmen 
that advertising claims of some 
seat-belt manufacturers were 
“highly irresponsible and dis- 
honest.” He rebuked claimants of 
up to 80 percent accident prevention 
and noted at a Ford -sponsored 
press conference that only properly- 
constructed and installed belts can 
bolster safety at all. 

White released a three-page re- 
port showing that a safety harness 
eliminated injuries to a greater 
degree than lap belts. 

“At best,” he stated, “a lap-type 
safety belt alone holds only the 
lower portion of the body, leaving 
vital parts (the head and chest) 
exposed to extreme damage by 
impact against forward and side 
structures.” 

White called on auto builders 
and seat-belt suppliers to advise 
the public of the “facts because 
of the popular belief that a seat 
belt is a cure-all.” 


Kimco Picks Wilson-Markey 

Wilson-Markey, Inc., San Fran- 
cisco, will handle all advertising 
for Kimco Mfg. Co., Portland, Ore., 
and Kimco Sales Corp., Redwood 
City, Calif. 


|Lineoln Boosts 


Prices on ’56s 


Narrows Its Field 
To Prestige Class 
(Continued from Page 2) 


counterpart ’55 cars by $14 on the 
coupe and $265 on the four-door 
sedan. 

Advertised - delivered prices of 
the three higher-priced Premiere 
models could not be compared with 
earlier Lincoln because the Pre- 
miere is completely new to the 
line. 

The complete ’56 Lincoln schedule 
of advertised-delivered prices, in- 
cluding Federal excise taxes and 
delivery and handling charges, is 
as follows: 

Capri coupe, $4,064.50; Capri 
four-door sedan, $4,157; Premiere 
coupe and four-door sedan, each 
$4,546, and Premiere convertible, 
$4,691. 

Power steering and windshield 
washers this year have joined 
Turbo- Drive automatic transmis- 
sion as standard Lincoln equip- 
ment. The advertised - delivered 
price of Lincoln power steering on 
55s was $129 and of windshield 
washers, $11.50. 

+ a * 

N PREMIERE models only, the 

four-way power seat and power 
window lifts are standard equip- 
ment, while all-leather trim is 
available at no extra charge. Seat 
belts are optional on all Lincolns. 

An unusual change of pricing 
position has taken place in the 
Capri line. The Capri coupe now is 
$93.50 below the four-door sedan. 
On ’55s the four-door was lower— 
by $103. 

There has been no adjustment 
in the $50 suggested delivery and 
handling charge allowed Lincoln 
dealers. 

Attempts by some observers to 
interpret the Lincoln Capri price 


hikes as indicative of an industry | 


trend were dismissed as premature 
by informed sources. 

It was pointed out that the Capri 
coupe price boost was minor in 
comparison with its 55 counterpart 
model. The four-door sedan in- 
crease was termed more significant 
from the standpoint of Lincoln’s 
“prestige-car” invasion, rather than 
from an overall cost basis. 

+ > * 


7 impact of recent labor and 
materials cost increases on car 
assemblies will be made known 
more clearly this week, when '56 
Ford cars and trucks are priced. 
The Ford vehicles will go on deal- 
ership display Sept. 23. 

The first press previews in the 
General Motors group are sched- 
uled for this week, with Cadillac’s 
showing due today (Sept. 19) and 
Buick’s, Sept. 21. 

Dealership display of Chrysler 
Corp. and General Motors cars will 
begin next month. 





Oldsmobile Becomes ‘Telemobile'— 


newspaper’s auto page ran cleanup 
ads of five Oldsmobile dealers and 
two each from dealers in Cadillac, 
Chrysler-Plymouth, Buick, Chevro- 
let and Ferd. 


Lansing Exchange of the Michigan Bell Telephone Co. utilized this Oldsmobile "98" 
Starfire to promote the use of extension telephones in the Lansing area. The car was 
displayed in the showroom of Story Oldsmobile, Inc., between street appearances. A 
giant telephone is mounted on the rear deck, while extension instruments in various 
colors are attached to the hood, sides and rear deck. 


L. Irving Woolson, DeSoto president, left, took in the first of DeSoto'’s 19 regional 
dealer-announcement meetings in Boston. Following the meeting, factory executives 
met with zone and regional heads. From left, are Woolson, W. J. Cleland, Boston 
regional manager; J. B. Wagstaff, sales vice-president; H. L. Shuster, eastern zone 
maneger, and J. L. Wichert, advertising and sales promotion director. 
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Your only one-stop 
Shopping center 
for Pontiac parts! 


How valuable is your time? Could time make the difference 
between a profit or a loss on a particular job? The Pontiac 

) dealer in your locality saves you valuable time by stocking a 

complete (and complete in every respect) selection of factory- 
engineered Pontiac parts. There’s no need for you to scurry 
about town picking up a part here and another there when 
Pontiac dealers offer you a complete one-stop shopping center 
for Pontiac parts. Take advantage of this service . . . save time 
and profit from the savings. 


Pontiac Engineered Parts Assure 
Pontiac Engineered Performance! 
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Building Through Human Relations . . . 


Teamwork in the Dealer Shop 


Eprror’s Note: One of a In 1925, the average life | how, have modern equip- 
one = amare team | of a car was 6% years or | ment, much money in- 
ice manager or dealer orally 25,000 miles. Today it is | vested, long experience 
in staff meetings, by letter sent twice as old and runs five | and accepted responsibil- 
to the employe’s home or times longer. That means | ity. Let’s be sure that we 
posted on dealer's bulletin | a whale of a market for | have tact and courtesy too 

p John O. M service, repairs, replace- | —more of the real interest 
y Jona U. mane ments, accessories—a big- | in our customer’s welfare. 
Dear Fellow Worker: ger market than for cars. Let’s keep him here and 


i All these competitors of ours m. i n 
HE FIGHT for business tne dhekien Deter den. ro want to come 
gets more and more in- capture the patronage of the . 


tense among the many and car owner—yes, including those Cordially yours, 
various estab- to whom we sell the cars. They CAR DEALER & 


1 : ° 
‘ma iatments selling | Se See een COMPANY 


automobiles and t out all fli d smart Manager 
Columbus (0.) Revives Auto Show— SERIES ervice. Filling alec attitudes, indifference and : 


Drawing for floor space in the Columbus Auto Show, Jan. 7-15, the first in 18 years, stations have joined the carelessness. 
is John Gager while John R. Barton, executive secretary of the Columbus Automobile} Tepair shops in raiding the To stay in business DuPont to Enforce 
Dealers Assn., holds the bucket. Lou Wilsch, left, and Jack Sarver, look on. Sponsored| Service income of the auto- | we've got not only to look | gir Trade Act in 
by the association, the show will be held on the ground floor of the Exhibition Hall} Mobile dealer. And it’s a good but to be good. As a ‘ 
and the main auditorium of the new Veterans Memorial building. prize worth a battle. matter of fact we know Antifreeze Sales 


WILMINGTON, Dek. — DuPont 
has announced that fair-trade 
prices for Zerone and Zerex anti- 
freeze again will be enforced 
aggressively in all states that have 
applicable laws. 

Notices have gone out that retail 
prices for Zerone are fair-traded at 
$1.60 per gallon or 43 cents per 
quart and Zerex at $3.25 per gallon 
or 85 cents per quart. 

R. D. Scheer, antifreeze sales 
manager, also warned that employe 
sales constitute “unfair competi- 
tion” in fair-trade states. 

“We have never sold our anti- 
freeze products to duPont em- 
ployes,” said Scheer, “and we will 
use every legal means available to 
us to discourage” other firms from 
employe sales. 








Bumps Bumped 
Vexed Salesman Invents 


Rubber Guard 


FORT DODGE, Ia.—A minor 
traffic accident on an icy street so 
vexed a local shoe salesman that 
he decided to do something to pre- 
vent damage to cars from slight 
collisions. 

Robert Johnson, 21, figured out 
that a rubber, bullet-shaped bump- 
er guard with a concave and a 
convex side would do the trick. — 
Two or three are easily fixed to the 
bumper. 

From early experiments with 
pieces of old tires and a battered 
car, Johnson shaped his idea into 
wood models which answered his 
problem. The new guards cushion 
the bumper to eliminate the 
scratches caused by low-speed 
bumps. 

Johnson also said that when body 
damages are more serious, the 
guards tend to make a curved dent 
in the metal rather than the usual 
—and more costly— sharp dents 
which result from metal to metal 
contact. 


Car Check Finds I of 2 
Low on Brake Fluid 


BROOKLYN, N. Y.—One out of 
every two of the 48 million cars 
on the nation’s highways, and 
one out of every five trucks, is 
operating without sufficient brake 
fluids to insure fully efficient 
brake operation, according to a 
spot check by chemical engineers 
of Permatex Co., Inc., producers 
of automotive maintenance chem- 
icals. 

“Since unsafe brakes are re- 
sponsible for one out of every 
three fatal accidents, garage and 
service station attendants will be 
making a real contribution to 
highway safety by making a 


Another reason why it pays SS nk eee 


president. 


to be a DESOTO-PLYMOUTH dealer Sian ae 


Sam Proman, formerly manager 
of Downtown Chevrolet, Minne- 
apolis, has purchased an interest in 
Barrington Chevrolet, Minneapolis. 
The Barrington dealership has been 
renamed Friendly Chevrolet. 
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Building Through Human Relations .. . 


Teamwork in the Dealer Shop 


Eprror’s Note: One of a In 1925, the average life | how, have modern equip- 


series of letters to inspire team Sin 
epirlt to de abillaed by @ cerv- of a car was 6% years or | ment, much money in 


ice manager or dealer orally 25,000 miles. Today it is | vested, long experience 
in staff meetings, by letter sent twice as old and runs five | and accepted responsibil- 
to the employe’s home or times longer. That means | ity. Let’s be sure that we 
posted om dealer's bulletin | a whale of a market for | have tact and courtesy too 
e John O. M service, repairs, replace- | —more of the real interest 

, oe oe ments, accessories—a big- | in our customer’s welfare. 

Dear Fellow Worker: ger market than for cars. Let’s keep him here and 


s All these competitors of ours i 
HE FIGHT for business ete deuaiens Gear lant & Sa want to come 
gets more and more in- capture the patronage of the ack here. 


tense among the many and car owner—yes, including those Cordially yours, 
various estab- to whom we sell the cars. They CAR DEALER & 


a 7 lishments selling Tas ce te cee COMPANY 


automobiles and t out all fli d smart Manager 
Columbus {0.) Revives Auto Show— SERIES service. Filling alec attitudes, indifference and : 


Drawing for floor space in the Columbus Auto Show, Jan. 7-15, the first in 18 years, stations have joined the carelessness. 
is John Gager while John R. Barton, executive secretary of the Columbus Automobile} Trepair shops in raiding the To stay in business D uP ont to E nforce 
Dealers Assn., holds the bucket. Lou Wilsch, left, and Jack Sarver, look on. Sponsored| Service income of the auto- | we’ve got not only to look |Fgir Trade Act in 
by the association, the show will be held on the ground floor of the Exhibition Hall} Mobile dealer. And it’s a | good but to be good. Asa . 
and the main auditorium of the new Veterans Memorial building. prize worth a battle. matter of fact we know Antifreeze Sales 


WILMINGTON, Dek. — DuPont 
has announced that fair-trade 
prices for Zerone and Zerex anti- 

Ci ge eo ; freeze again will be enforced 
ed Reel 2 Pet | aggressively in all states that have 
- ecrria?) r — 7 a me ai mpeenconedpeaseee —- sad “ dpecenvedpemenselipranasterainmndenases | a i Z applicable laws. 

a RRR RO Be ee f “eo = 48 Notices have gone out that retail 
ee ee Te tT Lee ee prices for Zerone are fair-traded at 
bg fanatic : 14 $1.60 per gallon or 43 cents per 
quart and Zerex at $3.25 per gallon 

or 85 cents per quart. 

R. D. Scheer, antifreeze sales 
manager, also warned that employe 
sales constitute “unfair competi- 
tion” in fair-trade states. 


“We have never sold our anti- 
freeze products to duPont em- 
ployes,” said Scheer, “and we will 
use every legal means available to 
us to discourage” other firms from 
employe sales. 








Bumps Bumped 
Vexed Salesman Invents 


Rubber Guard 


FORT DODGE, Ia.—A minor 
traffic accident on an icy street so 
vexed a local shoe salesman that 
he decided to do something to pre- 
vent damage to cars from slight 
collisions. 

Robert Johnson, 21, figured out 
that a rubber, bullet-shaped bump- 
er guard with a concave and a 
convex side would do the trick. 
Two or three are easily fixed to the © 
bumper. 

From early experiments with 
pieces of old tires and a battered 
car, Johnson shaped his idea into 
wood models which answered his 
problem. The new guards cushion 
the bumper to eliminate the 
scratches caused by low-speed 
bumps. 

Johnson also said that when body 
damages are more serious, the 
guards tend to make a curved dent 
in the metal rather than the usual 
—and more costly— sharp dents 
which result from metal to metal 
contact. 


Car Check Finds I of 2 
Low on Brake Fluid 


BROOKLYN, N. Y.—One out of 
every two of the 48 million cars 
on the nation’s highways, and 
one out of every five trucks, is 
operating without sufficient brake 
fluids to insure fully efficient 
brake operation, according to a 
spot check by chemical engineers 
of Permatex Co., Inc., producers 
of automotive maintenance chem- 
icals. ; 


“Since unsafe brakes are re- 
sponsible for one out of every 
three fatal accidents, garage and 
service station attendants will be 
ao 2 ee to 

8 way ety by making a 
Another reason why it pays checkup of motorists’ brake fluids 
president. 


to be a DESOTO-PLYMOUTH dealer nie wae 


Sam Proman, formerly manager 
of Downtown Chevrolet, Minne- 
apolis, has purchased an interest in 
Barrington Chevrolet, Minneapolis. 
The Barrington dealership has been 
renamed Friendly Chevrolet. 
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Dealer Unionizing Drive OK ‘d 


(Continued from Page 6) 


pacts in Chicago, Omaha, Wichita 
and California. 


* * * 


Union Wins 4 Elections 


oo Michigan State Labor Medi- 
ation Board reports that five 
more elections have been held 
among Detroit-area dealerships, 
with Local 376 of the AFL Sales- 
mens Union losing one and winning 
four. 


The union suffered its first de- 
feat since taking its cases to the 
state board at Floyd Foren 
(Ford) where the vote was 10 for 
the company, 10 for the union 
and one vote was challenged. 
Under the law, ties are decided 
in favor of management. Signifi- 
cantly, this election was one of 
the few recent elections con- 
ducted among the salesmen. 

All the union victories were in 
the shops. The dealerships and the 


votes were Louis Rose (DeSoto- 
Plymouth), 19 to 0; Johnny Motor 
Sales (DeSoto-Plymouth), 9 to 1; 
Berkley Motors (Ford), 7 to 5, and 
New Center Ford, 24 to 4. 


Kellogg Pact Set 


N NIAGARA FALLS, N. Y., 50 

shop employes at Kellogg Motor 
Sales (Ford) ratified a new one- 
year contract last week, ending a 
brief strike. Local No. 55 of the 
CIO Auto Workers represented the 
workers. F 

Pay raises ranging from five to 
40 cents were included in the con- 
tract, according to William Mort, 
a union committeeman, and Wil- 
liam Few, Kellogg secretary- 
treasurer. 

The contract also provides that all 
men hired in the future must join 
the union; a third week of vacation 
after 15 years; time-and-a-half pay 





...Says pioneer dealer, Frank Santoro, in 
telling how he developed Willow Motor Sales 
of Port Chester, N.Y. into a standout all- 
truck agency. 


IN MOTOR 


after 44 hours; a $3 monthly tool 
allowance, “coffee breaks” and 
washup periods. 

In Pittsburgh, the National La- 
bor Relations Board has certified 
an election among the service per- 
sonnel at Kenn Buick in which 
Local 926 of the AFL Teamsters 
received nine votes and the com- 
pany seven. 

* * > 
Studebaker Workers Back 

N SOUTH BEND, the strike at 

the Studebaker plant ended last 
week after the UAW ordered the 
workers to return to work while a 
new contract was being negotiated. 

When the order was read to & 
meeting of 3,000 of the 9,000 strik- 
ing workers, it was booed by about 
half of them. 

Last week a strike vote was 
held among the 10,000 workers 
at Packard division in Detroit. 


FRANSPORT 


. AE PAE_ 


LEADS THE WAY 


Frank SANTORO sold his first truck in 1922. The GMC 
dealership he opened in ’27 was standout from the begin- 


ning. It’s been a better than 200-truck-a-year operation 


since truck manufacture resumed after World War II. 


‘*My parts and service alone grosses better than 


$150,000 a year,” Santoro reports..““My regulars keep 


coming back year after year. They know the value 


of having GMC factory-trained men handle their work.” 


He believes that the steady stream of GMC advances is 


making life easier for the dealer—year after year. 


‘*When I started selling trucks, we never dreamed 


ofanything like this year’s GMC styling,’’declares Santoro. 
“And, in my opinion, the new Blue Chip GMC V38’s with 


Ford Veteran— 

Emerson Planck, Washington district 
Ford sales manager, left, presents Robert 
Norton, assistant district sales manager, 
with his 25th anniversary Ford service 
pin. Norton has been with Ford in 
Washington since 1930. 


The strike vote was considered a 
part of the UAW negotiations 
which have been under way for 
several weeks. 

The contract between Packard 
and UAW Local 190 expires Sept. 


-_ 


Hydra-Matic are the finest haulers on the road today— 


bar none.” 


Throughout his 28 years with a GMC franchise, he’s 


always had to meet plenty of competition. And much of 


it was selling at lower prices. 


‘Those price-cutting outfits never seem to last very 


long,” says Santoro. “I make a profit on every single 


truck I sell. I wish I had another 28 years to put into 


GMC sales!” 


a = 


Think you'll be telling a success story as good as this 
one a few years from now? A lot of GMC dealers will! 
Drop us a line for the details —soday. 


GMC TRUCK & COACH —2@ General Motors Division 


THE BETTER YOU KNOW GMC...THE BETTER THE TRUCK BUSINESS LOOKS 


31. The union is seeking a contract 
similar to the other auto pacts. 
In Cleveland, a settlement has 
been reached between the heater 
division of Eaton Mfg. Co. and the 
AFL Machinists. The pact covers 
700 workers and is similar to the 


auto contracts. 
* * + 


Axle Strike Continued 
OWEVER, a strike at Eaton’s 
axle division was still on last 

week. The dispute centered about 

a new productivity system which 

the company is demanding. Eaton 

supplies Dodge truck axles. 

Despite the entrance in the talks 
of a mediator, David L. Cole, for- 
mer head of the U. S. Mediation 
and Conciliation Service, the strike 
of 40,000 International Harvester 
workers was still in progress last 
week, 

An employes’ security - benefit 
plan was included in a three-year 
pact negotiated for 23,000 workers 
by Libbey-Owens-Ford Glass Co. 
and Pittsburgh Plate Glass Co. 
Representing the workers was 
the CIO Ceramic Workers of 
North America. 

The plan provides for an accu- 
mulation of $600 for each worker 
from which he may make weekly 

withdrawals of 10 percent up to a 
|maximum of $30 a week. Because 
jit is a savings plan, all payments 
| are in addition to state unemploy- 
ment benefits. The company will 
pay five cents per hour, and no 
withdrawals will be allowed for a 
year. 


Sales Continue 
At High Pace, 
Makers Report 


IN THE basis of final field re- 

ports of August, auto makers 
last week detailed a continuing 
| boom in new-car sales. 


General Motors 


Retail sales for new General 
Motors cars in the U.S. in August 
were the highest in history for that 
period, President Harlow H. Curtice 
said. 

Retail deliveries of the new GM 
cars last month totaled 337,956, 
Curtice said. 

Retail sales for both new and 
used GM cars in the U. S. during 
the first eight months of 1955 were 
by far the highest for any similar 
period in history, Curtice said. The 
totals were 2,597,332 new cars and 
3,353,471 used cars. 

Curtice disclosed the following 
GM new-car sales figures: First 
eight months, 2,597,332 or 139.3 
percent of the total for the same 
period last year; month of August, 
337,965 or 146.1 percent of August 
last year; last 11 days of August, 
122,747 or 147.9 percent of the same 
period in 1954. 


Hudson 


| Retail Hudson sales during 
| August were 128 percent of the total 
| for the same period one year ago, 
according to N. K. VanDerzee, sales 
vice-president. 

| WVanDerzee also said that calen- 
dar year sales as of August 31 
were 146 percent of those reported 
for the first eight months of 1954. 


Oldsmobile 


Deliveries by Oldsmobile dealers 
in the first 10 days of September 
set a new 10-day record for that 
month with 17,021, J. F. Wolfram, 
general manager, announced last 
week. 

This was 159 percent of the 10,711 
cars sold by Oldsmobile dealers in 
the similar period of 1954. The pre- 
vious 10-day record was 12.487 sold 
Sept. 21-30, 1954. Oldsmobile sales 
through Sept. 10. 1955. total 438,260. 
compared with 288.871 in the 1954 
period. 


Pontiac 

Retail sales of 1955 Pontiacs 
totaled 44,741 units during August, 
according to R. M. Critchfield, gen- 
eral manager. 

Running 165 percent of sales a 
year ago, this was an alltime rec- 
ord for August. 

Used-car sales by Pontiac dealers 
totaled 70,837 units, or 132 percent 
of used-car sales a year ago. 
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This scene in Easton, Maryland, was repeated all over the United States last May as the National Vehicle Safety Check Program for Communities broke all records. 


1,412,000 CARS INSPECTED IN 1955 


In 1953, LOOK Magazine, working with the National Safety 
Council and the Inter-Industry Highway Safety Committee, ini- 
tiated a community-wide safety check program in New Castle, 
Indiana, where 3,400 cars were checked. The following year, 
672,583 cars were checked in 165 cities. This May, 422 cities took 
part in the program, and more than twice as many cars were 
checked in community-wide campaigns this year as in 1954. 


What other magazine provides this kind of public service for the 
motoring public and this kind of service sales support for new 
car dealers, independent garages and jobbers? 


And LOOK keeps its 19,500,000 readers automotive-conscious. In 
the issue on sale right now, LOOK describes the benefits of the 


NATIONAL SAFETY CHECK CAMPAIGN 


Community-Wide Programs in 422 Cities Reveal 1 out of 5 Cars in Need of Servicing 






Certified Automotive Service Budget Plan. This program (known 
as C-A-S) enables thousands of car owners who lack ready cash 
to finance badly needed repairs. Reprints of this article, which 
can be used to stimulate service business, are available to service 
facilities at $2.50, per hundred. Order your reprints today from 
Woody Kingman, Automotive Merchandising Manager, LOOK, 
488 Madison Avenue, New York 22, N. Y. 
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moves merchandise...FAST 
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Safety Promotion Debated; 
Will It Hurt Sales? 


How much promotion should the auto makers put behind 
safety features of new cars? 





There is considerable debate on this point within the 
industry. Some makers are taking the initiative on safety 
devices and promoting them forcefully. 


Others are fearful that too much talk about safety will 
have a bad reaction on sales. When the public thinks of 
cars, these makers would like them to think of pleasant 
connotations—pleasant miles of driving, freedom of move- 
ment, the utility concepts. 


These makers insist that safety emphasis will discourage 
rather than encourage car buying. 


On the other hand, those actively promoting the safety 
features point out that it is no longer possible to avoid 
speaking of safety. Every Monday morning the headlines 
and the air waves are full of reports of death on the high- 
way over the weekend. 


And, periodically, safety experts, doctors and state offi- 
cials publicly criticize the auto makers for ignoring the 
welfare of car owners. 


Will people make use of the safety devices offered for 
cars? In the past, many have not. People have bought seat 
belts and neglected to use them. 


But it is possible that times have changed. Certainly 
safety cannot be ignored. The danger concept is constantly 
being planted in the minds of people, whatever the auto 
makers do. 


It well may be that the time has arrived when safety will 
) sell—when a large number of car prospects will lean toward 
the makers which offer the safest cars. 








Dealer Conventions 


Sept. 12— Delaware Automobile Dealers 
Assn., Rehoboth Beach, Del, 

Sept. 14— Vermont Automobile Dealers 
Assn,, Equinox House, Manchester, Vt. 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kans. 

Sept. 16— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portiand, Ore. 
= 18-19 — South Dakota Automobile 
ealers Assn., Sioux Falls, S ‘ 
Sept. 18-20— 32nd Annual Convention, 
New York State Automobile Dealers, 

Inc., Saranac Inn, Saranac, N. Y. 
Sept. 19-20—Minnesota Automobile Dealers 
Assn., Radisson Hotel, Minneapolis, 


inn, 
. 19-20— Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, III. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
= 35-27—Tennessee Automotive Assn., 
vena Vista Hotel, Biloxi, Miss, 
25-27 — Texas Automotive Dealers 
Assn., Shamrock Hotel, Houston, Tex. 
Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. : 
Sept. 26-27 — Pennsylvania Automotive 
Assn., William Penn Hotel, Pittsburgh, 


Pa. 

Sept. 26-27—Colorado Automobile Deal- 
ers Assn., Broadmoor Hotel, Colorado 
Springs Colo. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Assn., Hotel 
4 onte-Haddon Hall, Atlantic City, 


Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Assn., Bon Air Hotel, Augusta, Ga. 

Oct, 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct, 15-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla, 

Oct. 16-18—National Independent Auto- 
mobile Dealers Assn. Annual Convention, 
Hotel William Penn, Pittsburgh, Pa. 

Oct. 23-25— Florida Automobile Dealers 
a. Sans Souci Hotel, Miami Beach, 

a. 

Nov. | — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 1[3-14—20th Annual Convention, 
Automobile Dealers Assn. of Alabama, 

Tutwiler Hotel, Birmingham, Ala. 

Nov, 13-15—Ohio Automobile Dealers 
a. Netherland Plaza Hotel, Cincin- 
nati : 

Dec, 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb, 

Dec, 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb, | — 39th’ Annual ' National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. Cc 


Sept. 


* 
Dealer Auto Shows 


Oct. 7-23—Southwestern Auto Show, Au- 
tomobile Bldg., Texas State Fair, Dallas, 
e 


x, 

Nov. 12-20—Portland (Ore.) Show. 

Nov. 26- Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 

Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bldg., Columbus, O. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D, C. 
Jan. 7-15— Chicago Auto Show, Interna- 

tional Amphitheater, Chicago, III. 

Jan, 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan, 13-22—Indianapolis Auto Show, Man- 
ufacturers Bldg. State Fair Grounds, 
Indianapolis, Ind. 

Jan. 14-22—St, Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Cleve- 


and, O. 

Jan. 28-Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich, 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich, 

* 


General 


Sept. 6-17—National Machine Tool Build- 
ers Assn. Show, Chicago, Ill. 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago, Ill. 

Sept. 6-17—Machine Tool Show, National 
(See CALENDAR, Page 68, Col. 3) 


30 Years Ago aay 





Letterbox 


Sowing Ill Will 


I am a teacher working toward 
my master’s degree at the Univer- 
sity of Michigan. I am also teaching 
at a school here which pays me less 
than $4,000 a year to provide for 
my family. 

Recently my 
been acting up 


52 Chevrolet has 
and I found that 
$300 in repairs were needed if it 
was to continue running safely. 

My wife and I added this $300 
expense to the possible $500 value 
of my car and we decided to talk 
to a Chevrolet dealer in a small 
suburb west of Detroit who had 
advertised 1955 models for some- 
thing over $1,500. 

This dealer’s salesman said he 
|could get this car for me, but said 
he could do much better for me on 
a “210” sedan with a heater. I said 
I preferred to stay with the less 





maximum we could afford to spend 


The Big Stories 


During recent months there has been a tendency on the part of 
certain finance companies to lengthen the period allowed for finish- 


ing payment for cars sold on the deferred payment plan. . 


- some 


companies have been stretching this to 15 months and even longer. 

Maurice David of the Citizen Protective Speed Controller Co. dem- 
onstrated in Montreal his device which starts the horn blowing and a 
red light shining over the horn button when a car reaches the speed 
of 20 miles an hour, the limit for cities. 

Wagner Electric Co. has been appointed the national service organ- 
ization for Lockheed brakes made by Hydraulic Brake Co., Detroit. 

Publicity stunts do have sales value, even if not new, according to 
Quinn Murphy, Michigan field representative of the Olds Motor 


Works. He recently staged a stunt drive . 


. in which Herbert A. 


Marow stayed at the wheel of an Oldsmobile coach for five days and 


drove without rest or sleep. 


—From the files of Automotive News. 


expensive “150” model because the | 


bor, Mich. 





‘A Nice 23 and 1 0 rete Sa 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


on a new car was $50 a month for 
the next two years. 

But he said that some kind of a 
deal could easily be arranged for 
the better car, repeatedly assuring 
Mme that payments would be $50 a 
month for 24 months. 

Although once he did say, “Yes, 
this will be a nice 23 and 1 deal for 
you.” 

In my rush and enthusiasm to 
buy this car, I naively concluded 
that in the great auto industry and 
at this dealer’s huge, modern es- 
tablishment 23 and 1 meant 24 pay- 
ments. 

You guessed it. When I got home 
and read the fine print in the con- 
tract I learned that I owed 23 pay- 
ments of $50 and one payment of 
$500. 

You may easily ask how it is pos- 
sible for an educated man to be 
“suckered” into a deal like this. I 
suppose the only answer to this is 
“carelessness.” 

But on the other hand, isn’t the 


|average buyer entitled to a little 


more honesty in your great indus- 
try?—Marvin R. GraHaM, Ann Ar- 


x * * 


Lock Barn Door First... 


Your current Aug. 8 issue devotes 
a commendable amount of space to 
the attitude of the trade toward 
the automobile accident problem. 


Pete Wemhoff salutes “the grow- 
ing frankness of auto makers re- 
garding safety features on their 
cars.” Joseph Callahan says that 
high powered advertising cam- 
paigns featuring safety features 
are in the works and that safety 
will become increasingly important 
as a factor in merchandising. Other 
news items deal with “safety 
checks” such as the National Vehi- 

(Continued on Page 54, Col. 3) 





WHERE DOES THE 





You've seen it! Your customers have seen it! That drip, drip, drip from 
the tail pipe of any car. It's water! But where does it come from? Most 
of your customers don’t know. If you will tell them, you will sell 
WALKER oil filter replacement elements! 


SOME WATER ALWAYS 
BLOWS BY THE RINGS INTO THE 





Not all of the water produced by the engine passes out of the exhaust- 
some of it ALWAYS blows by the pistons into the crankcase oil. ““Blow- 
by” contamination from the combustion chamber is the greatest enemy 
of motor oil. 





"LL TELL YOU WHERE 
IT COMES FROM... 


That water comes from the engine. Every gallon of gasoline, burned in 
an internal combustion engine, produces more than a gallon of water. 
This has been conclusively proved in tests conducted by Motor Vehicle 
Research, Inc., famed automotive testing laboratories. 


Unlike ordinary oil filter replacement elements, WALKER 
cartridges are specifically designed to remove water 
from the oil. Water is the chief cause of sludge, the 
source of corrosive acids and can destroy the detergent 
quality of modern oils. 


Any good oil filter can take out solid contamination— 
dirt, dust, metal particles and other abrasives—but 
right there is where WALKER takes a long step further. 
It also removes water from the oil—the most dangerous 
of all contaminants. 


In addition,WALKER’s patented Laminar construction 
means “three dimensional filtration’ —surface filtration 
... depth filtration ...and progressive filtration to 
assure complete protection from all types of solid 





AND IT’S THE WATER 
IN THE OIL THAT 
CAUSES CAR OWNERS 


TROUSLE 






It's a fact that water in the crankcase oil is a constant threat to the per- 
formance of the engine . . . it is the chief cause of sludge and corrosive 
acids. Sludge and corrosive acids cause poor performance and lead to 
costly motor repairs. 











MAY | CHECK THE 
WATER IN YOUR OIL? 


This is the most important question you can ask your customers. It assures 
them the engine protection they need—the kind offered by WALKER Oil 
Filter replacement elements It provides the best possible oil filtration be- 
cause it removes all harmful oil contaminants . . . including water. 





abrasives. And, WALKER oil filter replacement elements 
give this added protection in any make or type of oil 
filter! What the engine puts in—WaALKER takes out. 


CARBON SOOT and LEAD COMPOUNDS from engine combustion | = Qf 
Metal PARTICLES from ongine wear es. 


Give your customers the oll and engine pro- 
tection they need. Regardless of the make or 
type of filter on the car—a Walker Replace- 
ment Cartridge means ADDED PROTECTION. 











16/307. ¢2) ae) OP eet 
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Check the Water 
TU CRO 





WALKER MANUFACTURING COMPANY OF WISCONSIN 
RACINE, WISCONSIN 
OIL FILTERS e EXHAUST SILENCERS e JACKS 
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Sales Conditions in Various Areas ee 





Auto Market Reports 


| order: Buick, 275; Plymouth, 239; 
Oldsmobile, 209; Pontiac, 207; 
Dodge, 175; Mercury, 135; Chrys- 
ler, 55; DeSoto, 51; Packard, 42; 
Cadillac, 38; Studebaker, 32; Nash, 
19; Hudson, 11; Lincoln, 8; Wil- 
lys, 6; Volkswagen, 5; Imperial, 
8; Sunbeam, 2; Austin, 1, and 
Mercedes, 1. 


Columbus, O. 


A whopping 19 percent increase 
over the previous month’s new-car 
total was represented by 3,201 Au- 
gust registrations in Franklin 
County (Columbus), O. 

Chevrolet, which trailed Ford by 
550 to 750 in July, jumped into the 
lead in August by 879 to 808. 

Other makes followed in this 


Tax-paid used-car transactions 


during August amounted to 6,153, 
an increase of 2 percent over the 
July total of 6,027. 

New-truck registrations were vir- 
tually unchanged, amounting to 288 
in August and 284 in the previous 
month. Leadership, however, 
changed from Ford (97 to 84 over 
Chevrolet) in July to Chevrolet (102 
to 87 over Ford) in August. 
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Other new - truck registrations 
were: GMC, 36; International, 30; 
Dodge, 18; Mack, 5; White, 5; 
Autocar, 2; Reo, 2; and Divco, 1. 

Tax-paid used-truck transactions 
were down to 354 in August from 
388 in July.—(Bert Strang.) 

+ + + 


Houston 

August new-car registrations in 
Houston totaled a surprising 5,710 
units, a gain of 13 percent over the 
previous month’s 5,047. 

Most of the gain was accounted 
for by leading makes. August regis- 
trations, with July figures in paren- 
theses, were: 

Chevrolet, 1,455 (1,338); Ford, 
1,389 (1,168); Oldsmobile, 667 





Inside ...Qutside... 
All around the car... 





1955 motor cars. 


In more and more places on today’s cars, you'll find PLexic.as acrylic plastic molded 
parts. Tail light and back-up light lenses, front and rear medallions, instrument panels, 
parking light lenses, hood and steering wheel ornaments, hub cap inserts, sun visors, 
speedometer, radio, clock and gauge dials—all are being molded of Piexicias for the 


Parts molded of PLexicias have gem-like sparkle, rich color, resistance to breakage and 
heat, excellent dimensional stability and outstanding resistance to weather. We will be 
glad to send you a copy of our detailed brochure—‘‘Molding Powder Product Design.” 


Detroit representatives: W. E. Biggers 
and R. C. Oglesby, 728 Fisher Building, 
Detroit 2, Michigan. Telephone: Trinity 3-3200 


1 2 .. 130 
Queen's Quay at Jarvis Street, Toronto, Ontario, Canada. 


ROHM & HAAS 


COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 





(421); Buick, 568 (523); Pontiac, 
428 (334); Plymouth, 377 (326); 
Mercury, 308 (499); Dodge, 145 
118); Cadillac, 95 (73); Chrysler, 
60 (42); DeSoto, 60 (44); Stude- 
baker, 48 (41); Hudson, 24 (16); 
Nash, 24 (26); Lincoln, 22 (30); 
Imperial, 16 (5); Packard, 9 (21); 
Volkswagen, 8 (4); Willys, 2 (9); 
Arnolt MG, 1 (6); English Ford, 
1 (0); Jaguar, 1 (2); Porsche, 1 
(3), Triumph, 1 (2). 


August truck registrations in 
Houston amounted to 779, com- 
pared with 666 in July, or a gain of 
17 percent. 

The count by makes was: Chev- 
rolet, 297; Ford, 284; International, 
96; GMC, 42; Dodge, 18; White, 16; 
Willys, 6; International Bus, 5; 
Mack, 4; Studebaker, 4; GMC Bus, 
4; Diamond T, 2, and miscellaneous, 
1.—(Ruby Fenoglio.) 

* +” + 


Minneapolis 
| New-car deliveries in Hennepin 
|County (Minneapolis) in August 
| totaled 3,747, an increase of 16 per- 
cent over the July total of 3,231. 

Ford, by registering 946 cars in 
August, compared with 847 for 
Chevrolet, took a 92-unit lead in 
the year-to-date total according to 
Finance and Commerce, Minneapo- 
|lis business newspaper. 

Other registrations were: Olds- 
mobile, 387; Buick, 365; Plymouth, 
310; Pontiac, 207; Mercury, 203; 
Dodge, 151; Cadillac, 76; Chrys- 
ler, 60; DeSoto, 54; Studebaker, 
49; Packard, 44; Nash, 35; Lin- 
coln, 4; Willys, 1, and miscellane- 
ous, 8. 

New-truck registrations totaled 
280, a gain of 36 percent over the 
July total of 205. By make, the 
count was: Ford, 102; Chevrolet, 
89; International, 42; GMC, 19; 
Dodge, 13; Mack, 5; Willys, 4; Stu- 
debaker, 2; Diamond T, 1; Divco, 
1; White, 1, and miscellaneous, 1. 
—(Donald M. Lyons.) 

* * * 


Birmingham, Ala. 

The cleanup of 1955 models is in 
full swing in Birmingham and has 
resulted in a substantial gain of 
new-car registrations during 
August. 

The actual increase amounted 
to 45 percent, with the August 
total zooming to 2,963 units, com- 
pared with 2,045 in July. 

August titling by makes was: 
Chevrolet, 870; Ford, 720; Buick, 
331; Oldsmobile, 252; Pontiac, 243; 
Plymouth, 202; Mercury, 89; Dodge, 
68; Chrysler, 41; Cadillac, 31; De- 
Soto, 31; Nash, 28; Studebaker, 20; 
Packard, 18; Lincoln, 10; Hudson, 
3; Volkswagen, 3; Austin, 1; Eng- 
lish Ford, 1, and Morris, 1.—(Stuart 
Riddle.) 





* x x 


Louisville 

August new-car registrations in 
Louisville totaled 2,894, an increase 
of 12 percent over the July total of 
2,575. 

This brought the eight - month 
total to 17,756 units, compared with 
| 13,027 for the same period of 1954, 
or a gain of 4,729 units over last 
year. 

August registrations were: 
Ford, 765; Chevrolet, 737; Buick, 
244; Plymouth, 192; Pontiac, 183; 
Oldsmobile, 173; Mercury, 134; 
Dodge, 86; Cadillac, 32; Chrysler, 
26; Hudson, 19; Nash, 19; DeSoto, 
18; Studebaker, 10; Packard, 8; 
Lincoln, 4; Volkswagen, 1, and 
Willys, 1. 

Truck sales in August totaled 
282, an increase of 28 percent over 
the July yield of 221. 

Registrations by make were: 
Ford, 122; Chevrolet, 89; Interna- 
tional, 42; GMC, 9; White, 6; Mack, 
5; Dodge, 4; Willys, 2; Diamond T, 
1; Reo, 1; Studebaker, 1; Volks- 
wagen, 1, and miscellaneous, 12.— 
(A, W. Williams.) 

+o x 





Atchison, Kans. 

New-car stocks are about normal 
in Atchison, but used-car stocks 
are considered high. 

Repossessions apparently are 
going up. Open accounts and in- 
stallment payments are lagging 
behind due dates, but small- 
industry and farm incomes are 
holding up well. 

Recent rains brought optimism 
to farmers with growing crops, but 
prices for grain and dairy products 
are down.—(L. H. Houck.) 

* ok x 
Washington, D. C. 

August new-car registrations of 

2,874 in the District of Columbia 
(Continued on Page 57, Col. 1) 
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The 

thread 

of the story 
1s 

Lurex” MM 


(made with Mylar* 
polyester film) 





in The D.A.C. News and in The New Yorker 


Can a big black hat sell cars? Judge for yourself when you see the Lurex advertisement dramatizing the 
new automotive fabrics. Woven with Lurex MM, these new interior fabrics are (like the hat) symbols 

of the luxury women long for, that men are proud to own. Increasingly, Lurex MM is bringing its fine 
performance and its special beauty to the interior design of the most-desired new cars. 


Lurex and Lurex MM, non-tarnishing metallic yarns made only by the Yarn Division of 


The Dobeckmun Company, Cleveland 1, Ohio + New York: 350 Fifth Avenue + London + Amsterdam 


*Mylar is a Dupont registered trademark 
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Honor Gauthier on 20th Anniversary— 


Automotive Washington 


PANAMA has received a $5.9 mil- 
lion loan to help finance a four- 
year highway rehabilitation pro- 
gram, according to the Interna- 
tional Road Federation. 

The loan was made by the World 
Bank in participation with the 
Bank of America of San Francisco 
and the Chemical Corn Exchange 
Bank of New York. Under the pro- 
gram, nearly all of Panama’s sur- 
faced highways will be recon- 
structed with provision made for 
maintenance. 

+ * * 
Blueprint for War 


l A report to the Joint Congres- 
sional Committee on Defense 
Production last week, Dr. Arthur 


A plaque commemorating the 20th anniversary of Gauthier Motors, Inc., Salem,| lemming, director of the Office 


Mass., as a Studebaker dealer is presented to Sinarise Gauthier, third from left, by 
James A. Raine, Boston zone sales manager. Taking part in the ceremony are, from 
left, Richard C. Klingel, Studebaker district sales manager; Raine; Gauthier; Roland 
Gauthier, dealership sales manager; Frank Wetmore, division manager of Pickering 
Gas, and Ward Councillor George Marquis, who offered congratulations for the City 
of Salem. 


of Defense Mobilization, outlined 
an advance blueprint of a lineup of 
agencies to take over control of 
production, communications, ration- 
ing, wages, prices and transporta- 
tion in event of war. 


Dr. Flemming emphasized that it 








was a precautionary move. A gen- 
eral freeze order for prices, wages 
and rents has been prepared, he 
said. 


* *” * 


Small Business Report 


b barewe Small Business Administra- 
tion has failed “to achieve more 
than microscopic results” from its 
two major programs to help small 
business, a House subcommittee 
headed by Rep. Abraham Multer, 
New York Democrat, has reported. 

By law, the SBA is to provide 
loans to small business which can- 
not be supplied funds on adequate 
terms by local commercial banks. 
The subcommittee expressed hope 
that the agency’s performance will 
improve under the new act pro- 
viding it additional authority. 

” * + 


Midsummer ‘Madness’ 


B* URGING Congress to take a 
vacation from July 15 until after 
Labor Day, Senator Joseph C. 














What the assembly line 
is to the automobile 


You lose 25% of your production in 
the primary stage — and the market 
prices of your product fluctuate as 
much as 25% in a four month period 
... That's the hog business! 

If you were a hog raiser, there is an 
eight page special service feature in the 
September issue of SuccEssFUL EARMING 
that could mean as much to you as the 
assembly line did to Henry Ford. 

The feature is titled ““A Coming Way 
to Raise Hogs,” by Dr. Damon Catron, 
of Iowa State College. His method puts 
hog raising on a production line basis, 
based on the forty week life cycle of 
the marketable hog. It makes possible 
several crops of hogs a year, reduces the 
prevalent mortality of the baby pigs, 
prevents diseases and epidemics, cuts 
handling and feeding costs . . . insures 
better pork, and larger and continuous 
profits for pork producers. 

As confirmation, an accompanying 
article gives a documented case history, 
with photographs, of a farm where the 
method is used with marked success. 


Tue significant new SUCCESSFUL 
FARMING special service feature, printed 





on short pages, punched and perforated 
to fit a ring binder . . . each month gives 
SF readers comprehensive information 
on a major farming problem .. . is 
another manifestation of SF leadership 
in service to subscribers. 

Because the first SF feature has vital 
news to farmers it will be disseminated 
as widely and quickly as possible. A 
four-minute film of the hog production 
method, in actual use on a farm, has 
been made for showing on 15 Midwest 
television stations. A one-minute tape 
description will go to Farm Directors 
of 15 radio stations. Releases will be 
sent to newspapers in farm areas. 

Thirty thousand reprints have been 
made for distribution to county agents, 
Vo-Ag schools, and agricultural colleges. 

In the next few years, hundreds of 
thousands of Heart States’ farmers will 


enjoy better farm business because of 
the agricultural advances presented each 
month in SF’s new service to readers. 
And manufacturers will sell millions of 
dollars worth of additional building 
materials, piping, pumps, cement, feed, 
conveyors, and motors to SUCCESSFUL 
FARMING farmers. 


No industry changes as fast as farming. 
And no medium presents the changes in 
farming as well as SuccESsFUL FARMING— 
or has for the last fifty years! 

SF subscribers are the country’s best 
farmers. They produce six out of ten 
of the nation’s hogs, and almost two- 
thirds of the nation’s food. Their farms, 
and their investments in new buildings, 
equipment and power machinery are 
larger. They raise larger crops and have 
larger earnings—averaged about $10,000 
in cash income from farming alone in 
recent years. 

And they live better! SF farm families 
are one of the best US class markets, the 
equivalent of another national suburbia. 

No other medium reaches this market 
as resultfully, as economically, as SF! 
To balance national schedules, and to 
find new volume—you need SucCESSFUL 
FARMING. For full facts, call any SF office. 


MEREDITH PuBLIsHING Company, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


O’Mahoney, Wyoming Democrat, is 
trying to put an end to the usual 
adjournment logjams. 

O’Mahoney describes as “mid- 
summer madness” the effort both 
Houses make to wind up business 
by late July or early August in 
order to adjourn until January. He 
has prepared legislation under 
which Congress would recess July 
15 and meet again on the second 
Monday in September each year, 
unless otherwise provided. 

* * * 


Demo Defends BAC 


HARLES SAWYER, former 
Commerce Secretary, an Ohio 
Democrat who served under Presi- 
dent Truman, spoke up last week 
in behalf of the Business Advisory 
Council which has been under fire 
of Rep. Emanuel Celler, New York 
Democrat. 

Said Sawyer: “I deplore the ridic- 
ulous outcry against the Business 
Advisory Council. The council’s per- 
sonnel now is very largely the same 
as it was when BAC advised me 
as Secretary of Commerce. I sim- 
ply want to say that I never saw 
a finer group of men than those who 
serve on the BAC—they personify 
unselfishness and patriotism.” 

ft * * 


Seniority Changes 

A revamping of the seniority 
system in industry to meet the 
changing needs of today’s era of 
electronics, atomic energy and au- 
tomation—in the interest of em- 
ploye and company alike—is being 
urged by the employe relations di- 
vision of the National Assn. of 
Manufacturers. 

The seniority principle can be a 
“dynamic and powerful influence 
in improving human relations in 
the plant,” says the NAM in a 
newly-published information bulle- 
tin titled “Seniority.” 

* * 


Trade Rules High 

Charles E. Grandey, director of 
the FTC’s Bureau of Consultation, 
last week reported a 20-year high 
in the number of industry trade 
practice rules issued. 

In describing his bureau’s work 
during fiscal 1955, Grandey said 
that trade practice rules had been 
promulgated for 13 industries, more 
than double the number issued in 
the previous year. In addition, he 
said, the bureau had negotiated 60 
percent more stipulations than in 
1954 and instituted a program to 
eliminate delays in their negotia- 
tion and compliance. . 


Watching the Odds... 


EF WE are to maintain our dy- 
namic enterprise system, we 
must keep taxation at an incentive 
level, declares William A. Mills, 
executive vice-president of the Em- 
pire State Chamber of Commerce. 

Mills points out that on the 
television show, “The $64,000 
Question,” there have been sev- 
eral $32,000 winners, but not one 
of the contestants has attempted 
to answer the top-money ques- 
tion. 

That, he says, is because the tax 
risk is too great. 

The progressive income tax takes 
away a disproportionate part of the 
additional $32,000 prize money. If 
the contestant wins—the added 
$32,000 would net the winner only 
$10,000. If he failed to answer the 
question correctly, he would lose 
the entire $64,000. 

Progressive State and Federal 
income taxes have a similar re- 
straining influence on _ business, 
Mills says. 

If the enterprise is successful, 
taxes take most of the profits. If 
it fails, the entire loss is assumed 
by the investor, he says. 





Purring Peoria Cat 


Promotes Convention 


PEORIA, Ill.—The Illinois Au- 
tomotive Trade Assn. has come 
up with a clever idea to promote 
its convention here Sept. 19-20 at 
the Pere Marquette Hotel. 

An ordinary, brown sack was 
used as an envelope with the 
inscription, “Let the cat out of 
the bag.” Inside was a message 
imprinted on a paper cutout 
figure of a cat. It said: “I’m a 
Peoria cat. I’m purring with 
pleasure over the thought of get- 
ting out of this bag. Incidentally 





your wife will purr, too, if you 
bring her to the IATA convention 
in my home town.” 





=~ Paar SS SS FF 


Your 
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’ Jobber 


can give you everything you need 
to increase your brake service business 


A COMPLETE PLAN TO HELP YOU 
GET MORE CUSTOMERS 





Pub Pie 


POINT 
BRAKE 
CHECK 


INCLUDING ADJUSTMENT 


This brand-new plan—a plan that lets you charge for looking 


for brake work—is increasing brake service business every- 


where it’s being used. Complete in every respect, it’s solidly 


backed by hard-hitting national advertising. 





QUALITY CAR AND TRUCK LININGS 


ANY WAY YOU WANT TO BUY THEM 





PG Sets and PGT Sets Genuine Raybestos Proving 
Ground Tested Brake Linings for every type of car 
or truck you are called on to service. These factory- 
packaged sets are the only ones made by seven 
different manufacturing processes in order to provide 
correct combinations for all the various makes and 
models on the road. 


DON’T LET YOUR CUSTOMERS LEARN ABOUT BAD BRAKES 
BY ACCIDENT. SEE THE JOBBER WHO HANDLES 








Bulk Brake Lining Segments 








Factory-Lined Shoes The lining on these shoes has 
the very same Proving Ground Tested quality as the 
linings in Raybestos PG Sets. In addition, the shoes 
are “Contour Ground’’—a special process developed 
by Raybestos engineers to assure perfect fit. Each 
shoe is carefully ground to give proper belly contact 
. . . the inherent springiness of shoe assures correct 
contact at heel and toe under average braking 
pressure. No spongy pedal—no lining high spots. 





BIGGEST SELLING BRAKE LINING 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc. +© BRIDGEPORT, CONN, 
: RAYBESTOS-MANHATTAN, INC., Brake Linings Brake Blocks « Clutch Facings e Fan Belts ¢ Radiator Hose « Industrial Rubber, Engineered 


Plastic, and Sintered Metal Products e Rubber Covered Equipment « Asbestos Textiles « Packings ¢ Abrasive and Diamond Wheels « Bowling Balls 
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Merchandising 


Memos to Dealers 


TuAt old saw, how’s the market 
in your area? 

Paul Graves, executive vice-pres- 
ident of the Detroit Auto Dealers 
Assn., has a story to go with it. 
Seems that a doting father of a 
fumble-finger ball player was a 
close friend of the local big-league 
club owner. 

So they tried the boy out in 
every spot. He goofed. Tried the 
minors. They sent him back. Man- 
ager sat him on a bench until 
one day the team used up every 
player. Had to put the goof-ball 
in right field. 

He turned out like the manager 
expected. First ball went between 
his legs. A high fly knocked him 
out. 

So the manager went into right 
field himself ... and he goofed, too. 

After the game, the manager told 
the rookie: 

“You got right field so loused 
up that nobody can play it now.” 

Paul says dealers tell him the 
factories have the market so 
screwed up that no one can make 


a dime in it. 
* * a” 


Salute to a Columnist 


AUTO dealers have a syndicated 
columnist in their ranks. The 
“Rolling Wheels’ advertising col- 
umns which Martin H. Bury, pres- 
ident of Wilkie Buick, Philadel- 
phia, started to plug his own busi- 
ness are now being syndicated 
among other Buick dealers. 

Bury has a deft touch with words 
and a fine public-relations sense. 
As a result, his columns have won 
public confidence. A. M. Beitler, 
2118 Chancellor St., Philadelphia, 
is handling the syndication. 

Incidentally, Bury handled the 
problem of price shopping neatly 
in a recent column. He pointed 
out that many persons shop from 
dealer to dealer, “serene in the 
knowledge that all new cars of 
any given make are exactly alike.” 

Then Bury points out that this 
isn’t necessarily so. The shopper 
may save $50 on one hand and lose 
more than that by being short- 
changed on pre-delivery and post- 
delivery service, Bury says. 

His advice to the shopper: 


“If you’re really a smart buyer, 


Schmidt Gets Oldsmobile 


Bill Kay Oldsmobile Co., Colum- 
bus, O., has been transferred to 
Jack Schmidt and will be known 
as Jack Schmidt Oldsmobile Co. 
Schmidt recently was named a 
partner and general manager of 
er Dean Chevrolet Co., Colum- 
us. 


1281 $O. CHEROKEE 
DENVER, COLORADO 


STEMAC 


Ain 
AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes. Plug in 

run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 


Also 
avail 
able 
POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 








By Bob Finlay 


you'll pick a reputable dealer first 
and then drive the best bargain 
you can. But don’t be fooled by the 
claims of the dealer who appears 
to be selling his car at or below 
his cost. You’re too apt to be 
burnt.” . 
* +. * 


Overallowances 
T° POINT up the silliness of ex- 
travagant overallowances, a 
Cleveland dealer advertised $100,- 
000 for “your old car in trade.” 
He then pointed out that the 
$100,000 would be added to the 
regular delivered price. 
“It’s not the extravagant allow- 
ance that counts,” he advised, “but 


the difference in price between the 
old and the new car.” 
* 


Ladies First 


SOUTHERN California dealer- 
ship issues this instruction for 
saleswomen: 

Have your clothes fitted closely 
enough to show that you are a 
woman, but loosely enough to show 
that you are a lady.” 

+ * 


* 


* 
Advertising Tips 
ONG a shrewd observer in auto 
retailing, H. Bertram Lewis of- 
fers dealers some pertinent advice 
on advertising: 

1. Advertise consistently — 
the value grows with use. 

2. Choose media with care—with 
an eye to reaching the right people 
with the right program. 

3. Strive for interest and be- 
lievability in all types of adver- 
tising. 

Radio and television advertising 
calls for special care, for the spoken 
advertisement can repel as well as 
attract. Special dangers—exaggera- 
tion and insincere, sugar-coated 
and high-pressure appeals. 

Think of your reader, and try to 
write your ad to make him feel: 


“Here’s where I’d like to buy.” | Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








dich, Edward Goldich 
Service Station, North- 
ampton, Mass. 


Nash Exhibits Cars at Michigan State Fair— 


Nash's “Enchanted Gardens” display at the Michigan State Fair proved a popular 
place for fair visitors. The area, highlighted by a replica of Disneyland castle, a foun- 
tain and natural flowers and shrubs, also had soft music drifting from hidden micro- 
phones. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


DU PONT 


Joe Davis of Peoria, iilinols, is shown with some of the parts, chemicals, and accessories he sold 
during Du Pont’s 1954 “Anti-Freeze Week” for an extra $1,000 profit. This is the kind of business you 
can do at your station when you make the most of ‘Anti-Freeze Week." 


“AY ANTI-PREEZE sales 
doubled the amount I'd 
sold before. What's 
more, I sold $175 worth 
of parts, chemicals, and 
service.” Ross Collier, 
Inwood Super Service 
Station, Dallas, Texas. 


. . it’s a good idea! 
Dick Gietzen, Gietzen 
Sinclair Service, Grand 
Rapids, Mich 
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How They're Pushing Sales ... 


Dealer Ad Ideas 


‘Crackerbarrel’ Pays Off 
Avan tmines part in building 
a business was told in an ad- 
vertisement of W. H. Hunt & Associ- 
ates, Inc., Los Angeles ad agency. 

Titled “The King Is Dead: 
Long Live the King,” the ad 
told “the saga of the Maharaja 
of Maywood-Bell,” R. W. McCul- 
loch (Ford), a client of Hunt’s. 

It said that the king of the Ford 
dealers in Los Angeles had lost his 
crown and “his successor, by right 
of conquest, is the man who runs 
the show at Maywood-Bell Ford— 
Dick McCulloch.” 

The key to his success? Small 
town atmosphere that could be 
felt in his ads, according to Hunt. 
“Call it corny, call it cracker- 

barrel,” the ad said, “but it’s a 
reason people often give for driving 
50 miles and more through Los 
Angeles traffic—passing dozens of 





other dealers on the way—to buy 
cars at Maywood-Bell. 


Thank You, Folks 


A MESSAGE of appreciation to 
the people of Springfield, IIL, 
was the contents of a newspaper 
advertisement run by Giuffre 
Buick, Inc., on its first anniversary. 
Carrying a picture of Dealer 
L. J. Giuffre, the theme was: 
“Thanks, folks, it’s been a pleasure 
to serve you.” 
+ 


+ 

‘We’re Confused’ 
“{"*ONFUSED?” Ray Ridge Mo- 

tors (Lincoln-Mercury), Ta- 
coma, Wash., asked prospective 
new-car buyers in his advertising, 
then added: “Even with the years 
of experience we have had we are 
confused, so we are sure you must 
be too.” 


Ridge then pledged that it 


* 





making a big “overallowance on 
the tradein.” 

The dealership listed delivered 
prices on Mercury 1955 models 
ranging from $2,685.34, with $499 
down, to $3,737.89 on a Montclair 
four-door sedan and itemized the 
equipment included in the prices 
quoted. 


* * + 


Taylor’s Clunkers Click 


a it pays an auto firm 
7 to make fun of itself. At least 
Taylor Chevrolet Co., Rexburg, Id., 
thinks so after the success of its 
annual “clunker special.” 

Taylor decided to get rid of every 
old car on its used car lot and her- 
alded the event in a full-page ad 
that read: 

“No .. . these cars are not 
sleek, streamlined beauties .. . 
No, they haven’t been thoroughly 
checked ... They are not in new- 
car condition. Yes, they are run- 
ning—some faster than others! 
. . . Our prices are rock bottom, 
but if you’re short five bucks, 
we'll still make the deal. 

“All must go,” the ad quipped, 
“like some of the salesmen who 


does not pack the new-car prices took them in in the first place.” 


just to fool the purchaser by 


SPONSORED BY DU PONT TO HELP 
YOU SELL EARLY WINTER SERVICE AND 
ZERONE’ AND ZEREX’ THIS FALL 






{ DU PONT 
“ANTI-FREEZE 


WEEK” 


OCTOBER 17-22 


Taylor also offered 30 gallons of 


“Anti-Freeze Week" gets a 
bigger kickoff than ever this 
year in LIFE, one of America’s 
most popular weeklies. No less 


19 


free gas with every clunker sold.| at the same place for 36 years. Low 


They sold out. 
* 


* * 


Asleep Like a Fox 


“q)UR salesmen have been caught 
asleep—and the lot is full of 
good used cars!” was the announce- 
ment in a full page ad of Rice 
Chevrolet, Inc., Jerome, Id. 

Just to prove the point, the ad 
carried a picture of the firm’s 
four-man sales force, asleep at 
their desks. 

“Corny? Sure, but it sold used 
cars,” observed a Rice official. 

+ * * 


A Cadillac Lure 


A QUARTER-PAGE advertise- 

ment of Forest Cadillac, St. 
Louis, showed a teenage boy holler- 
ing at his father: 

“Hey, Pop. They’re really tradin’ 
on new Cadillacs. Let’s get one. 
Immediate delivery on most’ models, 
colors and equipment.” 

* + * 

Coming and Going 
UHS BUICK, St. Louis, has 
given a pithy comment on the 
retail automobile business in a 

recent advertisement. 

“Some are coming and some are 
going, but we’ve been selling Buick 








than four full-page ads will tie in with our full-page 
announcement of “ANTI-FREEZE WEEK.” An- 
other full-page ad, plus editorial features, will ap- 


pear in “Mechanix Ilustrated,"’ too. 


newspapers 


Big, hard-selling advertisements plus a 
series of smaller ones will run in your 
urging mo- 


local papers this fall . . . 


torists to see you early for Du Pont 
anti-freeze and complete winter serv- 


ice and car care. 





near your place 
time for a Du Pont anti-freeze. 


publicity 


All over the country stories will 
be running editorially on early 
winter service. Miss Anti-Freeze 
will be helping you sell in news- 
papers, on radio and television. 


Tie-in promotions and displays '=—*~ 
will appear in retail stores right ——= 
in your town. Get ready for profits! ——— 





billboards 


Colorful outdoor advertis- 
ing will be seen by the mo- 
torist when he’s driving 
of business—reminding him it’s 






bank rates. Open evenings.” 
* * * 


Pick Your Beauty 


A “BEAUTY CONTEST” featur- 
ing models of past years has 
been staged by Forbe-Murray Lin- 
coln-Mercury, Pittsburgh. 

Newspaper advertisements list 
“Miss Ford of 1952,” “Miss Plym- 
outh of 1951” and other models. 
“We have 10 past winners still in 
the running under $600,” the ad 
announced, “why not let us fill out 
adoption papers for you on the 
winner of your choice?” 

” + aa 


Dave and Davy 


PEtRorr kids can get a Davy 
Crockett coonskin hat by per- 
suading dad to take a demonstra- 
tion ride in a new Mercury at Dave 
Coogan Mercury. 

In a newspaper ad Coogan—who 
also uses the king of the wild 
frontier’s sdéng, with Coogan in- 
stead of Crockett, in radio adver- 
tising—put out the welcome mat to 
the small fry and adorned it with 
coonskin. 

* + + 


3,862 Defines Volume 


r; A newspaper advertisement, 
Krajenke Buick, Hamtramck, 
gives its definition of volume: 3,862 
cars up to July 31 of this year. “If 
that isn’t volume—what is?” the ad 
asks. 

On those sales Krajenke also 
makes the claim that it is Michi- 
gan’s largest Buick dealer and 
brings it to the attention of all 
new-car prospects. 


Sales Opener 


SAM SCHWARTZ Pontiac, Inc., 
Kansas City, offers a $6.98 can 
opener with each of 40 appraisals 
daily. 

“Smilin’ Sam” Schwartz offers no 
comment on the opener. However, 
one wag suggested it be used to 
crack the baby’s bank for the 
downpayment. 

* 


‘Just the Facts, Mam!’ 


B. SHAVER MOTORS (Chev- 

* rolet), Gary, Ind., celebrated its 
33rd anniversary without any of 
the usual gimmicks. 

Pictures of the 200 new Chevro- 
lets for the promotional event were 
presented in advertising copy and 
in salesroom displays as “These 
Are The Facts!” 


GM Denies Threat 
To Close N. Y. Plant 


NORTH TARRYTOWN, N. Y.— 
General Motors Corp. has notified 
North Tarrytown village officials 
and the Westchester County Park 
Commission that it has no inten- 
tion of closing its plants here. 

Company officials wrote, “We 
have not said and we do not intend 
|that the North Tarrytown plants 
would be closed down if additional 
space cannot be provided.” The 
|company recently began negotia- 
tions to buy part of Kingsland 
Point Park, an 85-acre site on the 
Hudson River owned by the County 
Park Commission. 








HAVE YOU MET 
MR. AUTO INTEGRITY? 

He symbolizes a superior public relations 
program which yes may secure exclusively 
for your firm in your area. For details 
without obligation mail your letterhead to 

MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 











“HOOK ON” 


“ONE HAND" 


“"ONE SECOND" 


LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 








$1.50 Per Set Jobbers Wanted 
Name 
Address 

STATE 0 No. Sets 




































Used-Car Managers Get L-M Prizes— 


Winners of the Oakland (Calif.) Lincoln-Mercury used-car managers contest receive 
wrist watches from Noel H. Nylen, Oakland district used-car manager, extreme left, 
and J. Basil Burke, assistant district sales manager, extreme right. The winners are, 
from left, Marty Perak, Principal Motors, Monterey; Ken Mossman, James Lincoln- 
‘Mercury, Woodland; Alan Kreuzberger, Van Etta Motors, San Francisco; Irwin Loeppke, 
Loeppke-Keszler Lincoln-Mercury, Lodi; Pete Eastridge, Country Club Motors, Sacra- 
mento; Frank Ablett, Salinas Motors, Salinas, and E. Richelieu, Tunnel Motors, Walnut 
Creek. 
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Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

T A RECENT convention of 

automobile dealers this legal 
question was asked: “If a pur- 
chaser of a new automobile is in- 
jured due to defects in the auto- 
mobile, who is liable and for how 
much damages?” 

Last month a higher court ren- 
dered a decision which answers 
this question. 

For example, in Magee v. Gen- 
eral Motors Corp., 220 Fed. Rep. 
(2d) 270, the testimony showed 
facts, as follows: 

A man named Magee was 70 
years of age when he purchased 
a new automobile. By statistics 
prepared by the U. S. Public 
Health Service his potential life 
expectancy is 9.42 years. 

He suffered severe injuries when 
the automobile ran off the road 
due to defective steering machan- 
ism. He sued the automobile manu- 
facturer for damages. 

The 
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lower court allowed him! 


$31,060 damages. This is so although 
Magee’s medical bills did not 
exceed $75. 

The automobile manufacturer 
appealed to the higher court con- 
tending that the verdict was 
against the evidence. However, the 
higher court approved the verdict, 
saying: 

“I am satisfied that an award 
of $31,060 is commensurate with 
the degree of injury, pain and suf- 
fering.” 

* * a 


Dealer Liable 


_. W. Smith of the Bob 
Smith Automobile Co., 1212 
Main St., Boise, Id., writes: 

“For a number of years I have 
followed your column in Avutomo- 
tive News with a great deal of 
interest, and I am wondering if 
you might cite for me any specific 
findings relative to the following 
situation, which I believe arises 
quite frequently: 

“Assume that a dealer is oper- 
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Use 
Ditzler’s 


BLUE GLAZ 


DFL-40 


@ Paint shops using putty will find Ditzler’s BLUE 
GLAZE—DFL-40—a valuable aid to faster and better 
refinishing. BLUE GLAZE is a pastel blue glazing com- 
pound with unusual working properties for metal surface 
imperfections and irregularities that cannot successfully 
be filled with primer surfacer. 


@ BLUE GLAZE can be applied easily with putty knife 
or rubber squeegee to cleaned bare steel or primed 
surfaces. It spreads like butter, but will not run or sag on 
vertical surfaces. You'll find it can be worked back and 
forth without pulling, ripping or rolling up. BLUE GLAZE 
dries rapidly and can be sanded easily to a velvet-smooth 
surface that has excellent hold-out for color coats. 


@ The light blue color of BLUE GLAZE 
) makes it an excellent ground for the many 
pastel colors so popular on today’s cars. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company 
Detroit 4, Michigan 


-DITZLER 


aes Met we Ge te 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 














| 


ating on a standard 90-day re- 
purchase agreement with a na- 
tional finance company. This fi- 
nance company owns a working 
interest and exercises control 
over their subsidiary insurance 
company. 

A repossession follows directly 
after an accident, and the finance 
and insurance companies proceed 


| with repairs without the dealer’s 


consent. 


“Question: Is the dealer liable 
for payment to the finance com- 
pany, if it can be proved that the 
insurance company’s repairs did 
not replace the automobile to its 
known condition immediately pre- 
vious to the accident, and said re- 
paired condition renders the auto- 
mobile virtually unsaleable?” 

* * * 


Two Firms or One 


ANSWER is: In your case 

a@ great deal of testimony will 

be necessary to prove the facts. 

Also, whether the insurance com- 

pany is owned by the finance com- 

pany, or a separate corporation, 
will have bearing on the case. 


If an insurance company fails to 
make proper and reasonably good 
repairs, obviously the company has 
not fulfilled its insurance contract 
and is liable. The finance company, 
also, may be liable if the two con- 
cerns are one company. 

As to the six months delay, the 
solution may be affected by a 
state law. On the other hand, if 
no state law controls the issue 
and no clause in the insurance 
policy gives the company an un- 
usual period of time to complete 
repairs, it is my opinion that 
the company would be liable at 
least for loss of use of the car 
by the owner. 

If the long delay may be con- 
sidered a breach of the company’s 
insurance contract and the finance 
money is tied in with the insurance 
contract, the fact that the com- 
pany committed a breach gives 
the dealer the right to refuse 
to complete its contract, also. 

These questions of law are rather 

complicated, and of course, the 
lower court may render one opin- 
ion and the same may be reversed 
by the higher court. Hence, since 
the future testimony is important, 
it is a difficult matter to anticipate 
the final decision. 


Brand Nemes Day 
To Be Planned by 


Committee of 17 


NEW YORK.—A committee of 17 
executives representing manufac- 
turing, advertising, public rela- 
tions and the City of New York 
has been named to plan the na- 
tional Brand Names Day celebra- 
tion next April 18, it was announced 
by Henry E. Abt, president of 
Brand Names Foundation, Inc. 

Abt said the annual Brand 


| Names Day meetings and dinner 


will again provide the focal point 
around which the business com- 
munity will build week-long na- 
tional and loca] educational pro- 
grams pointing up the benefits and 


| services of brands and brand ad- 


vertising. 
Highlight of the Brand Names 


| Day dinner at the Waldorf-Astoria 


will be the presentation of the 
Brand Name Retailer-of-the-Year 
awards for outstanding presenta- 
tion of manufacturers’ brands to 
the public in 1955. 

As previously announced, Palmer 
Hoyt, publisher of the Denver Post, 
will serve as Brand Names Day 
planning committee chairman. 


|Kenneth W. Bilby, vice-president 


for public relations of the National 


| Broadcasting Co., Inc., was named 


vice-chairman. 


‘Thompson Builds 


$6 Million Plant 


DETROIT. — Work has been 
started on a new $6 million auto- 
motive parts plant which Thomp- 


|son Products, Inc., is constructing 
|} on an 83-acre site in Sterling Town- 


ship, Mich. 

The 390,000 - square-foot plant, 
part of a $16 million construction 
program which the company has 
undertaken this year, is scheduled 
to be in operation in July, 1956. The 
| plant will produce the automotive 
| steering linkage, 
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By Martin L. Whitmyer 
Staff Writer 


Eight automotive manufacturers 
—in the $1 million-plus class—are 
spending $147 million per year on 
advertising and, if this industry 
follows the predicted pattern, the 
outlay will hit $270 million by 1965. 

This was divulged by Elwood 
Whitriey, executive vice - president 
of Foote, Cone & Belding, who re- 
ported that U. S. advertising 
expenditures should reach the $15 
billion mark in 10 years. Last year, 
$8,164,000,000 was spent. 

“Most businessmen,” Whitney 
said, “realize that we are in an 
era in which prosperity is keyed 
not to production but to con- 
sumption. So they must continue 
to expand their investment in 
stimulating demand at an ever- 
increasing rate.” 

With population growing about 
220,000 per month, Whitney said 


Affecting Factories and Dealers .. . 


Auto Advertising 





businessmen must step up ad 
budgets to reach bigger markets. 

However, he warned that greater 
investment carries with it an obli- 
gation on the part of advertising 
to eliminate wasteful and inefficient 
methods. 

“There can be no room,” Whitney 
declared, “for advertising concepts 
that are static misfits in today’s 
dynamic economy, or for research 
techniques that spend millions to 
find facts but produce only 


mirages.” ‘ 
* * * 


Lincoln Goes All Out 


Public introduction of the 1956 
Lincoln will be accompanied by 
the most extensive advertising 
campaign in the 33-year history 
of the car, according to H. B. 
Daniels, general sales manager of 
Lincoln. 

“This year’s budget for maga- 
zine, newspaper and television 
advertising during the introduc- 
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tory period has been increased 
over last year by almost 25 per- 
cent,” Daniels said. 


The Lincoln program includes 
four-color spreads in leading 
weekly magazines, a comprehen- 
sive newspaper program and ap- 
pearances on the Ed Sullivan tel- 
evision show, “Toast of the Town.” 
Additional newspaper and radio 
advertising is planned by local 
dealer associations. 


* * * 


Insurance Chiefs Polled 


Magazine reading habits and 
preference of the executives of the 
country’s life insurance companies 
are recorded in Research Report 
No. 52 which has been released by 
“U. 8. News & World Report.” 


The study measures readership 
of the six major magazines in the 
news and management field by the 
key officers of all companies listed 
in the life insurance companies sec- 
tion of the March edition of Polk’s 
Bank Directory. It also records 
their votes on the one magazine 
they find “most useful” to them in 
their work, and the one in which 
they place the “most confidence.” 

Copies of the report may be ob- 
tained by writing to Market Re- 
search Division, “U. S. News & 





World Report,” 24th & N Streets,!Clayman Adds Subsidiary 


N.W., Washington 7, D. C 


* * * 


Moran Opens Agency 


Jack Moran hag announced the 
opening of an advertising-promo- 
tion business at 523 W. Eleven Mile 
Rd., Royal Oak, 
Mich. 

Moran formerly 
was with Ford 
and DeSoto in 
automotive pro- 
motion and more 
recently has been 
in direct creative 
sales of displays, 
direct mail, mer- 
chandising pro- 
motions, retail 
store traffic-build- 
ers and general advertising. 

* * * 


Garfield Sponsors Show 


Clyde Garfield’s Ford Corner in 
Manchester, N.-H., has started to 
sponsor “live” programs by Hum 
and Strum over stations WMUR 
and WMUR-TV in Manchester 
every Tuesday, Wednesday and 
Thursday. 

Hum and Strum have been in 
vaudeville, radio and television for 
more than 30 years. 


Jack Moran 








Nation-wide Survey of GM Dealers and Customers Shows: 
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STEERING 


A sensational repeat sale record 
that means repeat profits! 


Frankly, Safety Power Steering is habit-forming! Once a 
driver gets used to it, he won’t get along without it. That’s 
another big reason why it pays to push S.P.S.—once you let 
it sell itself in a thorough road demonstration, it keeps cus- 
tomers coming back for more—automatically! That means 
automatic extra profits every time they buy another car from 
you. That’s why the smartest dealers and salesmen are pushing 
Safety Power Steering—hard! Saginaw Steering Gear Divi- 


sion, General Motors Corporation, Saginaw, Michigan. ° 
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Henry J. Clayman & Associates, 
Akron ad agency, has formed a 
subsidiary, Auto Art Associates, an 
art and mat advertising service for 
automotive parts, manufacturers, 
distributors and retailers. 


The firm will specialize in pre- 
paring pen and ink art for news- 
paper reproduction and wash and 
scratchboard drawings for maga- 
zine advertising and catalog sheets. 
A public relations service also will 
be available to small manufactur- 
ers, Clayman said. 

The agency is located at 34 S. 
High St., Akron. 


* * = 


DeSoto Ad Hailed 


Advertising Age has selected a 
DeSoto ad entitled “Drive A De- 
Soto Before You Decide” as the 
type of advertisement that stim- 
ulates interest in the reader. 

“Coming hard upon the restyl- 
ing of the whole Chrysler line,” 
the trade paper said, “the DeSoto 
headline makes a sound and prac- 
tical suggestion. Makes us think 
that maybe we have been buying 
our cars a little too much from 
habit.” 

The ad was prepared by Bat- 
ten, Barton, Durstine & Osborn, 


Inc. 
* * * 


Leahy Gets Backing 


Almost 150 television stations 
from coast to coast have scheduled 
“Frank Leahy and his Football 
Forecasts” as a fall feature. 

The show is sponsored by duPont 
for its anti-freeze products, Zerone 
and Zerex. It is scheduled to start 
Sept. 29 on a spot basis. 

Last year when this same duPont 
program featured the late Norman 
Sper, it was aired on 147 stations. 

* o* * 


Chicago Site of AAC Meeting 


The La Salle Hotel, Chicago, has 
been chosen for the fall meeting of 
Automotive Advertisers Council to 
be held Oct. 3-5, according to S. R. 
Robinson, president of the Council 
and advertising manager of Grey- 
Rock division of Raybestos-Man- 
hattan, Inc., Manheim, Pa. 

+ * * 
Carter Names Ad Firm 

Carter Oil Co., Billings, Mont., 
has announced appointment of 
McCann-Erickson, Inc., Chicago, as 
its advertising agency, effective 
Jan, 1, 1956. 

* *~ * 
Herald Changes Format 


The New York Herald-Tribune 
last week began publishing in three 


sections and said it had “substan- « 


tially increased news coverage.” 

The first section is devoted to gen- 

eral news and editorials; the sec- 

ond to suburban, business and fi- 

nancial, and the third, to sports, 

amusements, television and radio. 
x a cd 


Willard Takes to Radio 


Willard Storage Battery Co. an- 
nounced it will sponsor a mystery 
show three times a week over the 
Mutual radio network as part of 
the largest concerted advertising 
campaign in its history. 

* * x 


‘Hot Tip’ from AC 


AC Spark Plug is using a “play 
on words” to talk about its hot tip 
spark plugs. AC has supplied more 
than 125,000 dealers with “hot tip” 
display packets, including window 
displays with hot tips from Sparky, 
AC’s mascot. Besides point of pur- 
chase promotion, the campaign is 
being backed by television, maga- 
zine and billboard advertising. 

* * © 


67 Accounts Added 


Sixty-seven new advertisers have 
bought space in the Woman’s Home 
Companion since January, William 
D. Phelan, advertising sales man- 
ager, has reported. 

This does not include new adver- 
tisers who have used less than 85 
lines. Food and grocery products 
led, followed by household furnish- 
ings, drug and cosmetics, home ap- 


pliances, fashion and_ entertain- 
ment. 

* ” € 
Names 


Ronald McCulloch has been ap- 
pointed assistant sales promotion 
manager of Nash. Formerly sales 


promotion manager of Nash’s Phil- . 


adelphia zone, McCulloch wil] han- 
dle development of dealer- 
merchandising programs. 














| 
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Devices such as the one shown in operation above stamp 
our steel with our name. Each lift and coil Great Lakes 
Steel produces carries such a stamp or tag bearing an 
identification number from which the complete history 
of the material concerned can be obtained. 


How Great Lakes Steel 
identifies quality 


Because this identification helps us give better service 
to our customers, it is an important aid toward an 
all-important goal. The goal can be summed up: Give 
each customer the quality of steel to meet his requirements 
—when and as wanted. 


Men throughout the mill insist on quality with service 
for our customers. 


We invite you to talk over your production problems 
with a Great Lakes representative. His assignment is 
to bring into your plant the steelmaking knowledge 
and experience of the Great Lakes organization. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan ¢ A Unit of 


PES iat e CORPORATION 











Roundup from State Capitals .. . 


Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
new soon and to what extent a mounting backlog of 
potential new toll highway financing and construction 
materializes depends mainly on the ability and inclination 
of the bond market to absorb such securities at favorable 


interest rates. 

With investment bankers 
less eager than a year ago 
to engage in such financing, 


some turnpike bond issues have); 


been held up pending more favor- 
able market conditions. An im- 
proved demand is expected, how- 
ever, with the prospect that toll 
road trend may get into high gear 


n. 
Meanwhile, toll highway planning 
has been continuing and new leg- 
islation enacted. Latest tally indi- 
cates that more than 1.5 billion in 
turnpike bonds could be marketed 


Wherever he goes, whatever he moves, whenever he works — 
it’s on wheels! The farmer in the prosperous states of Ohio, 
Michigan and Pennsylvania is more than a pleasure-car prospect. 
He’s a triple prospect. Ofttimes, he’s a multi-prospect for three 


o--—-- 


within six months 
in Colorado, Con- 
' . necticut, Illinois, 
Indiana, Louisi- 
ana, Maryland, 
Michigan, New 
York, Oklahoma, 
Virginia and 
Washington. 
Another bil- 
lion or more 
dollars of secur- 
ities are con- 
—— templated under 
existing laws with plans started 
but less advanced. 





——manamamel 
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States that have enacted meas- 
ures to authorize, facilitate or 
study financing and construction of 
toll highways, include Alabama, 
Colorado, Connecticut, Florida, 
Idaho, Indiana, Iowa, Kansas, Mary- 
land, Massachusetts, Missouri, New 
Hampshire, New Jersey, Oklahoma, 
Pennsylvania, Washington and 
West Virginia. 

Similar laws affecting toll bridges, 
expected to cost more than a billion 
dollars, were enacted in California, 
Connecticut, Delaware, Maine, Mis- 
sissippi, New York and Washing- 
ton. 


- aa * 

Virginia Eyes Pike 
IRGINIA’S Richmond-Peters- 
burg Turnpike Authority is 
preparing a $69,000,000 bond issue 
for a 34.8-mile toll highway between 


Richmond and Petersburg. 
Another $100,000,000 in bonds is 





expected to provide additional 
funds for the toll expressway being 
constructed across Connecticut 
from Greenwich to Killingly. A 
$100,000,000 issue has been sold for 
this project, expected to cost $398,- 
000,000. 

After rejecting the sole bid 
received for $125,000,000 of state- 
guaranteed New York State 
Thruway Authority bonds, State 
Comptroller Arthur Levitt indi- 
cated the bonds would be sold 
under more favorable marketing 
conditions. 

Colorado is expected to recom- 
mend a site for a toll tunnel under 
the Continental Divide, for which 
the Legislature authorized a $16,- 
000,000 bond issue, backed by state 
credit. A special session will be 
called later to approve final plans. 

The Illinois Toll Road Commis- 
sion plans to market $400,000,000 in 
bonds to start its projected turn- 
pike system. 

+. 


* * 


Indiana Toll Schedule 


OV. GEORGE N. CRAIG, of 

Indiana, has predicted a spring 
construction start on an Indianapo- 
lis-Calumet turnpike. He said a 
final survey was expected this fall, 
with bonds to be offered before the 
year’s end. The governor said it 


_ 


. = 


This isn’t all! There are many more vehicles and machines on the “‘go’’ on the farm of F. D. Loudenslager & Sons, Marion County, Obio. 


The Farmer's Your Man! 
Always on the “GO”... on Wheels! 


Send for Your Free 


basic vehicles—automobile, truck, tractor ... plus replacements, 
tires and accessories, and the petroleum products. 


What's more, farmers in these high-income states (all three 
are among the top third in farm income) are always on the 
always producing and selling, always buying. Wide 


ee 


go,” 


diversification keeps the cash rolling in steadily. 


You can reach this big, steady farm market quickly, econom- 
ically, effectively through THE OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER. The overwhelming majority of farmers 
read —and heed —these practical, home-state farm publications 
because they’re edited specifically for them. Capper-Harman- 


Slocum, Inc., Cleveland 14, Ohio. 


motion and sales planning. 


These 75-page booklets contain 
important facts— on automobiles, 
trucks, tractors, petroleum products, 
tires and accessories (plus heating 
and cooking equipment) used by 
farmers in these three high-income states. 

The booklet for either state —or all three — will be 
mailed free upon request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Avenue, Cleveland 14, Ohio. 


THE OHIO FARMER * MICHIGAN FARMER * PENNSYLVANIA FARMER 


Copy of the 


“FARM PETROLEUM MARKET” 


New individual studies on the 
“Farm Petroleum Market” in Ohio, 
Michigan and Pennsylvania — 
designed as guides for your pro- 





should cost “a little less” than the 
east-west $286,000,000 turnpike 
across northern Indiana. 

Engineering surveys for a pro- 
posed $100,000,000 Louisiana toll 
highway from Lutcher to Lafay- 
ette were being awaited at this 
writing, with a bond issue 
expected to follow. 


Maryland’s Legislature gave the 
State Roads Commission authority 
to proceed with bond financed con- 
struction of a $50,000,000 toll high- 
way from Baltimore to the PennsyI- 
vania and Delaware state lines. 
Surveys indicated traffic would 
warrant financing. 

The Michigan Turnpike Authority 
is planning a $194,000,000 bond issue 
for a 113-mile toil highway from 
Rockford to Saginaw, and is study- 
ing a second pike from Detroit to 
the Indiana line near Chicago. 

Oklahoma’s Turnpike Authority 
hopes to market bonds to finance 
a toll highway from Oklahoma 
City to Wichita, Kans. Oklahoma, 
in addition, has one pike in oper- 
ation, another under construction 
and two others authorized. 


An act passed by the Washington 
Legislature tor a ‘l'acoma-Seattle- 
Everett toll highway is being tested 
in the courts. A favorable decision, 
expected by Jan. 1, would enable 
the State Toll Bridge Authority to 
offer $227,000,000 in bonds during 
January. 

Ohio expects engineering studies 
to be completed by November on 
a 410-mile pike from Cincinnati to 
Conneaut. Chairman James W. 
Shocknessy of the Ohio Turnpike 
Commission said financing negotia- 
tions are expected to start in Janu- 
ary, with construction contracts to 
be awarded early in 1957. 

* * * 


N. M. Referendum 


MONG other automotive devel- 

opments is the formation in 
New Mexico of a group calling itself 
the Citizens’ Good Koads Commit- 
tee to seek a 1956 referendum vote 
on a 1955 act increasing truck 
weight limits by 20 percent. 


With the truck size-weight issue 
perennially controversial in state 
Legislatures throughout the coun- 
try, as well as in Congress, the 
referendum movement, if it suc- 
ceeds, will attract nationwide at- 
tention. 


New Mexico’s new law raised 
the single axle limit from 18,000 
to 21,600 pounds. Tandem axle 
limits were hiked from 32,000 
pounds to 34,320 pounds for axles 
four feet or more apart. 


The new act extended to all haul- 
ers the right to carry the 86,400 
pounds gross maximum weight pre- 
viously allowed only haulers of 
natural New Mexico products. It 
also raised the height limit to 13% 
feet. 

The question was raised as to 
whether the act, passed under the 
state’s police powers, was referrable 
and a court test may be necessary 
to decide that point. If the referen- 
dum movement gets over this 
hurdle, its sponsors will have to 
obtain 20,000 signatures by July 6 
to refer the law to the voters for 
possible repeal. 

* * - 


Railroads Accused 


HARGING that railroads were 
behind the referendum move- 
ment, Leslie R. Thomas, managing 
director, New Mexico Motor Car- 
riers Assn., urged voters not to sign 
petitions until they were acquainted 
with “all the facts of this technical 
and complicated law.” He promised 
the association would provide such 
facts. 

New Mexico was one of 17 states 
to liberalize truck sizes and weights. 
Others taking such action were 
Alabama, Arkansas, California, 
Idaho, Illinois, Indiana, Maryland, 
Massachusetts, New Hampshire, 
North Dakota, Ohio, Pennsylvania, 
Texas, Vermont, Washington and 
Wyoming. 

Regarded as the most impor- 
tant from the trucking industry 

viewpoint was the Pennsylvania 
law increasing weight limit for 
tandem axle semi-trailer trucks 
from 45,000 to 60,000. 

Removing what had been assailed 
as one of the worst interstate motor 
carrier bottlenecks, the new law 
permits an axle-load limit increase 
to 22,400 pounds with a ceiling of 
36,000 pounds on tandem axles. 
With the use of tandem-axle trail- 

(Continued on Page 58, Col. 4) 
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This and similar advertisements, heralding the 1956 challenge of 
THE FORWARD LOOK from Chrysler Corporation, will appear 
during September and October in national magazines and in 
newspapers in metropolitan market areas across the country. 





COMING SOON-THE FORWARD LOOK '56 


THE BEST NEW-CAR NEWS FOR YOU 








It will COME to you in the all-new cars 
of Chrysler Corporation . . . Plymouth, 
Dodge, De Soto, Chrysler, Imperial. 


It will come in a fresh new style concept we 
have named THE FLIGHT-SWEEP. Never 


have you seen cars that look so completely 
right for today . . . and tomorrow. 


It will come in new ideas of performance and 
of driving response and control. 


There will be new PUSHBUTTON POWER- 
FLITE. A touch of a finger on your left hand 
will push a button on the dash to give you 
instantly the driving range you want. 


There will be still greater power, perform- 
ance and economy from the finest and most 
advanced new powerplants in any cars today. 


There will be new hydraulic braking systems 
that are without equal in the sureness and 
the ease of their operation. 


There will be a kind of all-road riding com- 


fort that is literally in a special class all by 


itself among modern cars. 


Copyright 1955 by Chrysler Corporation 


There will be full-time Safety-Touch Power 
Steering . . . the most advanced and enjoy- 
able single driving control of these times. 


For—and remember this—these are no ordi- 
nary “new Cars.” 


These are the cars of the second challenging 
year of THE FORWARD LOOK. 


In 1955, Plymouth, Dodge, De Soto, 
Chrysler and Imperial set out to break 
sharply from the past and to carve a bright 


new future . . . new for us and new for you. 


Within a few short months many more than 
a million families have bought the cars of 
THE FORWARD LOOK. And again and again 
they tell us that till they had them, they had 
not dreamed such cars could exist. 


Now, for 1956, these new cars of Chrysler 
Corporation will be still farther ahead of all 
others . . . still more outstanding in what they 
give you for your money. 


The company that pioneered safety cush- 


DODGE e 


DE SOTO 


ioned instrument panels, that brought you 
sure-vision electric windshield wipers and 
blowout-holding safety-rim wheels, offers 
you the safest cars your money can buy today. 


Their bodies and frames are the most rigid 
and best constructed in the industry. They 
will have new LifeGuard door latches that 
hold fast under stress as none have ever done 
before. They will be the only cars available 
with two separate and independent braking 
systems . . . one for the foot-pedal, the other 
for the hand-brake. 


On any of these cars, if you wish, you may 
have Safety Belts for front seat and rear. 


Yes, these will be the cars to see .. . and to 
own ... if you are buying for 1956. 


In any price range, from lowest to most 
luxurious, these will be cars that bring you 
things other cars will not yet have for you, 
regardless of what you pay. 


And they will be ready for you at your 
dealer’s . . . very soon! 


CHRYSLER CORPORATION 


PLYMOUTH e 


e CHRYSLER e IMPERIAL 


Tops in TV Drama—“Climax!”—CBS-TV, Thursdays 
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Technical PERSONNEL CHANGES 





Ervin Seltzer has been appointed | of purchases, was promoted to 


industrial engineering manager of 
the Exide Industrial division of 
Electric Storage Battery Co. His 
headquarters will be in Trenton, 

J. He formerly was manufac- 
turing services manager of the 
company’s Stokes Molded Products 
division. p 

* * 


Ford Promotes McNulty 


Richard L. McNulty has been 
named manager of manufactur- 
ing engineering for the Auto- 
matic Transmission division of 
Ford Motor Co. at Livonia, Mich. 

od > + 


Henderson, Kennedy Jr. Get 


New Westinghouse Posts 


Appointment of Bruce D. Hender- 
son, company vice-president, to the 
apparatus products staff has been 
announced by Westinghouse Elec- 
tric Corp., Pittsburgh. 


| 
| 








general manager of purchases and 
traffic, succeeding Henderson. 
* * * 


Chevrolet Promotes Gray 
To Assistant Chief Engineer | 


Edward Gray, who for the last 
year has directed Chevrolet activi- 
ties at the General Motors Proving 

al Ground, Milford, 

Mich., has been 

named an assist- 
.- ant chief engi- 

neer in charge of 
production engi- 

neering by E. N. 

Cole, Chevrolet 

chief engineer. 

Gray succeeds 

C. W. Fredericks, 

recently appoint- 

ed engineering 
director at De- 
Gray’s duties at the 


j Fie j 
Edward Gray 
troit Diesel. 


At the same time A, M. Kennedy | proving ground will be taken over 
ir., assistant general sales manager | by Nelson E. Farley, vehicle de- 


velopment group director, accord- 
ing to Cole. 

Cole also stated that William H. 
Flowers, staff engineer in charge 
of production engineering, has 
been named special assistant to 
P. A. Collins, executive assistant 
chief engineer. Conrad F. Orloff 


succeeds Flowers. 
* + * 


Chrysler Chooses Franke 


To Head New Department 


Appointment of Otto W. Franke 
as manager of the newly-created 
Central Production Engineering 
Department has 
been announced 
by Carl J. Snyder, 
Chrysler Corp. 
operating man- 
ager. 

, also an- 
nounced the 
formation of the 
following depart- 
ments: Engineer- 
ing Analysis and 
Process Develop- 
ment; Material 
Handling; Works Standards and 
Budget; and Central Foundry. 

These four new departments as 
well as the Staff Master Mechanic, 
Plastic Research and development, 





Atk your. Federal-Mogu Jobber! 


FEDERAL-MOGUL SERVICE 
Division Federal-Mogul Corporation 


DETROIT 13, MICHIGAN 








and Paint Research and Develop- 
ment departments will report di- 
rectly to Franke. 

* * 


* 


Stockwell Named President 


Fred F. Stockwell has been 
named president and treasurer of 
Barbour Stockwell Co., Cambridge, 
Mass. The firm’s instrument divi- 
sion serves truck and trailer build- 


| ers, public transportation units and 


diesel engine manufacturers. 
* x cad 


Eaton Appoints Findley 
To Engineering Post 


Howard J. Findley has been ap- 
pointed assistant director of engi- 
neering for Eaton Mfg. Co., Cleve- 
land. 

Findley joined Eaton in 1937. 
Since 1941 he has been manager of 


f | research at Eaton’s central research 


division. 
+. * * 


Hydraulic Elects Coonley 


John C. Coonley of Princeton, 
Mass., has been elected president 
and board member of Hydraulic 
Press Mfg. Co., Mt. Gilead, O. 

* * a 


Waukesha Motor Ups Kelly 


The appointment of John P. Kelly 
as chief draftsman of the engineer- | 





al 
gthRineg 


EDERA 


| sion. 


since 1948. 


ing department has been an- 

nounced by Waukesha Motor Co., 

Waukesha, Wis. He succeeds Lloyd 

M. Kanters, who retired after 40 

years’ service with the company. 
+ * + 


New Chevrolet Department 
Provides Technical Data 


Formation of an engineering 
product information department 
| under the direction of W. R. Mac- 
kenzie has been 
announced by E. 
N. Cole, Chevro- 
let chief engi- 
neer. 

The new unit 
will supply tech- 
nical assistance 
and information 
from the engi- 
neering groups 
for advertising 
and sales promo- 
tion projects as 





W. R. Mackenzie 
well as for animated product ex- 
hibits. 

Mackenzie has been with Chevro- 
let since 1929, when he had charge 
of test records of the Proving 
Ground. Before associating with 


sales activities, he supervised a 
wartime materials analysis section. 
* x * 


DuPont Elects Dawson 


David H. Dawson, assistant gen- 
eral manager of Du Pont’s textile 
fibers department in Wilmington, 
Del. has been elected a director, 
vice-president and member of the 
executive committee of the com- 
pany. 

* x a 


Formsprag Names Trapp 


To Head Firm’s Sales 


Charles F. Trapp jr. has been 
named sales man- 
ager of Form- 
sprag Co., accord- 
ing to J. Lawrence 
Buell jr., presi- 
dent. 

Trapp formerly 
was with West- 
inghouse Electric 
Corp. where, for 
three years, he 
was area sales 
manager in the 
apparatus divi- 





* * * 


| Edwards and Gathman 


Named by Fisher Body 


Fisher Body has appointed 
James J. Edwards and R. H. 
Gathman managers of the firm’s 
new stamping plants at Marion, 
Ind., and Mansfield, O., respec- 
tively. 

Edwards joined General Mo- 
tors Corp. in 1940 as product en- 
gineer. Gathman started with 
Fisher Body in 1933 as die engi- 
neer. 


In other appointments at the 
Mansfield plant, Edward H. Goe- 
bel has been named production 
manager and F.. H. Jeremy resi- 
dent comptroller. 

* * 


Eaton Axle Appoints 


Bartholomew Chief Engineer 


John R. Bartholomew has been 
appointed chief engineer of Eaton 
Mfg. Co.’s axle division. He suc- 
ceeds Gustav W. Carlson, who has 
retired after 35 years of service. 

Bartholomew joined Eaton 20 
years ago as axle division sales en- 
gineer and has been assistant sales 
manager, with offices in Detroit, 


* * * 


| Hull, Retired General, 


Elected by Chemists 


John E. Hull, a retired Army gen- 
eral, has been elected president of 
the Manufacturing Chemists’ Assn., 
Ine. 

He had served as commander in 
chief of the United Nations and 
Far East commands, commanding 
general of U. S. Army forces in the 
Far East and governor of the 
Ryukyu Islands prior to his retire- 
ment last spring. 

oJ 7 


Rockwell Appoints Gebhart 


Chief Engineer of Tool Plant 


Howard C. Gebhart has been 
named chief engineer of Rockwell 
Mfg. Co.’s Delta power tool division 
plant, Bellefontaine, O. He succeeds 
John B. Unterweger, who was pro- 
moted to factory manager. 

Gebhart formerly was chief en- 


gineer of Kett Tool Co., Cincinnati. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


New Era Launched 


By Ford Safety Forum 


IRST official indication that 

Ford Motor Co. intends to stake 
a claim on pioneering the practical 
application of safety features in a 
long-range “passenger - packaging” 
program was given at the recent 
National Safety Forum staged un- 
der Ford auspices. 

This entire affair is recognized 
as a master-stroke by those who 
agree there no longer is any doubt 
that the industry is on the verge 
of a period in which sales appeal 
can be strengthened by engineering 
features that enhance the overall 
“safety” of operating (and crash- 
ing) an automobile. 

As first revealed in our Apr. 25 
story predicting a reversal of the 
industry attitude toward seat 
belts, and since mentioned sev- 
eral times in this column, “safety- 
consciousness” is about to become 
@ very real asset. 

There now are few who will 
question the value of building a 


about” the safety question has! 


gained momentum. 
* * ” 


‘Safety Helps Sell Cars’ : 
“safety | 


O YOU now may add 
doesn’t sell cars” to your list of | 
outmoded sayings. Or, better still, | 
bring it up to date with the admis- | 
sion that “safety helps sell cars.” 

Underlying the unquestioned pub- 
lic service aspects of the forum, 
was the frankly stated belief that | 
powerful sales medicine can be 
made from a company’s sincere in- | 
terest in providing features that | 
tend to protect car occupants from | 
injury in the event of a crash. 

Henry Ford II admitted as | 
much when he said: “Our mo- | 
tives are not entirely altruistic 
- . . We hope that emphasis on 
safety will help us sell cars.” 

It seems to me that such realis- 
tic statements can do a great deal 
to dispel the effects of the previ- 
ously popular idea that “you can’t 
make a sale primarily on the basis 
that you are offering a safe car.” 

It now should be apparent that 
such almost universally accepted | 
beliefs were founded on a basically | 
false assumption that to make a| 
car “safer” and institute the prac-| 
tical features leading toward prog- | 
ress in crashproofing and passenger- | 
packaging, you necessarily must| 
sacrifice appearance. 

+ * * 


Safety Can Be Stylish 


yo some unexplained reason, | 
the impression of a distastefully | 
conservative (even ugly) appear- | 
ance always seemed to be linked | 
with the thought of a safe car. It | 
was taken for granted that any de- 
tail changes to enhance safety au- 
tomatically would result in a styl- 
ing setback. | 

Now, at last, comes the realiza- | 
tion that a thing need not be ugly 
or unattractive to be safer. On 
the contrary, the emergence of | 
true functional beauty in applica- | 
tion of passenger packaging con- | 
cepts to vehicular component de- | 
sign appears to open new paths 
for utilization of imaginative 
styling flair. 

In my opinion, one of Ford’s 
most significant contributions to 
future developments in this field 
is its evidence (seen in the com- 
pany’s 1956 products) that crash 
protection can be provided with no 
appearance penalty. The safe car 








can be just as colorful, modern- 
looking and smart as one without 
such safety provisions. 

* * * 


Ford Proved Its Point 


ro proved dramatically that 
sales value and customer visual 
appeal need not be sacrificed by 
embodying features for inherent 
crash protection. The fog has lifted, 
and much may now be accom- 
plished through recognition on the 
part of stylists and engineers that 
there’s really no good reason why 
the “safest car can’t at the same 
time be the best looking.” 

In coming years, those who re- 


cord the discovery that safety 
need not detract from style as 
one of the principal achievements 
in the 1956 model year. 

Although not mentioned by any 
of the speakers or Ford people who 
participated in the interesting, in- 
formative program, this abrupt 
turn-around in fundamental think- 
ing is, to me, one of the most 
significant ideas advanced (at least 
by implication) at the forum. 

To test this new theory, let’s 
examine some of the specific safety 
features now going into produc- 
tion for 1956: Do you lose anything 
in glamor by putting an adhesive 
behind the rear-view mirror to 
make it shatterproof? 


Let’s Examine Safety Aids 
OES a door latch that embod- 
ies a safety plate to keep doors 

from popping open detract from 

appearance? Is interior appear- 
ance handicapped by provision of 

energy -absorption qualities in a 

futuristic-looking, basket-contoured 

steering wheel? 

Do the harmonizing seat belts 
make plushy upholstery any less 
stylish or rich-looking? Is the col- 
orful plastic trim on the sun visor 
(also an effective pad for the leth- 


view industry progress may re- (ally solid windshield header) any 


reputation for being safety - con- 
scious in engineering the product. 

Six months ago this was not 
true. The watchword then was 
“safety doesn’t sell cars.” And, for 
the most part, this somewhat cyn- 
ical comment probably represented 
an accurate interpretation of the 
situation. 

But events have moved rapidly 
during the past few months. There 
are many signs that the climate 
has changed drastically and the 
whole idea of “doing something 


less attractive than previous un- 
padded types? Would you say that 
the smartly trimmed cushioning on 
the dash panel has less sales ap- 
peal than the standard painted 
metal job? 

When you have seen cars with 
such features, I think you may 
agree that the answer to all these 
questions is “no.” Safety has been 
added without diminishing cus- 
tomer appeal. 

As a footnote to the recent for- 
um, it is evident that Ford has 
scored a tremendous public rela- 
tions scoop on the other manufac- 
turers. By staging this program 
strictly as a private “Ford show,” 
the company undoubtedly also reg- 
istered a strong advantage from 
the product - merchandising stand- 
point. The net effect can’t help but 
be beneficial for the Ford product 
sales picture. 

* 


A Salute to Forum Chiefs 


HOSE who conceived and ar- 
ranged this program, as well as 
all participants, deserve hearty 
congratulations for preparing a 
session which certainly was a 
credit to the Ford organization. 
Although Ford probably had no 
intention of “lifting the industry 
up by its bootstraps” the many im- 


plications and side effects of these 
meetings undoubtedly will benefit 
the entire industry. 


Skipping over the potentially 
great value accruing from a two- 
day interchange of information 
among dozens of individuals who 
are working on various phases of 
the complex vehicle safety and 
crash injury investigations, it is 
probable that a vast amount of 
goodwill was generated in the 
minds of the car-buying public. 


It must become increasingly ap- 
parent that auto manufacturers 
are vitally concerned with fur- 
thering all-around safety of car 
occupants. As pointed out by 
Earle MacPherson, Ford engi- 
neering vice - president, safety 
always has been a prime consid- 
eration with the automotive engi- 
neer. 


In the past, this phase of the en- 
gineer’s work was largely con- 
cerned with mechanical design ad- 
vancements that aid the driver in 
avoiding accidents. Now, according 
to MacPherson, a new approach is 
added, with practical application 
of much talked-about passenger- 
packaging concepts to minimize in- 
juries when crashes do occur. 

A beginning will be made in 1956 
(Continued on Page 58, Col. 3) 





RIGHT UNDER HIS NOSE 
... but does he see it? 


Scores of training centers coast-to-coast — plus a staff of 





wo ? Socony Mobil 


$ lubrication men 
* 


"e,, for your other 


ONLY SOCONY MOBIL OFFERS ALL THREE: 


@ America’s Favorites—Mobilgas and Mobiloil. 
@ World’s Greatest Lubrication Experience. 


Cee reece... 
%e 


will help train your °s 


to find extra business 


service departments! ,- 


@ Exclusive “On-The-Job” Training. 


experienced instructors and salesmen to train your men 


on the job — make Socony Mobil’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 


emphasis on the make of car you sell ... teaches them to 


point out the need for parts and services to your custom- 


e ers. Result: your service departments get extra business, 


your customers are satisfied, 


you and your lubrication 


men gain an outstanding reputation for quality work. 





SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 





News to Note... 
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Auto World in Brief 





NEW YORK.—The acquisition of 
Thermacote Plastic Products Corp., 
Newark, N. J., by Holiday Plastics, 
Inc., Kansas City, for 150,000 Holi- 
day shares has been approved by 
stockholders. 

Holiday now is in a position to 


triple its production, according to) 


George K. Frischer, president, and 
will benefit from a $3 million con- 
tract received by Thermacote from 
the Cinderella Glass Pool Co. for 
the manufacture of fiberglas swim- 
ming pools. 

od * + 


Huge Urethane-Foams Market 


Foreseen by Nopco President 

NEW YORK.—The market for 
urethane foams should rise shortly 
from a few hundred thousand 
pounds a year to one hundred mil- 
lion pounds a year, according to 





Ralph Wechsler, president of Nopco 
Chemical Co., Harrison, N. J. 

Revealing details of a huge ex- 
pansion program into the cellular 
plastics field, Wechsler announced 
the appointment of George G. Stier 
as assistant vice-president in 
charge of the plastics division, 
which will open two new plants this 
year and a third next year. 

* + a 


Hertz Offers 5 Pct. Discount 


With Santa Fe Ticket 


CHICAGO.—Hertz Rent-A-Car 
System is offering a 5 percent dis- 
count card for use in Los Angeles 
with every purchase of a round- 
trip railroad ticket to Los Angeles 
from any point on the Santa Fe 
line. 

Joseph J. Stedem, Hertz executive 
vice-president, said the discount 
ecard will be available through any, 


of the railroad’s 970 ticket offices 
throughout the country. The dis- 
count will apply to the full rental 
charge. ge Reali 


New Arthritis Pamphlet 


Available to Industry 


NEW YORK. — A new booklet 
on “Arthritis,” directed toward fac- 
tory and office workers, has been 
published by the Arthritis and 
Rheumatism Foundation and is 
available to all business and 
industry. 

Publication of the pamphlet was 
prompted by the fact that “more 
than 719,000 factory workers or 17 
percent of all the factory workers 
in the nation suffer from a form 
of this crippling disease.” Copies of 
the booklet are available at small 
cost and may be ordered through 
the Arthritis and Rheumatism 
Foundation, 23 West 45th St., New 
York 36, N. Y. 


* * * 
Executive Group to Combine 


Conference and Seminars 


NEW YORK. — Managing prod- 
uct research and development will 





Oct. 6-7 and the seminars to fol- 


\\/ 7 | low, starting Nov. 3. 


can sot 





Inventor H. E. McCoy says: “It 
may sound fantastic, but I think 
the motorist of the future may 
drive up to a service station and, 
instead of buying gasoline, will 
exchange the battery of his elec- 
tric automobile for one that has 
been charged by a solar furnace 
generating plant.” 





small-group seminar program to be 
held by the American Management 
be the subject of the first com-| Assn. More than 600 executives are 
bined large-scale conference and | expected at the conference set for 








Gene Wice, who operates the Pitt Motor Exchange in Pittsburgh, Pa., is shown here 
installing a top-quality remanufactured engine equipped with Johnson Bearings. 


How to make up to $125 


Here’s all you do: 

When you get a prospect who 
needs a complete service job, sell 
him the idea of exchanging his 
old engine for a guaranteed, re- 
manufactured, dynamometer 
tested engine. 

Have your prospect fill out a 
credit form which you can obtain 
from your engine supplier. Call 
your local distributor or jobber of 
remanufactured engines, give him 





the credit information over the 
phone and your estimate of the 
amount to be financed—you can 
include accessories plus previous 
back bills the prospect owes you. 

You invest nothing, take no 
chances, because the loan isstrictly 
between the finance company and 
the car owner at no cost to you. 
Your customer goes to the finance 
company by himself to sign the 
papers. 

You get your money with a sure 
profit, usually before the work is 
completed. 

The engine remanufacturer 
guarantees his engine against de- 
fects in material and workman- 
ship, the same as a new car manu- 
facturer, because he uses the same 
high quality parts like Johnson 
Bearings for mains, rods and cams 


per day in one stall! 


that were used originally by the 
car maker. 

That’s why it pays to install re- 
manufactured engines—you in- 
crease your profits, eliminate 
headaches and your customer is 
happy. 

Johnson has been an important 
supplier of engine bearings to the 
automotive industry for many 
years—works closely with design, 
production, and metallurgical 
engineers to help solve the many 
problems of producing bearings 
that will give even better service 
in the miracle engines of tomorrow. 

Remember, Johnson jobbers 
stock complete sets of engine and 
automatic transmission bearings 
for most makes of cars and trucks. 
Try Johnson next time you need 
replacement bearings. 


Johnson Bronze Company 
685 SOUTH MILL STREET * NEW CASTLE, PA. 





The four seminars will deal with: 
Research management, people and 
research, the research process, and 
controls and goals. Only those at- 
tending the conference will be eligi- 
ble for the seminars. 

* * 


Associates Open Office 
INDIANAPOLIS.—Associates In- 


vestment Co. has opened its third 
branch office here with Don G. 


| Ball as manager. 


Torrington M oves Offices 


TORRINGTON, Conn.—The Tor- 
rington Co. has moved its New 
York offices to the Port Authority 
Bldg., 111 Eighth Ave. at 15th St., 
from 200 Fifth Ave. 

+ + 


Triumph Cars Top Class 


In European Auto Race 


CANLEY, England. — Standard 
Motor Co., Ltd., here has reported 
that its Triumph T.R.2 cars placed 
first, second and third in their class 
and fifth, sixth and seventh in the 
general classification during the 
Liege-to-Rome-and-return race. 

The distance was 3,185 miles, 
which took around 88 hours of non- 
stop driving, according to Stand- 
ard. Of the 148 starters, 56 finished. 

dl * 


Foxcraft Acquires Plant 


PHILADELPHIA. — Foxcraft 
Products Co. has purchased a one- 
story plant at Beth Ayers, Pa., 
from Filler Machine Co. 

* * cs 


New Auto Finance Firm 


CHICAGO. — Fred E. Wollock 
has formed his own auto finance 
firm, Har-Lee Acceptance Co., with 
offices at 837 Wilson Ave. 

* * * 


Motor Wheel Ups Production 


Of Power Lawn Mowers 


LANSING. — Motor Wheel Corp. 
| will double production of both its 
|Reo and Duo-Trim power lawn 
| mower lines for 1956, according to 
M. F. Cotes, president. 

The increased production is cal- 
culated to more than double Motor 
Wheel’s share of the market for the 
1956 selling season. 


Perfect Circle fam, Buys 


Rushville (Ind.) Foundry 


HAGERSTOWN, Ind. — Perfect 
Circle Corp. has announced the 
purchase of the Dill foundry, Rush- 
ville, Ind., to make piston - ring 
bearings. 

The foundry, shut down for sev- 
eral years, is to reopen as a Perfect 
Circle plant in mid-September with 
an initial payroll of about 65 
workers. 


Conoco Wins 3rd Straight 


Safety Council Award 


HOUSTON, Tex. — Continental 
Oil Co. has won the National Safety 
;Council’s “award of honor” to be- 
come the first petroleum company 
to win the award for three straight 
years. 

Continental had 71 percent less 
| lost-time accidents in 1954 than the 
|oil industry average, and its num- 
|ber of days lost because of acci- 
|dents during the year was 93 per- 
cent below the industry average. 


| Georgia a Cut 


'In Auto Insurance 


AUGUSTA, Ga.—State Insurance 
|Commissioner Zack D. Cravey has 
|announced that revisions in rates 
|and rules for insurance companies 
affiliated with the National Auto- 
mobile Underwriters Assn. will re- 
| sult in an estimated annual saving 
of approximately $4,600,000 
to Georgia policyholders. 

| According to Cravey, the premi- 
|um on comprehensive private pas- 

(Continued on Page 60, Col. 1) 





Thompson Products 
Enters Atomic Field 


CLEVELAND. — Thompson 
| Products, Inc., is establishing a 
| department to investigate and 
exploit new developments in the 
atomic energy field. 

Heading the department will be 
Andrew L. Pomeroy, associate 
director of staff research and 
development. Serving with him 
as manager of atomic products 
will be Harry L. Brown, formerly 
of the Atomic Energy Commis- 
sion’s Santa Fe operations ‘office. 
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M* GOOD friend George Lamson 
of Thermoid expressed his sur- | 
prise and chagrin, in the August 
issue of Thermoid News, to find 
that on a thousand-mile motor trip 
no one in a filling station asked 
him to buy anything although he 
bought gasoline in small lots and 
went in for other services as often | 
as possible. | 

If George thinks that the filling | 
station boys are lax in trying to | 
sell the needed services that are 
visible to them, he should make | 
the same kind of a trip and stop 
at franchised dealers’ service 
shops some time. 

There might be some excuse for) 
an attendant in a filling station, | 
with a foreign license on his car 
that he might be wasting his time 
to try and sell the owner some- 
thing that he might need but could 
reach home without. 

But how about the franchised 
dealer in any make of automobile 
whose order writers and service 
managers don’t even try to accom- 
modate owners or prevent them 
from having serious trouble? 

I’ve had both experiences in the 
last six weeks. 

And just to beat many of my 
good dealer friends to the punch— 
I’ve also visited a dealer who posed 
a problem that I'll pass on to you 





Antifreeze Service 
Improves Profits 


And Good Will 


IDLAND, Mich.—Dealers know 
that only service makes anti- 
freeze protection complete, they 
know that the car owner who de- 
pends on a last minute rush job 
the night before a freeze—or puts 
in antifreeze himself—is asking for | 
trouble. 
Dealers can find it a profitable | 
duty to such customers to con- 
vince them that they are living 
in “grandpa’s day” and that mod- 
ern cars will not perform effici- 
ently with old-fashioned or indif- 
ferent winter preparation service 
care. 

To help dealers aid their cus- 
tomers in getting the best out of 
today’s highly developed engines, 
H. W. Loper, antifreeze research | 
engineer, Dow Chemical Co., has 
suggested the following procedure: 

ab * ” 
] DRAIN the cooling system 

* completely. 

2. Clean. Because of mileage, age 
of the car or other reasons, use of 
a cleaner to remove rust or other 
residues may be necessary. 

3. Service. Check entire system 
for leaks. Check operation of ther- 
mostat and water pump. Check con- 
dition of radiator cap, fan and 
other belts, radiator and heater 
hose. Replace worn or defective 
parts. 

4. Fill with the proper anti- 
freeze. 

5. Recheck. Run engine after fill- 
ing with antifreeze, check for leaks 
and proper coolant level when 
engine has reached operating tem- 
peratures. 

Experts consider that this proper 
service, and making sure that cus- 
tomers know about it, is a wise and 
fruitful customer relations move. 
Some motorists are unaware of the 
sharp changes of cooling systems 
brought about by modern engines 








and increased use of power units 
for brakes and steering. 


before I get any further along in 
my story. 

I asked this dealer’s salesmen 
if they were having a good year. 
He replied that they were selling 
about 50 percent more cars this 
year than last. A little later he 
said they were selling four out 
of every five cars to their own 
customers. 

Now mull that one over a little, 


| while I go on to the two instances 
| I want to bring out. 


* * x 


Customer or Not? 

Azores a week ago my wife 
complained that her car sounded 

like a “wailing banshee” every 

time she started it up after it had 


| been sitting for awhile. She asked 


me to take it somewhere and get 
it fixed as she was afraid to drive 
it. I checked it and told her she 
didn’t have to worry but to take 
it to a dealer herself, as I was so 
busy I couldn’t spare the time for 
a couple of days at least. 

So she called the nearest dealer 
(in Northville) to our country 
place and told the service manager 
she wanted to bring the car in to 
have him fix this noise that was 
driving her crazy. 

Did he say, “Bring your car right 
over any time that is convenient 
for you and we will try and take 
care of it?” 

Not by a jugfull. 

His first remark was, “Did you 
buy your car here?” 

When told that it was bought 
from his firm, he quickly—and al- 


| most gleefully—said, I’m sorry. We 


are so busy and full of work that 
We couldn’t possibly take care of 
you without an appointment.” 
When could she get an appoint- 
ment? Oh, in about a week or so. 
But this was an emergency! I 
know but I’m sorry, we are so busy 
we could not possibly take care of 


| you this week. 


* * 


Same Reply Elsewhere 


O SHE called the service man- 
ager of the same make dealer in 


|Ann Arbor where she had had 


some work done before (after I 
had set it up for her) and got the 
same deal. “Did you buy your car 
here? We are so busy you will have 
to have an appointment.” 


I can’t blame my wife for being 
as mad as a wet hen that night 
when I got home. I know that if 
I hadn’t been in the business and 
couldn’t get it taken care of, she 
would have insisted that we sell 
that car right then and get one of 
a different make—she wouldn’t keep 
a car of a make where the dealers 

(Continued on Page 30, Col. 1) 
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Dual Problem for Dealers... 


{merica’s Motor Vehicles 








12-Volt Ignitions Point Up 
T raining, Equipment Needs 


Witt practically the entire in- 
dustry going to 12-volt ignition 
in all models, both car and truck, 
at least one-half of the franchised 
dealers now face a dual problem 
from the standpoint of their service 
departments. 

While the problem of equipping 
their shops with 12-volt test sets, 
timing lights, battery chargers and 
other 12-volt instrumentation will 
not be as complicated as was faced 
by General Motors dealers when the 
corporation switched over (since 
service equipment makers are in 
much better shape to make immedi- 
ate, or near immediate, deliveries), 
there still are other problems to 
face. 

Training mechanics is going to 
be a large order. While the vari- 
ous vehicle factories and the 

makers of test equipment will be 
holding schools on the subject all 
over the country, some 75,000 to 
100,000 mechanics cannot be thor- 
oughly trained overnight. 

Thus, it is going to be quite 
imperative for those dealers who 
value their service business and 
their customers’ goodwill to em- 
brace the 12-volt subject now and 
not be caught without trained men 
and test equipment. 

* oo * 
Equipment Firms Ready 


A CHECK of the industry reveals 
that the only so-called volume 





Time Saver— 


Bernard Heringhaus, a metalman work- 
ing in the body shop at Queen City Chev- 
rolet Co., Cincinnati, uses the new 2U 
Ingersoll-Rand electric Impactool to re- 
move the left front fender from a late 
model Chevrolet truck. Since acquiring the 
tool, he says, he has cut hand-tool time 
on this job by 41 percent.—{See Story 
Page 33.) 


* ¥ + 


Mechanics’ Testing, Repair Time Saved .. . 








Double Check— 


Latest improvement in the electrical test 


field is a new “area tester” that actually 
checks engine preformance. Normally, the 
tester is used after the normal tune-up 
procedure. It makes certain that the fault 
has been found and corrected. Defects 
not usually caught in the normal tune-up 
procedure are noticed, thus eliminating 
bothersome “come-backs” and faulty work- 
manship. 
* * + 

producer in the industry that is not 
set to go completely 12-volt with 
their 56 models is International 
Harvester. Even Harvester will be 
12-volt in their gas models of 26,000 
lbs. GVW and up and in those other 
models where the RD-501 engine is 
standard. It also is mandatory in 
I-H diesel models of 26,000 Ibs. or 
more GVW. 

Harvester also is making 12-volt 
systems available as optional 
equipment in all other models of 
4200 lbs. GVW and up. 

Truck builders which do not sell 
the major portion of their output 
through franchised dealers were not 
contacted in this survey. 

Fortunately, for those dealers 
who must jump into this 12-volt 
problem in one major leap this 
early fall, the test equipment 
makers have been working dili- 
gently on “simplifying both their 
equipment and their procedures 
for conducting the tests properly 
and thoroughly. 

One test set maker has been able 
to reduce the instructions on its 
volt ampere tester, for instance, 
from 32 pages to three pages. Four 
pages of instruction on how to test 
coils have been boiled down to 
eight simple steps—all contained on 
one page. 

Fortunately, too, for those dealers 
who have too much of their capital 
tied up in vehicle stocks, the major 
test equipment makers have finance 
plans available that permit the 
dealer to equip his shop fully with 


©—- a 


New Tools Give Lift to Revenue 


N MOST dealer service shops, the 

amount of work the shop can 
take in is limited by the number 
of mechanics and stalls in the shop. 
Yet many dealers have not sur- 
veyed their shops to find how they 
can increase the number of jobs 
able to be handled in even an 
eigh-hour day. 

Providing that the shop is prop- 


NEW PRODUCTS 


Page 42 





erly laid out and properly super- | 
vised, one of the best ways in 
which each dealer can increase his 
service shop and parts income is 
to make it possible for his good 
mechanics to put out more work 


and thus take care of more cus-| 


tomers. 


Even with the acknowledged 
shortage of experienced good 


mechanics, present shop proced- 
| vide his mechanics with the tools 
|and equipment that enable the 
| good, highly trained, technicians to 


ures, under the flat-rate system, 


| compel the most efficient man in 


the shop to waste from 40 to 75 
percent of his most valuable 





productive time doing “tear down 
and rebuild” work that any ap- 
prentice or “hammer and wrench” 
man could do just as well and 
possibly just as fast. 

Of course, under the flat-rate 
system of paying mechanics and 
charging for their services, it is 
practically impossible to change this 
situation. 

Every dealer, however, can pro- 


(Continued on Page 32, Col. 1) 





the necessary instrumentation and 
let it pay its way as it is being used. 
+ * * 


Modifications Possible 


IHESE makers also have worked 

out modernization plans for the 
dealer so that it is not necessary to 
buy all new instruments. They have 
worked out “packages” which will 
enable the dealer with an accurate 
and good working six-volt test set 
to “modify” it to accommodate i2- 
volt. One maker even has an ex- 
change plan for substituting a com- 
bination 6-12-volt’ timing light for 
the six-volt unit. 

Warning is issued to those deal- 
ers who will be going into 12-volt 
for the first time to make certain 
that no mechanic tries to use a six- 
volt timing light on a 12-volt sys- 
tem. The result will be an imme- 
diate blowing out of the six-volt 
light, making it worthless. 

The three units that must be 
converted in most sets built since 
1946—at the very earliést—are the 
coil and condenser testers, volt- 
ampere tester and dwell-tach test- 
ers. These units can be obtained 
from either Sun or Allen in a 
“package” for modification of the 
current six-volt motor analyzer. 

Units that the dealer must buy 
to be able properly to service 12- 
volt cars include a 12-volt battery 
charger, or one that tests and 
charges both six and 12-volt, a 
12-volt timing light and a moderni- 
zation of the motor analyzer. 

Most other electrical test equip- 
ment, such as combustion analyzers, 
vacuum compression gauges, vac- 
uum fuel pump testers, armature 
growlers and battery starter testers, 

will work on both voltages or on 
cars equipped with both voltages. 
* ok *~ 


Six-Volt Gear Still OK 


NASMUCH as hundreds of thou- 

sands of cars with six-volt sys- 
tems will continue to patronize 
franchised dealers’ shops, even 
though his new models have swung 
over to the higher voltage, dealers 
will find plenty of use for their 
present six-volt equipment for sev- 
eral years to come. In most shops 
dealers no doubt will decide to “run 
this equipment out” for the dura- 
tion of its normal life. 

In such cases he no doubt will 
step up to modern motor analyzers 
that will efficiently test both six 
and 12-volt and to the newer type 

(Continued on Page 31, Col. 1) 


Auto Trade Show 
To Open Feb. 23 


In San Francisco 


LOS ANGELES.—Invitations 
have been sent to wholesalers who 
sponsored the 1955 Pacific Automo- 
tive Show asking their support and 
active participation in the 1956 
show, according to Lou Cresta, 
president, and J. Leonard Gibson, 
executive manager. 

The regional trade show will be 
held Feb. 23-26 :in the Civic Audi- 
torium, San Francisco. 

Mailings, with pertinent informa- 
tion and forms enclosed, have been 
made to manufacturers inviting 
them to exhibit their products. 

Cresta said the show will be pre- 
sented with the support of auto- 
motive wholesalers and Booster 
Clubs of the 11 western states, 
Mexico, Canada, Alaska and Ha- 
waii. The Golden Gate Booster Club 
B-10 of San Francisco will sponsor 
the annual kickoff banquet Feb. 22. 
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|but also could do it in their own) 
sweet time. 
| And this car is one of the so- 
called “fine cars.” 
I'll bet that every one of these} 
dealers is complaining to high | 
heaven about the low profit they | 
are making on their new-car sales. | 


If they would turn this around | 
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gave her such a bad time. I know | him, “Can you tell me what is 
because that has happened on other | making the noise?” 
things. “No. I’m sorry I haven’t got time | counts as the cost of buying busi- 
I was going over to the Michi- | to do anything for you right now— | Ness because they haven’t taken | 
gan State University farming | you go to the dealer in Lansing.” an ee ee eee 4 rae | 
on ee ewig Say, Se In Lansing nobody had time to ent ‘cutiogk 2 the value of their | 
she asked me to drive her car (try and find out what was wrong) service departments. 
and get it taken care of, so I 


but if I'd bring the car back day * * 
dropped into a dealer in Howell, | after tomorrow they thought they Test of Negligence 
a short distance from my house. 


| could work it in. ‘ 
foul’ eet tnt he serie | oa BQO se west oe 0 0 2 
shop as a truck had hit the door | Poor Dealer Attitudes tion to some white corrosion (for | 
and they were fixing it, but I F COURSE, none of these deal-| the want of a better name) on the | 


drove into the parking lot and ers’ service managers knew | positive terminal of my battery. 


ome a door that led into the | 44. 1 was and from their attitude| I told him to leave it alone and | 
service Gepartment. | cared less. I was just another head-|I would see how many dealership | 

Here the service manager came | |service stations in that make of | 
out to see what I wanted—I’ll have peal aa a oT eae aa 2 |car would call my attention or try | 
to give him that much. So I told | @@nt Duy my car AChE |to sell me some service on it. The 
him my trouble. And what did he they didn’t give a hoot if I got|,.cymulation was about the size 
say? ,away from their door or not. In| of g golf ball then. 

“I’m sorry we are so filled up we | fact, I got the impression that they| During the next six weeks I) 
can’t do anything for you. You had | Would be tickled if I did break/took my car into seven dealer 
better stop at a dealer in Lansing.| down so they would not only have| shops in that make of car, includ- 


They can fix it for you.” I asked |a chance to get a “big money” job|ing the two shops where I have| 











| and view their long trades and dis- | # 


| most of my maintenance work done. | 


| changed my oil. 













site 


PAVE PE ry yA 


Conveniently located Distributors— 
packages that are quick and easy to 
identify—a name that means quality to 
thousands of motorists: that’s why more 
and more servicemen are switching to 
Johns-Manville Asbestos Brake Linings. 


Remember too, the Johns-Manville 
name and Johns-Manville products are 
consistently supported by the strongest 
advertising program in the Brake Lining 
industry—on television, ‘‘Meet the 
Press”; in national magazines, ‘The 
Saturday Evening Post,” ‘Collier’s,” 
“Look,” plus local sales promotion aids. 





aT Johns-Manville as/oz¢ Friction Materials 


| knew your customers 
would like quality 
J-M Lined Brake Shoes, Joe 


Right! And, they 






You'll like the speedy service J-M Brake 
Shoe Exchange offers... you'll save time 
on the job with the handily packaged 
Custom 4 Star®, P B and WireKlad® 
sets...and, best of all, you'll be building 
repeat business with satisfied customers. 


Talk to your jobber about Johns- 
Manville friction materials. It’s the line 
developed by modern research and 
backed by the leading name in asbestos 
products. For more information on how 
you can profit by selling the J-M line, 
see your distributor or write Johns- 
Manville, Box 60, New York 16, N. Y. 








save shop time, because 
they're so easy to install 


19, 1955 
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wife’s car in to have the wail tak- 
en out of her power steering and 
I had left my car for her to drive 
| without thinking to tell her she 
| might run into trouble, the acid 
finally ate through the cable and 
a it broke just as she entered town 
—j | on her way to do some shopping. 
E By this time the corrosion had 
: gotten to be the size of a puff ball 
= |and had split the cable back at 
, © | least seven inches from the battery. 
= The other cable had an accumula- 
: |tion of green corrosion on it as 
e | large as a golf ball by this time. 
| She went to the dealership that 
p |installed the new carburetor and 
LZZ=Z>— had them go out and get the car 
| and fix it. Did they install two new 
LZ . | eables? 
(jvecky No. They just installed a new 
one in place of the one that 
“I knew we shouldn’t have ven- | broke and—to add insult to .in- 


tured in.” | jury charged me $3 for hauling 
ee the car into their shop. 


During all of this time—this 


In one shop they installed a new/| whole six weeks—any one of seven 
carburetor and had to work/dealers could have sold me two 
















| around the battery; in another they | new cables and got my respect as 


adjusted my automatic transmis-| an alert service station looking out 
sion linkage; in another they|for my interest as an owner and 
'a@ customer. 

| * * * 

|Top Goodwill Builder 

i to go back to the dealer 
who increased his sales of new 
|cars 50 percent and yet sold four 
| out of five to his customers. 

This dealer manages every part 
|of his business and knows that to 
| be successful these days he not only 
| must build customers but also get 
|a high absorption in his service de- 
| partment. He realizes that more 
| goodwill is earned on the service 
|floor than any other part of his 
| business. 

| So he is on top of his service 
| department all of the time, even 
| though he has a good service 
| 
| 


Finally the day I brought my 


manager and an excellent assist- 
ant service manager. 

Two things result. He is getting 
over 65 percent absorption includ- 
ing his salary and over 85 percent 
with his salary left out of the over- 
head figures. 

And above all, he is getting the 
service business on cars sold by 
other dealers of the same make, in 
|some instances as far as 15 miles 
trom his shop. 
| * cd of 


Making ‘New’ Customers 


HEN an owner comes into his 

shop for the first time, who has 
bought his car from another dealer, 
|the greeter frankly tells them 
that they want the owner’s busi- 
ness but he must understand that 
they take care of their own cus- 
| tomers first and that if one of their 
owners comes in for some emer- 
| gency service they may have to put 
this job aside for the time being 
and be unable to get the work done 
exactly at the time it is promised. 
When the new customer agrees to 
leave his car with this understand- 
ing, they go ahead and write the 
order. 

After such an owner has come 
back for service three times, this 
|shop then considers the owner a 
| customer and takes the other deal- 
er’s sign off the back of his car 
|and substitutes theirs, telling the 
owner they are going to do this 
| so that they can then give him the 
|}same preferential treatment that 
all of their owners get. 

But the customer is made to 

understand that if he should buy 
| @ new car some place else he 
| immediately goes back to the 
| status of a stranger. 
| So although this dealer sells on 
|the factory suggested list and 
| “money difference” in a city where 
|trading packs are standard, this 
|dealer profitably peddled 50 per- 
cent More new cars this year than 
| last and sold four out of five to his 
|own customers. 
Who says good service doesn’t 
|pay in more ways than one? 





sure 












|Life Time Products Buys 
Bay Mfg. in California 
LOS ANGELES.— Life Time 
| Products Corp., Los Angeles, has 
purchased the assets of Bay Mfg. 
Co., Harbor City, Calif. 

| The company will operate as the 
Bay manufacturing division of Life 
Time and it was said it will con- 
tinue to produce a complete line of 
automotive shop equipment. 
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Training, Equipment Needs Cited . 


12-Volt Systems Pose Problems 


(Continued from Page 29) 


of battery tester and charger that 
need no battery to power them. 

Manufacturers of testing equip- 
ment anticipate quite a heavy 
demand for this equipment as 
soon as the new models are an- 
nounced. 

While the industry has been 
working in an endeavor to build 
up stocks of these needed units as 
much as possible, several vehicle 
makers already have gone into the 
field with the 12-volt story, and 
dealers are ordering in order that| 


they will be equipped properly to) 
“tune” the new cars. 

Even though the test equipment | 
makers have some of these stocks} 
still left in the field and are work- 
ing two shifts to keep up with 
orders as closely as possible, both 
Allen and Sun point out that it) 
still takes a man to call on the| 
dealers and figure out his needs for 
him, write the order and get the 
order in the process of being filled. | 
And the manpower of the equip- 
ment maker in the field is of neces- | 
sity limited. 


* * * 


Prompt Orders Urged 


HEREFORE, it behooves every | 
dealer to figure out with his 
service manager just what his im- 
mediate needs will be and get his 
order placed for that equipment| 
as soon as possible. The equipment 
makers claim that they intend to} 
fill orders in the order in which| 
they are received at home office. | 
Those who dilly-dally about cov-| 
ering their needs may find them-| 
selves in the predicament of some 
dealers when General Motors! 
switched over. They lacked equip- 
ment to service their customers 
until five or six months after the| 
cars were in dealer hands. 
Affected dealers also ought to 
make arrangements for as many of | 
their top mechanics as possible to | 
take refresher courses on 12-volt| 
ignition service. There is no ques-| 
tion in the experts’ minds but that 
the imminent demand for schooling | 
is going to be more than the facili-| 
ties available. | 
It is going to be very important | 
for every dealer to have at least | 
one or two highly trained men on | 
12-volt if he hasn’t been servicing | 
that type of equipment before. 
With at least five million 12-volt| 
batteries due to be in service by | 
the end of this year and another) 
five million or more coming into| 
service during 1956, need for a 
12-volt battery charger can easily | 
be seen. | 
Many dealers who were switched | 
into 12-volt systems last year have 
also found the need for closer) 
checking of the tune-up man’s 
work. Even the conscientious work- | 
man who endeavors to do a perfect | 
job on every car that comes into} 
his stall is stumped many times by | 
some part failure that does not} 
show up as faulty in the standard | 
procedure. | 
Such things as cracked distributor 
caps can throw the entire system| 
for a loop and not only cause many} 
“come-backs” but lose customers | 


for the dealer. 
ok * * 


Double-Check Device 


TO CATCH these things that are 
not always obvious in the nor- 








Purolator to Back | 
NASCAR Races | 


As Promotion | 


RAHWAY, N. J. Purolator | 
Products, Inc., here, has teamed up| 
with the National Assn. for Stock | 
Car Auto Racing in a nationwide 
promotion. | 

The firm will become a sponsor | 
of late-model Grand National 
Championship races that are run 
under NASCAR supervision, and 
drivers and mechanics of Purola- 
tor-equipped cars in such races 
will compete for cash prizes put up 
by the company. 

According to Howard J. Hopkins, 
Purolator’s merchandising manager, 
individual Purolator dealers will be 
able to tie in with local races and 
jobbers and distributors will bene- 
fit from the extensive advertising 
and publicity programs planned. 








| jobs will require less than five. 


mal tune-up procedure, both Sun 
and Allen have come out with a 
new type of tester designed for fast 
“area testing” of major engine} 
components to determine not only 
if the tune-up man’s work has been 
done properly but if it has caught 
all of the things that were wrong 
in the car and which brought the 
customer in for a tune-up in the | 
first place. 


With these new area testers, a 
traihned man can completely check | 
out the engine performance of a 
job in less than 10 minutes. Most 


The use of these new units is 
claimed to accomplish the follow- 
ing: Cut “come-backs” on elec- 
trical service to a minimum, in- 
sure better workmanship by the 
mechanic seeking to slight his 
work so as to make more “take | 
home” earnings from his flat rate | 
work and assure more customer 
satisfaction with the tune-ups he 
gets in the dealer shops. 

Many Buick dealers have proven 





OUTSIDE... 
DAY IN, DAY OUT 


Deluxe Portable Dyna-Charger—The ideal auxiliary charger 
for use in the shop, emergency service calls, and used car lots. 


Fast charges, slow charges. 


Write For This Free Catalog . . . 
see the wide line of Battery Chargers, 
Motor Analyzers and Testers now 
available from Allen. There's a 
model for every service volume 


|of the 


| which is almost impossible to catch 
|}in the normal tune-up program. 


| greater degree of fuel firing under | 
| even adverse conditions, the experts | 


out the worth of this type of equip- | 
ment in their Tune-Care program. | 
Other factory service departments | 
are out in the field today with} 
similar programs based on the use| 
“performance tester” after) 
the initial tune-up work has been| 
done. It also is being used to find 
such things as reversed polarity— 


{ountain nosh “tae wi 


1929 FARMAN TRULY 


While 12-volt is much more effici- | 
ent, produces a hotter spark and a 


a!so admit that it is more sensitive | 
and needs more accurate and care-| 
ful maintenance to keep the vehicle 
in top operating condition than the, 
six-volt type. | 

But 12-volt had to come with | 





| ancreased compression ratios. It is| ‘Ceol’ Promotion for Hot Day— 


:. mark of advancement in engineer- | 
ing and as usual, the automotive 


engineers have stepped up to it in 
the normal course of power devel- | rush hours to promote Nash's all-season air conditioning. Robert Panky, dealership 


opment. ' sales manager, mops” his face as he wishes Crownover a a good run. 


Richard Crownover, salesman for Mountain Nash, Inc., Omaha, dressed up in a 
fur coat and ear muffs, drove this air-conditioned Rambler through the city during 








MASTER DYNA-CHARGER 
Tests—Fast Charges—Siow 
Charges. Finest moderate 
priced wheel-mounted 

charger made. 








Every service shop needs both of these 
Dyna-Chargers to get all their potential 
profit from servicing 6/12-volt batteries—in 
the shop and on service calls. 


The Master Dyna-Charger is wheel mounted 
for dependable service anywhere in the shop 
or service area—it is a low cost answer to 
your need for a charger that features easy 
operation and rugged reliability. The . 

De Luxe Portable model is just the thing 
for handling “overflow” work and it is a real 
money-maker for emergency service calls 
as it will start vehicles with dead batteries; 
it is indispensable on used car lots. 


Yes, you need 2 chargers for all-around 
battery service profits, and Allen offers you a 
wide selection of both wheel mounted and 
portable models. Call your Allen distributor 
for a demonstration today—and ask him 
about his Easy Payment Plan! 


ALLEN 


ELECTRIC and EQUIPMENT COMPANY - Kalamazoo, Michigan 


Uni-Tuners °* Syncrograph Distributor Testers ° Regulater-Generator Sérvicers 
Moter Analyzers * Spot Welders * Dyna-Chorgers * Unitron Slew Chergers 





and budget. 
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New Tools Give Lift to Revenue 


(Continued from Page 29) 
turn out a greater number of jobs 
per day. 


* * * 


Equal to Two Stalls 


XPERTS claim, for instance, 

that a twin post hoist in a stall 
is nearly equivalent to two stalls in 
time saving, as well as saving in 
the fatigue of the workman. Some 
experts recommend twin post lifts 
for every mechanic’s stall in the 
shop proper and at least one for 
every two stalls in the body shop. 


Of course, every franchised dealer 
will recognize that only he can pro- 
vide the mechanic with such items 
as twin post lifts and dynamom- 
eters. The dynamometer is getting 
to be a necessity in city shops as 
it saves tremendously in both 
mechanic and service manager time, 
normally taken to “ride” jobs to 


find the cause of the trouble or to! 


| properly. 

| There are other time saving 
tools which many dealers feel 
that the mechanic should provide 
and therefore do not provide 
themselves, although the dealer 
reaps the largest return from the 
investment. Many times the me- 
chanic either cannot afford these 
tools or won’t buy them because 
he can get along without them. 


Among these tools are impact 
| wrenches and the new modern igni- 
| tion testers. These new testers can 
be carried from job to job and will 
spot both the electrical circuit giv- 
ing the trouble and the faulty parts 
that the normal tuneup on the 


master set will not pick up. 
+ * * 


Freed from Routine Jobs 


ORE than one dealer has found 
that these handy impact 
wrenches will allow shops to dele- 
gate work, such as rotating tires, 








make sure the work has been done! to the porter or an apprentice, thus 


freeing a good mechanic from this 
type of work. 

One Philadelphia dealer found 
that it took a porter in his shop 
but 10 minutes to do a complete 
tire rotation job that normally took 
a mechanic 20 minutes without the 
power tool. 

This dealer found that the im- 
pact wrench not only speeded up 
the work and saved bruised fin- 
gers and barked knuckles but also 
resulted in better work — espe- 
cially in removing and replacing 
cylinder heads and oil pans. Of 
course, the mechanic had to 
torque the cylinder head nuts 
after they had been replaced with 
the power wrench, but that took 
but a fraction of the time that 
was wasted by the hand wrench 
method. 


One manufacturer of impact tools | 


claims that the use of this power 


wrench will save one hour and 20 


ANNOUNCING 


Greatly expanded coverage 


HYDRAULIC 
VALVE LIFTERS 


covers all major manufacturers . . . and almost every 
make and model American car. Only with ‘‘No-Lash” 
Lifters, distributed by AC, do you get replacement 
lifters for all three of the big three, and every one 


THIS IS BIG NEWS! 


The newly expanded “‘No-Lash” Valve Lifter line now 


of the independents! 


That means you can secure ALL your 
requirements from ONE source 


DISTRIBUTED BY AC SPARK PLUG DIVISION, FLINT, MICHIGAN 


— your AC supplier! 





MANUFACTURED BY DIESEL EQUIPMENT DIVISION 
GENERAL MOTORS CORPORATION 





|minutes in the job of grinding a 
|set of valves in an eight-cylinder 
|engine. At a flat rate of $3.50 per 


|a saving of $4.55 per job. 

As it takes about 6 hours and 50 
minutes to grind a set of valves in 
an eight-cylinder engine, the sav- 
ings made will allow the mechanic 
to do seven jobs of this nature in 
the time it normally took him to 
do six. He and the dealer will both 
make more money, and the work 
|Should be of much better quality 
|due to the lessened fatigue of the 
mechanic. 


show that on six-cylinder engines 
the money saving on a valve grind 
job ran from $2.10 per job to as 
high as $3.80, based on a $3.50 flat 


rate. 
Ea + * 


More Electrical Testers 


LECTRICAL test sets are a 
practical necessity in servicing 
| the modern car or truck. Of course 
| every dealer has at least one master 
engine analyzer which is used pri- 
|marily in the tune-up stall. 

But today many dealers are find- 
|ing that customer satisfaction in 
the service end calls for more fre- 





|hour, this one operation can show | 


Savings portrayed by this maker| 


| quent checking on engine perform- 
ance than just the customary 
routine tune-up procedure usually 
givén. 

| One plug not firing in a modern 
engine can and will reduce gasoline 
| mileage as much as 14 percent, it 
| is claimed. One plug not firing thus 
| also reduces car power and results 
|in a rough engine. 

Many times, even the order 
| writer can make the simple tests 
that will show if it is some minor 
fault such as a spark plug that 
is failing to fire under compres- 
sion. This would relieve the 
tune-up man from going through 
the complete tune-up routine. 


Test sets save shop time, create 
better customer satisfaction with 
the dealer’s service and “pinpoint” 
the work that is necessary to cor- 
rect the car troubles. 


With the entire industry going 
to the new sealed-beam headlights, 
it will pay dealers to equip their 
shops with the latest headlight- 
aiming machines. The new lamps 
take a different setting from the 
lamps that have been used up to 
now. If the lamps are not adjusted 
to the new settings, customers can 
cause considerable annoyance on 
the road, as well as create a danger- 
ous driving situation. 

Incidentally, too, as the whole 
industry has gone 12-volt, with but 
|one or two exceptions among the 
| truck makers, dealers must acquire 
at least a minimum of 12-volt test- 
ing equipment. This would include 
|}a timing light, a 12-volt battery 
| charger and at least a modification 
of the present engine analyzer. 

*~ cd x 


| Profit from Automatic Washes 


UTOMATIC car washers save a 

great deal of time and can pro- 
vide a great customer attraction 
service, at a profit to the dealer 
who merchandises them properly. 
| These automatic car washers have 
saved some dealers as much as 
$1,000 per month. 


Modern brake equipment also is 
a real mechanic time-saver that 
every dealer should offer his cus- 
| tomers today. The high percentage 
| of automatic transmissions and the 
|low efficiency of most auxiliary 
| braking systems (most of them are 
nothing more or less than a park- 
ing brake) behooves dealers to 
invite good profits by pushing brake 
inspection and work. 

Here is a service that should be 
just as routine an inspection as 
the oil in the engine and the 
water in the radiator, but many 
dealers consistently neglect brake 
inspections because they take 
time. 

Putting brake inspections on a 
routine mileage basis with the cus- 
tomer, however, has resulted in a 
profitable operation for most every 
dealer that has inaugurated it in 
his shop. A Pemberton (N. J.) 
dealer found, for instance, that a 
modern brake drum lathe paid for 
itself in less than six months. 

OK cd * 


Must Manage Servicing 


NASMUCH as front-end service, 

wheel alignment and balancing 
are high on the departmental serv- 
ices most sold in the average deal- 
ership, a modern wheel balancer 
and a frame contact hoist in the 
wheel alignment stall are not only 








time savers but also money makers 
for dealers with sufficient business, 
or business potential, to keep the 
equipment busy at least one-half 
of the time. 

Every dealer wants to be known 
as a successful dealer who takes 
care of his customers. The dealer 
who lives up to a sign that can 
be placed over his service en- 
trance, “The finest people in the 
world pass through this door — 
our customers,” must make man- 
aging his service department one 
of his duties regardless of how 
good a service manager he may 
have. 

Even the best service managers 
are so close to their “trees” they 
often cannot see the “woods.” If the 
dealer makes it a point to walk 
through his service department at 
least once a day, keeping his mind 
on trying to see his shop from the 
eyes of both the customer and the 
mechanics, there are few who 
could not find room for improve- 





ment. 

Dealers must keep in mind, too, 
that most 1946 machines in the 
service department are just as out- 
moded as a 1946 car in efficiency 
and speed. 






ee 
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Impactool 


CINCINNATI.—Two metalmen at 
Queen City Chevrolet Co. have 
increased their take-home pay $20 
a week and cut hand-tool time on 
several jobs 33 to 80 percent with 
Ingersoll-Rand Co.’s new Size 2U 
electric Impactool. 

They are among the first in their 
field to acquire the tool designed 
specifically to handle bolts and 
screws up to a quarter-inch in 
thread diameter, similar to those 
found in most sheet-metal and 
upholstery work. 

The metalmen estimate that the 
tool paid for itself in 2% months. 

Ingersoll-Rand announced the 
development of the Size 2U elec- 
tric Impactool early last year 
after recognizing that there were 
many smaller jobs for which its 
larger Size 5U Impactool was too 
powerful. The new tool weighs 
only five pounds. 

Queen City Chevrolet is the larg- 
est Chevrolet dealership in southern 
Ohio and is one of four Chevrolet 
franchises operated by the partner- 
ship of F. Zoniger and H. Bell. 

Queen City’s huge truck service 
center has facilities for handling 
all sizes of trucks, from small pick- 
ups to big 3%-ton GMC 650 diesels. 


Bernard Heringhaus and L. | 
Newbold, the two metalmen using | 


the new power tool, work side-by- 
side with five mechanics, a 
painter, two helpers and 15 other 
service employes. Both work on 
flat rate, splitting customer labor 
charges with the company on a 


55-45 basis. Queen City’s customer | 


labor charge is $3.75 an hour. 


Ten common jobs on which Her-| 
inghaus and Newbold regularly use| 


their new Impactools and on which 
they report significant time savings 


are the removal and replacement! 


Queen City Chevrolet Finds Wages Go Up 
As Repair Time Declines 





a Big Help 


flats, a universal joint and bits for 
driving clutch-head, Phillips-head | 
and slotted-head screws. 

He finds these bits particularly 
valuable in running the endless 
wrist-tiring screws often found in 
upholstery and interior trim on both 
passenger cars and light trucks. 

Replacing a radiator on either 
a car or a truck is a three-step 
operation, requiring the romoval 
of the hood latch, the wind- 
deflector panel and the radiator 

itself. Heringhaus and Newbold 
now can do this job in four min- 
utes, 60 percent faster than the 
former time of 10 minutes. 





In describing how he uses his 
power tool to install a new radiator, 
Heringhaus said that he merely 
puts an ice pick into one of the 
upper holes to line up all six holes 
and, despite the close quarters, is 
able to reach down with his power 
tool, equipped with a universal 
joint and run each bolt into position 


| 


of doors on cars and light trucks | 


radiators, grilles on cars and light 
trucks, front fenders. rear fenders 


interior panels on half-ton sedan | 
trucks, wind-deflector panels on} 


radiators. headlights and metal 
trim, garnish molding and uphol- 
stery. 

Separate items were made for| 
front and rear fenders and for} 
grilles on cars and trucks because} 
of the time differences involved in| 
the removal and replacement of 
each. 


On a rear-fender job, for example. | 
they estimate that it takes about | 
an hour and 15 minutes to get a 
new fender bolted in position on a| 
ear or truck with a hand wrench. 
A front-fender job. they say, takes 
two hours ordinarily. 

With the new power tool, they 
are able to cut these hand-wrench 
times to 25 minutes and an hour) 
and 35 minutes, respectively. 

The metalmen say the Impac- 
tool enables them to remove a 
car grille in five minutes instead 
of 10. On a half-tone panel truck, 
grille-removal time has been cut 
from 45 minutes to 30. 

Another job which Heringhaus 
and Newbold are able to complete 
in half the former hand-wrench 
time is removing and replacing a 
damaged door on a half-ton panel 
truck. 

Among the attachments Hering- 
haus has acquired for his new tool 
are six hexagonal sockets ranging 
from % to 11/16 inches across the 





150 Women Applicants 


Flood Auto Course 


BUFFALO. — A deluge of 150 
applications by women for en- 
rollment in the “Gas, Gaskets 
and Glamour” course offered by 
Dave Waite Pontiac, Inc., has 
caused the dealership to con- 
Sider arranging concurrent 
classes. 


“Our plans envisioned only 30 
to 35 women,” said David E. 
Waite, “but now we are discuss- 
ing the possibility of more than 
One course.” Elmer R. Schroeder, 
president of Alemite Co. of Buf- 
falo which is co-sponsoring the 
study, said the idea is to teach 
women more about the family 
car. 


| 
| 
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without trouble or loss of time. 
The last of the 10 jobs listed 
earlier is headlight replacement and 
removal. This now takes one min- 
ute instead of five, demonstrating 
another noteworthy screw-driving 
application of the new power tool. 
The metalmen have used the tool 
on bolts greater than the quarter- 
inch capacity for which it was 
designed. The manufacturer does 
not recommend overloading the tool 
but Heringhaus uses it successfully 
to run half-inch lugs on car wheels 


and to run the two half-inch cap|; 


screws which secure the radiator 
cradle brace on most Chevrolets. 
The new Impactool is one of 
the newest power tools to be 
offered the automotive, industrial, 
and repair fields in recent years. 
It can be used for drilling, ream- 


ing, tapping, driving and removing] : 


studs, drill masonry and wood bor- 


ing, and currently is helping to}: 


speed up auto bench and body jobs, 
metal fabricating jobs, machine 
assembly and repair, appliance as- 
sembly and repair and electrical 
installation and maintenance. 

Its record at Queen City Chevro- 
let is one of the first on-the-job 
accounts of its service in the auto- 
motive field. 






Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 



















































Grizzly Brake Clinic— 


A brake clinic, sponsored by the Grizzly manufacturing division, helped touch 
off the grand opening of Hydraulic Research Co.'s new building and servicing facil- 
ities in Chicago. Pictured are some of the 100 garage operators, service station 
managers and automotive wholesalers who attended the clinic conducted by Ed Cody, 
Grizzly western division manager. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
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McQUAY-NORRIS 
BEARING SERVICE 





















know! 


You can bank your profits on a job you do with CHROME- 
CONTROL LEAK-PROOF Piston Rings the very day it’s 
finished because the job won’t be back. They seat quick, they give 
quick customer satisfaction—and that adds up to quick profits. 


M:Quay-Norris Manufacturing Company, St. Louis 10, Mo. 


rings you 
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Service Clinic at Rasch Nash Motors— 
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Service Schools in Field 


‘Make’ and Open Sessions in Next Month Listed 
For Vehicle, Equipment Makers 

DETROIT.—Here is the schedule , 

of field service schools for the next | 


month—a regular feature of the) 
monthly Service Section of AvTo-| 


MOTIVE News: 


FOR “MAKE” SERVICEMEN 

CADILLAC — Brakes, Standard 
and Power: Dallas, Sept. 19-28; 
Denver, Sept. 26-28. Carburetion: 
Denver, Sept. 19-21; Los Angeles, 
Sept. 26-28; Omaha, Sept. 19-28. 
Engine Test and Tune-up: Cincin- 
nati, Sept. 19-29; Milwaukee, Sept. 
26-29. Hydra-Matic: Chicago, Sept. 
26-30; San Francisco, Sept. 26-30. 
Owner Relations: Boston, Sept. 19- 
28; Buffalo, Sept. 19-28; Chicago, 
Sept. 19-23; Milwaukee, Sept. 19-21; 
Portland, Sept. 19-30; Union, N. J., 


training of mechanics in their 
own place of business. 


GMC TRUCK & COACH — Hy- 


dra-Matic: Atlanta, Sept. 19-23; 


| Evendale, O., Sept. 26-30; Houston, 
|Oct. 3-14; Memphis, Sept. 19-30; 


Kirkwood, Mo., Oct. 10-21. Hydra- 
Matic Linkage: Atlanta, Sept. 26- 
30; Twin Hydra-Matic: Atlanta, 
Oct. 3-21; Shawnee, Kans., Sept. 19- 
23; Memphis, Oct. 3-14; Union, N. 


J., Sept. 19-Oct. 14; Tigard, Ore., | 


Sept. 19-23. Diesel: Dedham, Mass., 


Sept. 19-30; Evendale, O., Oct. 10-| 


21; Houston, Sept. 19-23; Shawnee, 


|'Kans., Sept. 26-Oct. 14; Omaha, 


Oct. 17-21; Tigard, Ore., Oct. 3-21. 
Carburetor and Tune-up: Charlotte, 
N. C., Sept. 19-Oct. 21; Standard 
Transmission: Evendale, O., Sept. 
19-23; Golden Valley, Minn., Oct. 


Conducting a service clinic at Rasch Nash Motors, Jackson, Tenn., are, from left, 
Herbert Wood, an engine-testing technician; Owen Jones, Rasch service manager, and 
R. M. Eddins, zone parts and service manager. Nash owners are invited to the nation- 
wide series of clinics, designed to improve customer relations and increase parts and 


service sales. 


Sept. 19-30. 





HERE’S THE TREND TO WATCH 


Today’s cars are beauties—and motorists are spending 
more and more money to keep them that way. Today 
mashed fenders and wreck jobs account for your biggest 
job tickets. And DeVilbiss products—Spray Booths, Air 
Compressors, Spray Guns and Hose will make these same 
jobs your profit leaders. 


CHRYSLER CORP. — Master 
technicians service conference. A 
kit consisting of material sup- 
plied dealers monthly for the 


Brakes: Memphis, Oct. 17-21. Car- 
buretor: Union, N. J., Oct. 17-21; 
Fairfax, Va., Sept. 26-Oct. 7. 

FORD-—Service courses on new- 
model cars and trucks, Sept. 19- 
Oct. 17. 
| HUDSON—Refresher courses at 
|the zone level on air conditioning 
| and ultramatic transmission. 
PLYMOUTH—Schools in dealer- 
| ships on selected subjects by dis- 
| trict field service engineers. Con- 
|}tact Plymouth regional service 
| manager. Master technician service 
| conference meetings in dealerships 
|on subject of air conditioning. 

STUDEBAKER - PACKARD— 
Refresher courses in V-8 engine, 
torsion suspension and Twin Ul- 
tramatic transmission. Contact 
zone part and service manager 
regarding meeting date. 

WHITE — Five-day courses be- 
ginning on Mondays and available 
| without cost. Courses are held every 
| week with a break every fourth 
| week, with an average group of 
| five men. Classes in engines and 
| transmissions, cooling systems, car- 





3-21. Power Steering: Sept. 26-30; | buretors, fuels, preventive mainte- 





YOUR CAR APPEARANCE SERVICE PROGRAM STARTS HERE 


See the two DeVilbiss Spray 
Booths above? They are part of this 
shop’s DeVilbiss-equipped paint de- 
partment, and play a major role in 
its profitable, planned “appearance 
service” program for customers. 


Leading refinishers throughout the 
country, like this one, find that 
appearance services account for 
one third or more of service de- 
partment volume. 





Air Compressors Hose and Connections 


Their two fully equipped DeVilbiss 
Spray Booths profitably handle 
from 10-15 complete paint jobs and 
touch-ups daily. Turn out factory- 
quality, customer-pleasing refinishes 
every time, too. 


Is there a thought here for you? 
Consider the fact that appearance 
service is becoming one of the prof- 
it leaders in the trade besides being 
a steady year-round service that’s 


Spray Guns Spray Booths 


here to stay, and you'll see why so 
many shops are expanding with 
DeVilbiss equipment. 


For complete data on DeVilbiss 
products — Spray Equipment, Air 
Compressors, Exhaust Systems and 
Hose, contact your local DeVilbiss 
distributor or Branch Office. They're 
always at your service. 


THE DEVILBISS COMPANY 
Toledo, Ohio 
Barrie, Ontario * London, England 
Santa Clara, Calif. 
Branch Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


DeViILBISS 





Fairfax, Va., Oct. 10-14; Kirkwood, 
Mo., Sept. 26-30; Detroit, Sept. 19-| fleet safety, along with a plant tour. 
23. Rear Axle: Detroit, Sept. 26-30; | Contact T. W. Lauer, general man- 
Golden Valley, Minn., Sept. 19-23.| ager, White Motor Co., Cleveland. 


|nance, shop equipment and tools, 


FOR ALL SERVICEMEN 


ALEMITE DIVISION, Stewart- 
Warner Corp., Chicago—Five - day 
school, Oct. 10-14, on lubrication for 
jobber servicemen. Contact Jack 
| Reinsma, general service manager. 


AMMCO TOOLS, INC., North 
Chicago, Ill.—Instruction on engine 
repair and brake service. No set 
school schedule but three to five- 
|day classes started whenever 
needed. No instruction charge. Con- 
tact Richard D. Stevenson at Amm- 
|co Tools, Inc., 2128 Commonwealth 
| Ave., North Chicago, IIl. 
| BEAR MFG. CO., Rock Island, 
| Ill.—A special jobber training class 
| beginning Sept. 19 for three days. 
| Courses will be given in alignment, 
| frame straightening, wheel balanc- 
|ing, safety service equipment and 
the comfort-ride program. 

BINKS MFG. CO., Chicago 12— 
Classes are held for a period of 
one week once a month. Anyone 

interested in spray painting and 
spray painting equipment may 
attend. Next class, Oct. 3-7 and 
| Nov. 7-11. No tuition. Contact W. 

Beachan, instructor. 

CARTER CARBURETOR CORP., 
St. Louis— Classes in carburetion 
starting each Monday for three- 
week duration. Instruction will be- 
gin on Sept. 19 and 26, Oct. 3, 10 
and 17. Contact nearest Carter dis- 
tributor. 

DE VILBISS CO. — Classes in 
spray painting for auto refinishers 
to start Sept. 26 and Oct. 24, In- 
structors will be George Stoddard 
and Irvin Thomas at these Monday 
through Friday classes. Enrollment 
free. Write De Vilbiss Co., Toledo. 

ELECTIC AUTO-LITE, Toledo— 
The next class in Toledo school is 
scheduled to start on Oct. 10 and 
will run through Oct. 28. 

SUN ELECTRIC CORP., Chi- 
cago 31.—Sept. 19, Course Unit No. 
3—Modern Tune -up Procedures — 

‘George Buhr (instructor); Sept. 
26, Unit No. 4—Service Merchan- 
dising—Al Cashel; Oct. 3, Unit No. 
1—Test Equipment Operation—-Tom 
Green; Oct. 10, Unit No. 2—Auto- 
motive Electricity — George Lane; 
Oct. 17, Unit No. 3—Modern Tune- 
up Procedures—George Buhr. Night 
classes covering Unit No. 1 only 
also will be held. 

THERMOID CO., Trenton, N. J. 
|—Instructions in brake service. No 
definite school schedule and no tui- 
tion expense. John McLaine, super- 
visor. 





Illinois Sets Standards 


For Regrooved Tires 


CHICAGO. — A new Illinois 
law prohibits the sale of any car 
tire in which a groove is “made 
by cutting, burning, or other 
means” to within 4/32 inch of 

| the cord. A truck tire may not be 
| regrooved within 7/32 inch of the 
cord. 

The law also provides that a 
regrooved tire may not be sold 
unless the words “regrooved tire” 
are branded on it in letters not 
less than one inch high. Penal- 
ties for violation may be as high 
as $500 or up to six months in 
jail. 
(ERA 
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Service Briefs 


CHICAGO. — To prepare auto- 
motive jobbers for a rising tide of 
unionization of employes, Motor 
and Equipment Wholesalers Assn. 
has prepared a “Resume of Union 
Contract Terms” for members. 

MEWA reports that its survey 
of several thousand wholesalers 
evoked an 84 percent response, in- 
dicating a desire for more infor- 
mation on union contracts. 

According to MEWA, more and 
more jobbers are being contacted 
by union representatives, with the 
most recent reports coming from 
Illinois, Iowa and New York. 

The resume, known as Manage- 


such topics as union security, dis- 
charges for cause, grievance pro- 
cedures, welfare funds, strikes, 
lockouts and management rights. 

The bulletin includes a _ cross- 
section on many ideas incorporated 
into contracts across the country. 

* * : 


Southwest Show 
To Be Cooled 


DALLAS.—The Southwest Auto- 
motive Show, to be held May 10-13, 
1956, will be the first to be com- 





pletely air-conditioned, according | 


to officials. 

Exhibit space applications will 
be mailed about Sept. 15 and it is 
expected that—due to discontinu- 
ation of the Automotive Service 


Industries Show—the turnout. of | 


manufacturers will be greater than 
in the past. 


* * 


Lange Elected 

NEW CASTLE, Ind.—H. A. 
Lange, advertising manager of De- 
Vilbiss Co., Toledo, has been elected 
to membership in the Automotive 
Advertisers Council, according to 


to Ad Council 


S. R. Robinson, council president | 


and advertising manager of Grey- 
Rock division of Raybestos-Man- 
hattan, Inc., Manheim, Pa. 

* * oe 


Raybestos Opens Outlet 
KANSAS CITY.—Raybestos divi- 


sion of Raybestos-Manhattan, Inc., | 


has opened a new warehouse at 1615 
Grand Ave., Kansas City, Mo., to 
service jobbers in Kansas and west- 
ern Missouri. 

* * * 
California Garage Owners 


Join National Group 


HUNTINGTON PARK, Calif. — 
The Independent Garage Owners of 
California, Inc., has affiliated with 
the Independent Garage Owners of 
America, Inc. 

The national association has 
reported that it has affiliates in 


over one-fourth of the states, plus| 


the backing of 14 state and regional 

associations. The California group 

was called the largest state garage 

owners’ organization in the nation. 
* * a 


Buxbaum Names 2 Qutlets 
CANTON, O.—Buxbaum Co. has 


announced the appointment of two} 
representatives. Joseph Greenman | 


& Son, Boston, will represent the 


firm in Connecticut, Massachusetts, | 


Vermont, New Hampshire and 
Maine, and Johnson Co., 
Utah, will cover Utah, Montana 
and parts of Idaho. 
ca ak a 
Pullman Vacuum Moves 


Into New Factory 


BOSTON.—Pullman Vacuum 
Cleaner Corp., recent purchaser of 
Electric Blower Co., has moved to 
a larger plant at 25 Buick St., 
Boston. 

In making the announcement, 
Pullman’s president, Stanley Berns, 
said, “Our extra capacity not only 
means still more efficient produc- 
tion, but also assures our customers 
of immediate, uninterrupted deliv- 
eries and service.” 

7 * ok 
Electric Assn. Names 


Merchandising Committee 


DETROIT.— The new members 
of the Automotive Electric Assn. 
merchandising committee have been 
announced by Vern A. Dupy, of 
United Motors Service, committee 
chairman. The new members are: 

Cc. W. Apley, Ballantine Auto 
Parts & Service, Chicago; K. F. 
Deck, Zenith Carburetor, Detroit; 


Ogden, | 





lin the Chicago territory, 





Clarence Foster, Electric Auto-Lite, 
Toledo; George Freeland, Holley 
Carburetor, Van Dyke, Mich.; F. R. 
Hilson, Battery and Starter Co., 
Buffalo; Duane Jones, United Mo- 


tors Service, Detroit; S. A. Orr, | 


United Motors Service, Detroit; 
Dave Riddle, F. A. Crossman, Inc., 
Syracuse, N. Y.; G. P. Robers, 
Weatherhead Co., Fort Wayne, 
Ind.; D. B. Seem, Electric Auto- 
Lite Co., Toledo, and G. Z. Spen- 
cer, Trico Products, Buffalo. 
* * ok 


United Chromium Warehouse 


Set Up in East Chicago 


ment Bulletin MB-43, discusses | 


CHICAGO. — To serve customers 
United 
Chromium division of Metal & 
Thermit Corp. has established 
warehousing facilities at 415 E. 151 
St., East Chicago, Ind., according 
to Henry Mahlstedt, divisional sales 
manager. 

The United Chromium Chicago 
sales office, now located at 208 S. 


LaSalle St., has also been moved to 
East Chicago where it and the 
| warehouse will be integrated with 
ithe Metal & Thermit facilities. Wil- 
lard Carter, sales manager of the 
Chicago office, will head up the 
United Chromium operation there. 
* * * 


Service Meeting 


‘Slated for Canada 


VANCOUVER, B. C. — J. E. Wil- 
helm, Chevrolet regional parts and 
| accessories merchandising man - 
ager, Oakland, Calif.. and Judson 
|D. Munsell jr. divisional sales 
manager, Kendall Refining Co., San 
| Diego, Calif., will head a list of 
| speakers at the annual convention 
of the Northwest Service & Parts 
| Managers’ Assn. here Oct. 27-29. 

The meeting will include mem- 
| ber clubs from Seattle, Everett and 
Yakima, Wash., Portland, Ore., and 
Vancouver, according to R. C. 
Draper, president of Vancouver 
Service & Parts Managers’ Club. 
| a * * 





Motor Parts Relocates 


DETROIT. — Motor Parts, Inc., 
has moved to new and larger quar- 
ters at 2601 Fifth St. 





Gets First Ride— 


The first passenger on the new Superior 
Bus purchased by the Platteville Trans- 
portation Service, Platteville, Wis., is 
Gene Enders, shown with his _ father, 
George Enders, of Weisse and Enders 
which owns and operates the service. 
The Platteville Transportation Service is a 
school bus and charter service. Delivery 
of this unit was made at the Lima, (O.) 
plant of Superior Coach Corp. 








coast to coast! It’s the fastest, most versatile tool a man can use! 
Cuts nut-running time to a fraction—handles an amazing range of 
turning jobs! A real muscle saver—just hold it—the Wrench does 
the work—delivers up to 2,000 sharp, powerful rotary blows a 
minute without twist or hammer shock. The greater the torque 


load the heavier 


conditions and cannot be stalled or burned out because of overload. 
Instantly reversible. 12’ square drive takes ¥%’’ to 11’ sockets. 
25-foot heavy-duty Neoprene sheathed cord. Many accessory tools 
available. Ask your Snap-on Man to show you—or write today for 
new 104-page Snap-on catalog! 





—and that’s a FACT—proved in shops large and small, 


the blows! 


SNAP-ON TOOLS CORPORATION 


8082-1. 28th Avenue, Kenosha, Wisconsin 


*Snap-on is the Trademark of Snap-on Tools Corporation. 


Motor runs continuously under all 
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California Law 
Unveils Insurance 


Deals to Buyers 


SACRAMENTO, Calif. An 
amendment to the state traffic code 
—which would require dealers and 
finance companies to inform a 
buyer or borrower when the insur- 
ance obtained does not include lia- 
bility coverage — went into effect 
last week. 

A record number of other amend- 
ments went into effect at the same 
time. Among them were legaliza- 
tion of left turns (after stopping) 
against stop signals when going 
from a one-way street into another 
one-way street; extension from five 
days to 10 the time that a motorist 
has to appear for a violation, and 
prohibiting the use of parking lights 
when the car is in motion, unless 
the headlamps also are on. 

Another new law, which will be 
effective Jan. 1, provides for sus- 
pension of registration and license 
plates of a vehicle involved in an 
accident unless the owner or driver 
deposits security or establishes 
exemption from security require- 
ments. 


Get your new catalog 
“U"—send for it today ? 
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e1ti DELMAR BLYD. - DELMAR 6111 -. ST- Louls 12, MO - 
May 25, 1955 


Mr. Roy Abernethy 

Vice-President, Nash Sales 

American Motors, Nash Motors Division 
14250 Plymouth Road 

Detroit, Michigan 
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Dear Mr. Abernethy: 


One day last week a friend of mine, who was thinking of taking a Nash 
Franchise, asked me what I thought of the new Dealer Volume Investment 
Fund, and my reply at that time was "Great! It’s quite a sales gimmick." 
After due reflection, I realized that I understated by several paragraphs 
the actual worth to a dealer of the Volume Investment Fund. 


a 





For ten years we have been rocking along as a Nash Dealer, having our ups 

and our downs as the general market behaved. This year when the Dealer 

Volume Investment fund was first announced, our first impression .was of 
pleasant surprise and an immediate feeling that it was a long step towards 
cementing better dealer-factory relations. After operating under this plan 
for several months, we are now well aware of the “snowballing possibilities." 
insofar as additional profit is concerned. It is our honest belief that the 
emergence of the Rambler as 4 full-sized, four-door automobile, coupled 
with an attractive basic discount schedule, and enhanced by the Volume 
Investment Fund will spark this Company to the highest earnings since the 

. passing of the lush immediate post-war years. 


& 








Each month this year has seen our monthly sales increase. Naturally, we 
realize that the selling season is a factor in this trend, but the 
percentage rise far surpasses anything we have experienced in the past 
seven years. Frankly, the first four months of 1955 show for us a 110 per 
cent increase in unit sales. It is 4 very nice feeling to contemplate solid 
black figures on your ledgers and at the same time reflect on the sizeable 
chunk of money reposing in the treasury of American Motors, ear-marked for 
Wright Motor Company come the fall of 1955. Of course, if a Nash Dealer 
will sit and reflect a few minutes on the many helps and PERSONAL ATTEN- 
TIONS given him by his zone and also various home office helps, he cannot 
find much excuse for not making money with a Nash franchise no matter 

what the size of his capital investment. 
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Yours very truly, 
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KINGSLEY O. WRIGHT — 








ST. LOUIS NASH DEALER 
TELLS WHY NASH IS THE 
HOTTEST FRANCHISE 

IN THE INDUSTRY! acm 


Mr. Wright’s unsolicited letter sums up several of the reasons why it “Pays To Sell Nash.” 
However, we’d like to spell out some of the other important factors that make a Nash franchise 
so valuable. 

First of all, the Nash dealer is in the fortunate position of selling a group of cars that cover 
97% of the new car market. The Nash dealer has models and prices to meet virtually every 
motorist’s need—and budget! 

Secondly, the Nash dealer is selling cars with proven superiority in every price bracket. 
No other cars can offer the distinctive features, the advanced styling, the durability and safety 
offered by Nash-built cars. 

Thirdly, the Nash dealer is offering cars with the highest resale value of all. Market figures 
prove the Rambler tops all cars—including the low price field—in maintaining resale value. 
More and more used car buyers appreciate the fact that the double-lifetime built into every 
Nash car pays dividends in service and economy! 

Finally, the Nash dealer has a sure-fire merchandising program for moving trade-ins at a 
profit. The exclusive Nash Bonded Used Car Program gives used car buyers priceless protection 
in their purchases. Backed by a $1,000,000 surety bond in the name of Nash Motors, Nash 
dealers can give each used car a sound guarantee—without undue risk to themselves. 

Yes, add up all the extra benefits Nash dealers enjoy, and you'll see why it pays to sell 
Nash. We'll be happy to explain more fully the advantages of a Nash franchise in confidence. 
Write today to Dealer Development Dept., Nash Motors Division, American Motors Corp., 
Detroit 32, Michigan. 


Get on the Mas. Bandwagon — 
ITS REALLY ROLLING 


AMERICAN MOTORG MEANS MORE FOR AMERICANS 





















Across the Nation... 





Loudon Motor Sales (Ford), Min- 
erva, O., has been appointed a Mer- 


cury dealership. 
ok * 


* 
Gay Buys Black L-M 
Black Lincoln-Mercury Co., Woos- 


#\ ter, O., has been purchased by Ber- 


by % 
ACS 
* “ « 


Studebaker Dealers Elect Officers— 


Les Schwimley, left, president of the Studebaker Dealers’ Advertising Assn., confers 
with Ansel J. Schloss, association secretary-treasurer, center, and Phil Begier, vice- 
president, following the activation of the association in the San Francisco zone. Simi- 
lar groups have been organized in all the company’s 17 sales zones to strengthen the 
dealers’ advertising affectiveness in their local areas. Two dealer representatives 
from each sales district will work with Benton and Bowles, Inc., in the formulation of 
advertising campaigns. 


With the increasing demand for Solex Heat-Absorb- 
ing Glass on the part of car owners all over the 
country, there is opened to you a valuable source 
of additional business. For this reason you should 
do everything possible to identify your service de- 
partment or auto glass replacement shop as “head- 
quarters” for green-tint Solex—the glass that cuts 
down on sun glare and heat, eliminates a lot of 
driving fatigue, makes motoring safer and more fun. 

One of the best ways for you to advertise the fact 
that you handle and install Solex is to make sure 
that you have these two signs prominently dis- 
played. You can order them from your Pittsburgh 
Safety Glass branch or distributor. Why not do it 
now? You'll find them, as have many other shops, 
one of the best investments in ringing up extra sales 
and profits. 

We'd like to remind you, too, that with Solex you 
have no stocking or inventory problems. With the 
many curved and wrap-around shapes of today, 
that’s certainly a valuable consideration. Backed by 
auto glass depots that carry all parts in stock, the 
efficient service on replacement parts near you as- 
sures the quick and efficient handling of your 
orders. 

For further information on Solex, we suggest 
you get in touch with your Pittsburgh branch or 
distributor, or write to Pittsburgh Plate Glass 
Company, Room 5338, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Pennsylvania. 


SOLEX Satety Glass... 
“we best glass under the sun!” 


PAINTS - GLASS - CHEMICALS - 


i ee ea ee Be a ee 







nard Gay, Cleveland. 


ok * * 


Menasco Buys Chesire 
William J. Menasco, Lakeport, 


ings, fixtures and has leased the 
buildings that housed the Pontiac 
dealership owned by P. L. Ches- 
ire in Yakima, Wash. Chesire 
has established a used-car busi- 
iness in Yakima. 

* ea *” 


Hedges Opens 2nd Deal 


John W. Hedges, president of 
Hedges Pontiac, Indianapolis, has 
announced that he has_ bought 


? dealership. 


Calif., has acquired the furnish- | 
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Auto Dealer Changes 


, Chieftain Pontiac and will operate 
\it as Arrow Pontiac at the same 
location in Indianapolis. 

* x * 


Hudson Names Rookstool 


Rookstool Motor Sales, formerly 
a used-car dealership in Elkhart, 
Ind., has been named a Hudson 


Buysse Dodge Opens 


Francis Buysse has opened 
|Buysse Motors (Dodge-Plymouth) 
| at Worthington, Minn. 


* * * 


15 Dealers Named to Handle 
English Ford Products 


| The Ford international division 
| has named 15 dealers to handle the 
English-built Ford. They are: 


Jamaica Packard, Inc., Jamaica, 
|N. Y¥.; Winter Motor Co., Sacra- 
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PITTSBURGH PLATE GLASS COMPANY 


green tint Solex 
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background. 


ground, Size: 11” x 12”. 


BRUSHES - PLASTICS - FIBER 


as ee tS 


This sign has been designed for installation at the entrance 
to your shop or service department. It is double-faced, en- 
ameled, and measures 24” x 18”. A supporting bracket is 
included. Lettering is bold white and yellow on a black 








This is an illuminated sign, intended for use on your counter, 
It is @ quick and ready reminder that your shop or service 
department sells and installs Solex Heat-Absorbing Glass. 
Its colors are white, yellow, and black on a green back- 


GLASS 


COMPANY 





IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


mento, Calif.; Sheppard Motors, 
Eugene, Ore.; Peter Satori of Calif., 
Inc., Pasadena, Calif.; Satori, Inc., 
Glendale, Calif.; British Car Sales 
of Seattle, Inc., Seattle; Motor Cars, 
Ltd., Portland, Ore.; Burien City 
Garage, Burien, Wash.; Southside 
Garage, Melbourne, Fla.; Schmidt 
Motor Sales, Winter Park, Fla.; J. 
E. Meyer, Stockton, Calif.; Bill’s 
Auto Sales, New York; Corbin Car 
Co., Albuquerque, N. M.; Jeffryes 
Motors, Phoenix, Ariz. and Light 
Car Motors, Los Angeles. 


Willys Signs Up 
7 New Dealers 


Willys has announced the ap- 
pointment of seven new dealerships 
across the nation. The firms, loca- 
tions and owners are: 

Jacksonville Jeep, Inc., Jackson- 
ville, Fla. Salvatore DeMartini; 
Lorbeer Motors, Neodesha, Kans., 
A. Lorbeer; Uptown Motors, Inc., 
New Orleans, W. K. Denison; 
Strong Equipment Co., Macon, Mo., 
Charles M. and Bennett F. Strong; 
Homestead Willys Jeep Sales & 
Service, Modello, Fla., Hubert D. 
Ford; Fulton White Truck Co., Ro- 
anoke, Va., George F. Fulton, presi- 
dent, and Nine Acre Farm Supply, 
Inc., South Acton, Mass., Samuel 
Katsett. 


ok * * 


Walsh, McGee Buy Deal 


Dampman - Schmitt (Dodge - 
Plymouth), Evanston, Ill, has 
been sold by A. S. Dampman and 
W. J. Schmitt to Arthur L. Walsh 
and Terrah W. McGee, who have 
formed Walsh-McGee Motors, 
Inc. Walsh formerly owned South 
Shore Packard, Chicago. 


7” * * 


West Bank to Dissolve 


West Bank Motors, Inc. (Stude- 
baker), Gretna, La., has filed notice 
of dissolution of its charter of in- 


corporation. e 
cg * * 


Studebaker Added 


Packard Youngstown Motor Co., 
Youngstown, O., has been named 
a Studebaker dealer. L. B. Brockett 
sr., head of the company, has been 
in the auto business 41 years. 

* * + 


Obiedzinski Adds Nash 


Stanley J. Obiedzinski, a Willys 
dealer in Grand Rapids, Mich., 
has received a Nash franchise. 
The firm will be known as Valley 
Nash Co. with Harry Seabaugh 
as sales manager. 

cs * ok 


Merriott Buys Chevrolet 


nental, O., has been sold to Paul 
Merriott. 


* * 


Skeeles Adds Mercury 


Skeeles Ford Sales, Wellington, 
|O., has been appointed a Mercury 


dealership. 
* * * 


| J-V Motors Takes Hudson 


J-V Motors, Dayton, O., owned 
by Vance Miller, has taken on 
the Hudson. The firm is Dayton’s 
only Hudson dealership. 

* * * 


Luckenbill to Move 


Howard J. Luckenbill, president 
of Luckenbill Motor Co., Inc. 
(Chrysler-Plymouth), Elmira, N. Y., 
has announced that his firm is 
planning to move into new quarters 
at McCann’s Blvd. and College Ave. 

* * ok 


O’Brien Motors Opens 


O’Brien Motors (Studebaker- 
Packard) has opened in Bethel, O. 
It will handle sales in Clermont and 


Brown Counties. 
m OK * 


Lanning Adds Mercury 


Lanning Motor Sales (Ford), 
Carey, O., has added a Mercury 
franchise. 

Ed # Ed 


Johnson Buys Ford Deal 


Monroe J. Johnson jr., Birming- 
ham, Ala., has purchased Prattville 
(Ala.) Ford Co. from Harry Yar- 
brough and Frank Lamar. The firm 
|is now called Prattville Motors. 

* . * 


Hamilton Twins Buy Deal 
Walter E. and Raymond R. 
Hamilton jr., twin brothers, have 
purchased the Wilder Motor Co. 
(DeSoto-Plymouth), West Mem- 
phis, Ark. The name of the new 
(Continued on Page 39, Col. 1) 
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a Buick dealership in another 
section of the city. 
cd * * 


Chrysler-Plymouth Deal 
|Sold in Los Angeles 


Lew Jabro, former factory offi- 
cial, has sold his Chrysler-Plym- 
outh dealership in Los Angeles. 

He is now general manager of 
Tom Davies ‘(Chrysler-Plymouth) 
in Santa Monica, Calif. 





dealer. Owners are Harold, Jim and 
Jerry Nelson. 
* 





* * 


Across the Nation .. . 


Metamora Gets Ford 
Metamora Service Garage, Meta- 


Auto Dealer Changes | 2%: Srtes 0% 
franchise. Fred Stutzman is the 


| owner. 
| * * * 


(Continued from Page 38) 


| Studebaker Replaces Hudson 





| 
oo is Hamilton Twins | parts, accessories, machinery and | Rieger Motors, Inc., Dayton, O., + * & 
otors. | Office furniture, and its building, | has relinquished its Hudson fran- : 
ee ae are for sale. chise and has signed with Stude- Ebert Holds Grand Opening 

Brodleib Motors Moves r * . * | baker. Ebert Motor Co. (Ford), held its 
Brodleib Motors, Inc. (Lincoln- | Motorking Gets Nash Sieh | roggh enon 4 nae a 
Mercury), formerly of Brookline,| Motorking Co. has been appointed | Satori Adds DKW Wentz — "purchased by Y. RB. 

| | ’ ” 


Ebert. 


Mass., has moved to larger quar-|a Nash dealer in Chicago. Peter Satori, foreign car dealer 
ters in Boston. The firm has opened | * - |in Glendale and Pasadena, Calif,., 
a — station and body shop | Ford Deal Adds Mercury | has been appointed West Coast dis- | 
and plans to build new showrooms. | Al Merkle Ford Sales, Willard, | tributor for the German car, DKW. | 


a 


* * * 


DiFranco Opens Doors 
DiFranco, Inc., is a new Dodge- 

















* ok a 
|O., has added the Mercury line. | ; 
Speakers Adds Hudson * * «& Bryant Opens Pontiac | “You better be nice to me— oan teed. team at 5836 Del- 
Speakers Packard Co., Chardon, Hively, Shawnee Picked John Bryant, former used - car | jam tn = "; be the wildest Ps eae a 
O., has been awarded a Hudson! pyowarg Hively, Inc., Cincinnati, | ™@"88er for Brokaw-Bauer, Los ~~ ee ee ‘ M Deal Spli 
franchise. lend Shawnee Mister ‘Giles, Senta Angeles, has opened a Pontiac deal- | Lincoln-Mercury Deal Split 
* * G. have been samed Gentess tur es ership in Covina, Calif. J Mitchell & Boyer, Inc., will open 
Hudson Signs Manhattan | new Continental. a }ypeen a (Lincoln-Mercury), St. | new showrooms at 1125 Harmon 
Manhatt Motors. In iinge- ¢ ¢ « | Mallory Sells Out L-M uis. The dealership will be re- | Place, Minneapolis, to handle the 
"ee hoe ee a . | mamed Bender Motor Co. and | Lincoln and Continental. Present 
ton, Pa., has been appointed a Hud- Nelsons Get Dual To Bender; Buys Buick | will continue to handle Lincoln | facilities at 1300 Hennepin Ave. 
cm foe, — Cresko heads the) Nejison Motor Co., Tulsa, Okla.) Kenneth G. Bender has an- | and Mercury, Bender said. will be used exclusively for Mercury 
e ec P- has been named a Dodge-Plymouth! nounced purchase of Mallory Morton L. Mallory has opened (Continued on Page 40, Col. 3) 


* * & 


McCann Heads Willys Deal 


C. L. McCann has opened a Willys 
dealership in Bellflower, Calif. 
* * * 


Glockner Buys Chevrolet 


Gerald A. Glockner, sales man- 
ager of Glockner Chevrolet Co., | 
Portsmouth, O., has purchased a| 
Chevrolet-Oldsmobile dealership in | 
New Lexington, O., and will oper- 


ate it as Jerry Glockner, Inc. 
* * * 











Chinn-Thomas Opens 


Chinn-Thomas Motor Co. (Stude- 
baker), Little Rock, Ark. has) 
opened. It is owned by Roy O. 
Chinn, who has been in the auto 
business about 27 years, 20 of them 
in Little Rock, and John C. Thomas 
sr. 

* ok 


Carrell Handles Studebaker 
Empire Motors has received a 
Studebaker franchise in Worland, 
Wyo. William Carrell is the 
owner. 
ok * * 


Schafer Takes Pontiac 


Schafer Motors, Inc., has been 
named a new Pontiac dealership at | 
Fargo, N. D. Maine Schafer is the | 


dealer. 


* * 


Trobec Opens Deal 
Trobec Buick-Pontiac is a new) 


dealership at Glenwood, Minn. John 


Trobec is the owner. 
a 


Fania oC REY 


i Partners Open Studebaker 
Joseph A. Grossman and John 
Kraiter have been named Stude- 
baker dealers in Dickinson, N. D. 
* * 


se 2 


* 


Paulson Takes Studebaker 
Paulson’s Direct Service has been 
» named a Studebaker dealership in | 
i Northfield, Minn. Peter R. Paulson | 
is the dealer. 
* x * 
Asplund Gets Studebaker | 
Asplund Garage is the new Stu-| 
debaker dealership at Minot, N. D. 

W. A. Asplund is the dealer. 
* ES *x 





Hunter Replaces Universal | 


Hunter Buick Co. has succeeded | 
Universal Motors as Buick’s fran- | 


chised dealer in Rock Hill, S. C. | “Finest advice can give my customers- 


Peters Acquire Pontiac 
Charles F. Peters and his son,| 
Douglas, formerly head of Douglas | “ 
Pontiac, have taken over Pontiac} Se on Ua er 4 e U er en 
Village, Boston. The firm will be | . 


known as Peters Pontiac Village. 
* * ok 


Studebaker Signs Cox 


Mel Cox Motor Sales has been | That’s the advice heard in thousands of There’s high profit in selling Quaker 
en » handle Studebaker in| showrooms where new cars are sold. State Super Blend, the SAE 10W-30 

— *-¢* * | Why? Because it’s good advice. And HD motor oil made especially for mod- 
Frank Builds Service Center | because new car dealers have a long-term ern high compression engines. It’s the 

Z. Frank (Chevrolet), Chicago, | interest in every car sold. Business de- motor oil that best serves a growing 
has begun construction work on | " 
a 65,000-square-foot service center | pends on the performance and trouble- market ... and this great all-weather 
as part of a $1 million expansion free operation of these cars. And on pure Pennsylvania oil has a great fu- 
program. . : . 

ee making a friend of every customer. ture. Get your share of it. 





Thompson Motor Folds 
E. B. Thompson Motor, Inc. 


( ys -Ply ‘ y ; | 
) ae tpl! age mgpil ich get hell QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


business. Its stock of new cars, | Member Pennsylvania Grade Crude Oil Association 
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Chevrolet Officials Meet with Dealers— 


Effective sales and distribution programs were discussed by company officials and 
the 85th Chevrolet national dealers planning committee during a recent meeting in 
Detroit. Elected by fellow dealers from all over the nation, committeemen, reading 
clockwise, are: W. A. Fordyce, Melbourne, Fla.; J. E. Bell, Leonardtown, Md.; C. J. 
Maxton, Butler, Ind.; Robert M. Smith, Smithtown Branch, N. Y.; Durward Watson, 
Athens, Ga.; Alvin B. Morgan, Lockport, N. Y.; Jerry DeNooyer, Kalamazoo, Mich.; 
R. W. Pierce, Pawtucket, R. I.; G. O. Fletcher, Cedar Rapids, la; C. C. Brewer, Man- 
hattan, Kans.; Ralph L. Bolen, Oklahoma City; Ed Hammer, Sheridan, Wyo.; Ted Lauck, 
West Band, Wis.; Don M. Hattan, Valley Center, Kans.; Andrew B. Reid, Abernathy, 
Tex., and Fred E. Gatter, Naches, Wash. 


Across the Nation ... 


Auto Dealer Changes 


(Continued from Page 39) 


sales and service, according to F.| 
W. Mitchell, president. 


* * * 


Kelley-Williams Expands 


Kelley-Williams (Ford), Kansas | 
City, Kans., has purchased 375 feet | 
of property on State Ave. for a re- | 
ported $100,000 and plans to erect 
a new sales and service building on | 
the site. | 


* * * 


Oliver Motors Organized 


Oliver Motors, Inc. (Oldsmobile- 
Cadillac), has been organized in| 
Sparta, Wis., by W. H. Oliver. The | 
franchise formerly was held by the | 
late Roy Nelson. 


* * * 


Mitchell to Build Showroom | 


Tom Mitchell Buick Co., Atlanta, 
will build a modern showroom on a | 
3%-acre site it has purchased for! 


$162,000, according to Tom Mitchell, 


| president. The building, covering 
| 35,000 square feet of floor space, 


will cost an estimated $200,000. 


x * * 


Titsworth, Denny Buy Deal 


Bob Titsworth and Charles 
Denny have purchased Hodges Mo- 
tor Co. (Dodge-Plymouth), Cooke- 
ville, Tenn., and changed the name 
to Titsworth-Denny Motor Co. 


* * * 


Buick Deal in New Home 


Turman- Pierce Buick Co. has 
held the grand opening of its new 
home in Poteau, Okla. Woodrow 
Turman and Bill Pierce are the 
owners. 

+ * 


Weckel, Kral Buy L-M Deal 


Howard F. Weckel jr. and Wil- 
liam J. Kral have purchased 


* 


You'll discover a big money-making difference—when you 
speed up service and step up customer-appeal with sensational new 
AROLUBE Hose Reels! Your choice of reels for chassis, gear, 


motor oil, air, water, automatic transmission 


. . . easily installed 


in any combination of units. Years ahead features . . . long-life 
dependability. See your automotive wholesaler. 


THE ARO EQUIPMENT CORPORATION, 
Aro Equipment of California, Los Angeles, Calif. 
Offices in All Principal Cities 


LUBE 


ARO 


PRODUCT: 


_- 


EQUIPMENT 


ALSO ... AIR TOOLS... AIRCRAFT 
S... GREASE FITTINGS 


a 


BRYAN AND CLEVELAND, OHIO 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 


PEALE, 


Kroeder Lincoln-Mercury Co., Elk- 
ardt, Ind., from Otto G. Kroeder. 
Weckel and Kral formerly were as- 
sociated with Calendar Motor Sales 
Co. (Linceln - Mercury), LaGrange 
Ill. 


* * * 


McQueen Takes Studebaker 


Grover C. McQueen, used - ca: 
dealer, has taken over the Stude 
baker franchise frem Senseney 
Motors in Denver. 

* + of 


Post Chevrolet Opens 


Post Chevrolet, Inc., has opened 
in Clark’s Summit, Pa. Jack R. 
Post is president of the dealership 
which was formerly H. F. Court- 
right Chevrolet, Inc. 

+ + call 


Carter-Shafer Combine 


George Carter and Jerry Shafer 
have opened a Chevrolet dealer- 
ship in Encinitas, Calif. 

* + ~ 


McGrath Buick Organized 


Joe McGrath Buick Co. has been 
organized in Ellensburg, Wash., by 
Joseph P. McGrath, Frances Mc- 
Grath and George Mattson. 

* * * 


Miller-Hahn Buys Mackie 


Miller-Hahn Motor Co. has pur- 
chased Mackie Motors in Wakima, 
Wash. and is operating as a dealer 
for DeSoto-Plymouth and GMC 


trucks. 


* * * 


Taylor, Houser Buy Deal 


Panning Motor Co. (Chevrolet), 
Ellingwood, Kans., has been sold 
by Alfred Panning to D. D. Taylor 
and H. B. Houser, of Taylor and 
Houser (Chevrolet), Great Bend, 


Kans. 


* * * 


Clay-Dutton Gets Continental 


Clay-Dutton, Inc. (Lincoln-Mer- 
cury), New Orleans, has been 
named a dealer for the Continental 
Mark II. 


* * * 


Nelson Motor Takes Dodge 


Nelson Motor Co. has been 
named a Dodge-Plymouth dealer 
in Tulsa, Okla. 

* J x 


Felton to Handle Continental 


Tom Felton, Inc. (Lincoln-Mer- 
cury), Beaumont, Tex., has been 
appointed dealer for the Continen- 
tal Mark II. The firm is headed by 
Tom Felton sr. 

+ * * 


Garwick Sells to Shilling 


John Shelling, Willoughby, O., 
has purchased James J. Garwick’s 
Chevrolet dealership in Auburn, O. 

* of * 


Hill Opens Nash Deal 


Newton C. Hill has opened Newt’s 
Nash Co. in Shawnee, Okla. 
x 4 oo 


* 


Broom Shifts to New Cars 


Daniel L. Broom, operator of 
three used-car lots, has opened 
Nash Hollywood in Hollywood, 
Calif. 

r K 


Dobles Buys Fitch Motors 


Dobles Chevrolet, Inc., is the 
| Successor to Fitch Motor Co., oper- 
|ated for 27 years in Manchester, 

N. H., by Leon Fitch. Arthur 
Dobles, of Great Neck, N. Y., heads 
the new firm. 

* x * 


| Albany Adds Continental 


| Albany Lincoln-Mercury Co. will 
handle the new Ford Contintental 
in Albany, Ga. J. G. Pritchett is 
| secretary-treasurer of the firm. 
* Of * 


| Tom King Takes Packard 


| Tom King has opened a Packard 
| dealership, bearing his name, in 
| Redondo Beach Calif. 
. = 


x 


Griffin Buys Credicott 


D. C. Credicott (Ford), North 
| Baltimore, O., has sold his dealer- 
| ship to Clifford Griffin. 


* * * 


| Edwards Chevrolet Organized 
Bob Edwards Chevrolet Co., Inc., 
Darlington, S. C., has been organ- 
ized with capital stock of $100,000. 
| J. R. Edwards is president. 
| ca x a 


The sale of Koerner Motors, 
(Lincoln-Mercury), Roches- 
| ter, N. Y., to Wayne Manage- 
ment Service, Long Beach, Calif., 
has been announced by Robert 
Montana, general sales manager. 


| Koerner Sells Dealership 


Ine. 


(Continued on Page 41, Col. 1) 











Across the Nation .. . 





Auto Dealer Changes 


(Continued from Page 40) 


The firm was owned by Harold 


E. Koerner. 
* * * 


St. Louis Nash Opens 
Burt’s Northside Nash, owned by 


* * * 


Langer Adds Packard 
Langer Bros., West View, Pa. | 


(Kaiser-Willys), has added a Pack- | jn G-H Motors (Dodge-Plymouth), 
ard franchise. The dealership is| Parsons, Kans., to his partner, 


owned by Francis, Regis and A. J. | 
Langer. 
* * * 


Hickox Gets Willys 


dealer for Willys. 


* * * 


Roper Opens in Union, S. C. 
John C. Roper III has opened 
Roper Auto Sales (Nash) in Union, 
S. C. Roper formerly was sales | 
manager for a Buick dealership. | 
* = *® 
| 


Briley Buys Out Griffith 


Max Griffith, of Griffith Dodge- | 
Plymouth, Omaha, has sold. his | 
firm to Forrest Briley, who owns | 
another Omaha dealership. 


| 
+ * * 

Foster Buys Chevrolet | 
George E. Foster, Parma, O., | 
has taken over Cooper Chevrolet | 
Co., Sandusky, O. 


* * * 


Work Opens Nash Deal 


Paul E. Work has opened Work | 
Motors (Nash) in Sandusky, O. Im- | 
provements in the present building 
are planned. 

* * * 
Conner Takes Chrysler 


Conner Car Co. (Chrysler-Plym- 
outh) has been opened by William 
Conner in Steubenville, O. He also 
owns Cove Car Co., Weirton, W.| 
Va. 


* * * | 


Chapman Studebaker Deal 


Bob Chapman, Inc., has been 
named a Studebaker dealership in 
Columbus, O. Chapman has been | 
in the automobile business for 28 
years. 

+ * 


* 
Gary (Ind.) Nash Opens 
Gary Nash Motors, Inc., has been 
opened at 236 Ridge Rd., Gary, Ind. 
Officers are C. D. Cohen, president; 


the first auto dealers to open 


| Boston. 


* * * 


Moser Adds Mercury 


Moser Motor Sales, Inc. (Ford), 
L. B. Reishinger, has opened in St.| has been named to handle Mercury 
Louis. | in Berne, Ind. 


* * * 


Hammell Buys Out Groff 
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| (N. Y.) Chevrolet dealer since Sep- 
| tember, 1940, has changed the name 
of his dealership from Foss Chev- 
rolet, Inc., to Foss Motors, Inc., 
| and is becoming a DeSoto-Plymouth 


| dealer. 
e-s * 
| 





Hamlin Buys Chevrolet Deal 


Jack Lane Chevrolet Co., Win- 
| field, Kans., has been purchased by 
|Ray Hamlin and renamed Ray 
|Hamlin Chevrolet - Oldsmobile Co. 
Hamlin and Lawrence Youell are 
|co-owners of Chevrolet dealership 
in Blackwell, Okla. 

cd + a 

Buffington Drops Pontiac 

Buffington Motors, Inglewood, 
Calif., Pontiac - Cadillac dealership 
since 1939, has dropped its Pontiac 


Fred Groff has sold his interest | franchise, according to W. I. Buf- 


Howard L. Hammett. 


* aa * 


Kientz Sells to Paul 


. Kientz Chevrolet Co., Concordia, 
Hickox Motors, Manchester, N. Kans., has been sold by Emil F. 


H., has been named a franchised Kientz to H. N. Paul of Salina, 


Kans. 
* * * 


Foss Switches to DeSoto 
Harold A. Foss, an East Aurora 


fington, owner. 
* * * 


Fleshman’s Nash Sold 


Fleshman’s, Inc. (Nash), Okla- 
homa City, has been sold by Dean 
Fleshman to Clarence Shepard 
and Bill Richardson, who will 
operate as Shepard - Richardson 
Nash. 


x * * 


DiFranco Buys Boyd-Giomi 
DiFranco, Ine. (Dodge - Plym- 


outh), 4232 Natural Bridge, St. 
Louis, has bought Boyd-Giomi Co. 
(Dodge-Plymouth), 5886 Delmar 
Blvd. DiFranco recently doubled 
its space at the Natural Bridge lo- 
cation and bought two nearby lots 
for storage of new and used cars. 
* * * 


Fernow Acquires Deal 


David Fernow, former Buffalo 
advertising executive, has acquired 
Weigel Motor Sales (Pontiac-Cadil- 
lac), Warren, Pa., from Ray J. and 
Fred A. Weigel. The firm will be 
known as Fernow Pontiac-Cadillac, 
Inc. 

+ + * 


Lutz Gets Ford 
Lutz Motors is a new Ford 


dealership at Clara City, Minn. 
Leonard Lutz is the dealer. 
* * * 


K. C. Motors Opens 


K. C. Motors, Inc., Kansas City, 
is a new Chrysler-Plymouth dealer. 
Keith Ware is president. 

+ + * 


Fitch Sells to Dobles 
Fitch Motor Co., (Chevrolet) 
Manchester, N. H., has sold out 
and the Chevrolet franchise has 
been taken over by Dobles Chev- 
rolet, Inc. Fitch said its stock 


emcee _ 41 
of about 70 used cars and trucks 
would be sold at auction. 

* + * 


Elmore Adds Mercury 


Keith Elmore Motors, Scott City, 
Kans. hag acquired a Mercury 
franchise. The firm will continue 
to sell and service Ford. 

+ * 


Brown Franchised 
Ray Brown Motors, Inc., man- 
aged by Ray Brown, is the Dodge- 
Plymouth dealer in Hayward, Calif. 
+ * + 


Gardner Olds Opens 

Gordon Gardner has opened 
Gardner Oldsmobile, Inc., in Balti- 
more. The firm is located at 801 
N. York Rd. Bob Quante is service 
manager and Larry Lewis sales 
manager. 

+ * 


Bolt Takes International 


Bolt Truck Co. has taken over 
the International Truck franchise 
in Yakima, Wash. from Hahn Mo- 
tor Co. E. M. Bolt is the owner. 

* a * 


Erie County Takes Chevrolet 

Erie County Motors, Erie, Pa., 
has been granted a Chevrolet fran- 
chise. The firm will also handle 
Willys commercial vehicles. 








Would a Big Profit Business Like This Interest You? 


a 


























TALK ABOUT PROFIT, it’s there 





with Bear! 


Norm Miller of Los Angeles 
Builds a Big Business Success with Bear 


“Norm” Miller is one of thousands of Bear operators, who prove 
beyond question that the more Bear equipment you have, the more 
money you make! Norm's present set-up is in one large pit with a 
Telaliner, three 3831-89's, one 195-84, two Bear Balancers, and a 
Drive-Over Alinement Tester to sell jobs and make the “final 
weight load” toe settings. Of course, he features the Bear Sign— 


it brings in business, because it's the best known, aed 
and it's nationally advertised in the 


BEAR 


SAFE SERVE and 


COMFORT RIDE EQUIPMENT 









**On-A-Car”’ Tire Truer . . . Now, a tire 






















**On-A-Car’’ Balancer. . a complete, self-con- 
tained unit with all the features you've wanted 
in an on-the-car balancer. Includes most dramatic 
way yet devised to demonstrate un-balance—the 
“Balance Prover.” The “‘Bear”’ is safer—you spin 
from side; simpler, both hands are free for making 
adjustments; more accurate, because of ‘‘Bear’s”’ 
new Centering Tool! 





Gertrude Cohen, vice-president, and 
Jerry P. Cohen, secretary-treasurer. 
cd * * 


Boyens Picks Nash 


H. F. Boyens has opened Boyens 
Nash Sales in Lowell, Ind. 


* * * 


Dickerson Bros. Take Nash 


Dickerson Bros. Garage, Paris, 
Tex., has received a Nash fran- 
chise. The firm, with a three-car 
showroom, is headed by Dennis 
R. and Odis G. Dickerson. 

* ok * 


Burbach Sign with Nash 


John Burbach jr., former Kaiser- 
Willys dealer, has opened a Nash 
dealership in Newberry, Mich. The 
firm is known as Burbach’s Nash 
Sales & Service 

* 


Telaliner . . . wheel alinement at its Finest! 
The newest way to sell and do alinement work. 
Scientifically checks and corrects mis-aline- 
ment by latest electro-magnetic method which 
is fast and easy. Sells more alinement jobs by 
exposing steering troubles right before cus- 
tomer’s eyes! 




















truer so fast and simple to operate, that 
anyone can learn to true tires accurately in 
minutes! Amazing new power take-off prin- 
ciple makes it possible to true any tire right 
on the car. Dramatic out-of-round test shows 
customer the need for truing. New “Bear” 
on-the-car Tire Truer does a complete job, 
all the way across the tread so as not to 
disturb the original arc of the tire. 




























**Bear”’ Safety Test Equipment (a) 
Wheel Alinement Tester has automatic drive- 
over wheel alinement gauge. (b) Headlight 
Tester features clearly-visible calibrated screen 
to show car-owner exact condition of head- 
lights. (c) Hydraulic Brake Tester is completely 


197-84 Super Frame & Alinement Service 
Everything you need for handling frame correction 
work and complete chassis alinement on cars and 
light trucks with greater ease and convenience. 
Gets the vehicle off the floor for quick, easier check- 
ing and correction. Has total capacity of 96,000 


Extra Heavy-Duty Service 9000-8300 
For fast, accurate frame and alinement work on 
heaviest trucks, buses, tractors and trailers. 
Handles 95% of all frame and axle straighten- 
ing without removing the body! Has power to 
spare with 60 tons of hydraulic pressure. 








* * 








Tomko Buick Incorporates 
Tomko Buick, Ironton, O., has 





been incorporated by J. F. and 
Helen Tomko and Dolores Geswein. 
Oe * * 


Ohio Deal Incorporated 


Davis Pontiac, Bucyrus, O., has 
been incorporated by Grant S. 
Richards, Richard L. Miller and 
Milton D. Bartholomew. 


* * + 


Swenson Handles Triumph 


Swenson Motors, Ogden, Utah, 
has been appointed by Cal Sales, 
Ine., to handle the Triumph TR2 
sports car. 





* * 


Levine Opens Chevrolet 
Merrill Levine has opened Mer- 
rill Chevrolet, Inc., at Natick, Mass. 
He formerly was general manager 
of Porter Chevrolet Co., Cambridge, 
Mass., and his father was one of 










pounds of hydraulic power! Adjustable runways. 





seconds! 


A FREE copy of the latest “Bear” Catalog is yours for the 
asking. It contains 46 pages of complete descriptions and 
illustrations on all ‘Bear’ Safety Service Equipment, including 
the 6 money-making services shown here. Bear Mfg. Co., 

Dept. A-14, Rock Island, Illinois. 


automatic—tests brakes Dy-Namically in 15 
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PARTS RACK—A heavy duty parts rack 
holds all kinds of standard parts, hard- 
ware, fittings and other such items. It has 
15 removable containers 6 inches long by 
8 wide by 6 high and four containers 10 
inches long by 20 wide by 6 high. Con- 
tainers are made of 16 gauge steel and 
each has a label holder for parts identi- 
fication. Service Parts Systems, Inc., 13380 
E. Nine Mile Rd., East Detroit, Mich. 





CIRCUIT TESTER—The Model TU-102 
circuit tester is designed for both 6 and 
12-volt auto electrical systems. A chart 
gives five years’ readings in accordance 
with manufacturer specifications. Wide 
range volt, ampere and ohm scales are 
provided and a single switch controls 
selection of desired meter scale. Motor- 
aide Corp., 2400 Emerald St., Philadelphia 
25, Pa. 





ACID NEUTRALIZER — Magna-Power oil 
drain plugs are made of a magnesium 
alloy combined with an Alnico magnet. The 
plug is said to neutralize engine acid 
while the magnet attracts and holds iron 
and steel filings in the car's oil system. 
Johns Mfg. Co., 670 Bound Brook Rd., 
Middlesex, N. J. 

cd 





DISTRIBUTOR POINT—A “ventilated” 
distributor point is being made which is 
said to prolong point life and step up 
engine performance. A tiny hole punched 
in the Wilco tungsten contact permits air 
to pass through during vibration of the 
distributor arm. The cooling effect is said 
to decrease peaking and pitting and give 
more even metal transfer. H. A. Wilson 
Co., Union, N. J. 

+ + * 


Lined Brake Shoe Catalog 
Available from Raybestos 


An easy-to-read brake shoe cata- 
log for dealers is available from 
the Raybestos division of Raybes- 
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tos - Manhattan, 
Conn. 

The catalog contains specifica- 
tion data on lined brake shoes for 
all U. S.-made cars and light 
trucks. Also included are details on 
the Raybestos shoe exchange pro- 
gram, as well as data on the Ray- 
bestos brake bleeder and fluid dis- 
penser, and service tool kit deals. 

* * * 


Inc., Bridgeport, 


TIRE REPAIR KiT—Tyre-X is a tubeless 
tire repair kit for fixing punctures from 
the outside of the tire without dismount- 
ing it. The hole is cleaned with a rasp 
supplied with the kit and a gun is used 
to fill the puncture with sealant. For punc- 
tures over Yg inch in size, a plug is in- 
serted after the sealant with an inserting 
rod. Tyre-X Sales Corp., 71-09 Austin St., 
Forest Hills, N. Y, 


oe 





INTAKE MANIFOLD — The Offenhauser 
Triple-Dual intake manifold is designed 
for the Chevrolet V-8 engine. Made of 
aluminum alloy, it provides triple intake 
for use in competition and dual for nor- 
mal driving. Polished aluminum valve cov- 
ers also are available. Offenhauser Equip- 
ment Corp., 5156 Alhambra Ave., Los 


Angeles 32, Calif. 
* * * 





SPARE WHEEL KiT—The Continental 
spare wheel kit is available for Fords and 
Chevrolets from 1949 through 1955 mod- 
els. The assemblies include solid tire cover 
face plate, finger-tip lock release lever 
and cadmium plated parts. The custom 
model (above) has the tire rim in stain- 
less steel rather than paint. Continental 
Industries, 3037 Riverside Dr., Los Angeles 
39, Calif. 





MIRROR DISPLAY—A metal body and 
fender mirror display, PM-8, has four 
mounted mirrors. Storage space for four 
boxed mirrors is provided in the back of 
the display. Supersite Corp., 300 Seymour 
Ave., Derby, Conn. 

















FUEL CONTROL-—-The Milesmaster fuel 
pressure regulator now features a remov- 
able glass bowl, a filter and a magnet to 
trap metal particles in the fuel line. The 
device controls the pressure at which 
gasoline enters an engine's carburetor 
and is said to give better gas economy 
and less engine wear. Milesmaster, Inc., 
6218 Clayton Ave., St. Lovis 10, Mo. 


* * * 





SELF - VULCANIZING PATCH — Chem- 
Patch is a chemically vulcanizing patch 
for repairing punctures or tears in natural 
or synthetic rubber products. It can be 
used for fixing tubeless tire punctures up 
to Y% inch in diameter and is said to be 
as permanent and safe as electric, steam 
or “match fuse" methods. Patch Rubber 
Co., 884 W. Waterloo Rd., Akron 9, O. 





OUTDOOR LIGHTS—The Guardian Se- 
ries ZOOO-RS and 6000-RS fixtures with 
Rapid Start lamps are said to give up to 
44 percent more light outdoors at normal 
temperatures than “slimlines’’ and even 
more as temperatures drop. The ballasts 
used are said to give rapid starting even 
at zero. Fixtures come in 4, 8, 12, 16, 20 
and 24-foot lengths in either four or six- 
lamp units. Guardian Light Co., 500 North 


Bivd., Oak Park, Ill. 
es « « 





AIR COMPRESSOR—The B & G motor 
driven compressor is a high capacity, pis- 
ton-type which is said to produce an oil- 
free air discharge. No oil is needed for 
cylinder wall lubrication. Two compressors, 
mounted on an air tank (above), is said to 
supply service shops with all the air pres- 
sure needed for hoists, greasing appara- 
tus, air hoses and other uses. Bell & Gos- 


sett Co., Morton Grove, Ill. 
* *x * 


Aluminum Foil Used to Make 


Variety of Nameplates 


Speedy-Cals are made of a layer 
of Reynolds aluminum foil, .003- 
inch thick, laminated to a bonding 
material. The anodized surface of 
the foil is printed in most colors 
with a size and shape to answer a 
variety of needs. 


The name-plates are immersed in 











NEW PRODUCTS 


clear water at room temperature 
for about a minute, dried between 
sheets of blotting paper, the cello- 
phane protective film stripped off 
the back and then applied to the 
desired location. A small roller is 
used to complete the bond. Desk 
NR, North Shore Nameplate, Inc., 


214-27 Northern Blvd., Bayside, N. Y. 
| * & * 





WALL SHELVES—A wall unit with eight 
basic parts can be assembled quickly with- 
out bolts, nuts, screws or tools, it is 
claimed. Three wrought iron uprights sup- 
port five finished shelves. The unit is 6 
feet long, 5 feet high, and the shelves 
decrease in depth from 24 inches at the 
bottom to 12 inches at the top. Great 
Lakes Store Fixture Co., 2401 W. Ohio 


St., Chicago 12, Ill. 
* * oS 





TOOL DISPLAY — The Select-A-Tool re- 
volving display occupies 4% square feet 
of floor space and exhibits 130 hand 
tools. Made of metal, it has an enamel 
finish of two-tone blue and white. Stock 
numbers and price locations are printed 
on the display. Owatonna Tool Co., 314 
N. Cedar St., Owatonna, Minn. 

* ok 


HEATER HOSE—The L-20 curved heater 
hose kit supplies 20 curved hoses for re- 
placement on 12 makes of cars. Included 
in the kit are installation instructions, 
specifications and metal connectors. Gates 
Rubber Co., 1001 S. Broadway, Denver, 
Colo. 


: The Cages sompanl 
“ee on 2508 a 
Prosaie. asehd 


WHEEL SEALER—Wheel Seel is a liquid 
plastic that is said to seal seam and rivet 
leaks quickly in wheels on which tubeless 
tires are mounted. Esquire Co., P. O. Box 
2586, Phoenix, Ariz. 

















ICE MELTER—MELT, ice and snow melt- 
ing chemical pellets is being offered in 
two large-size containers — 300 and 500 
pounds. It is said to have 30 times the 
thawing capacity of salt and does not 
leave a residue or harm vegetation or 
pavement. A_ rust-inhibitor interspersed 
with the pellets protects metal, it is 
claimed. Chem Industrial Co., Brooklyn, O. 
lyn, O. 





TUBING PACKAGE — Octagonal boxes 
are being used to package copper tub- 
ing. Made of heavy paper boxboard, the 
containers are said to offer greater ship- 
ping safety and can be either stacked or 
shelved. They hold either 25 or 50 foot 
lengths of tubing. National Copper & 
Smelting Co., 1862 E. 123rd St., Cleve- 


land 6, O. 
* * * 





HOSE CLAMP — A hose clamp that is 
fixed into place with ordinary pincers 
has been marketed. The clamp is round 
with U-shaped folds or lugs which are 
crimped into place when pressure is 
applied to the parallel sides of the lugs. 
Twenty sizes are available from '%,-inch 
1. D. to 25-inch |. D. Circle Clamp Corp., 
39 Broadway, New York 6, N. Y. 

ES oh 





STEEL WOOL PACKAGE—The 904 stee! 


wool sleeve package measures 151 by 
5 by 2% inches for compact shipping. 
The perforated sleeve can be broken in 
half for sale as two eight-pad packages 
The wool comes in grades 0000, 00, 0, |, 
2, and 3. Permacel Tape Corp., New Bruns 
wick, N. J. 
* 


Used-Car Signs Offered 


To Dealers by Varner 

C. D. Varner, Sharpes, Fila., is 
manufacturing used-car price signs 
which he developed as used-car 
sales manager for a large Buick 


(Continued on Page 43, Col, 1) 
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(Continued from Page 42) 


dealership and is offering them 


to dealers. 

They are constructed, Varner 
said, of tempered masonite, one- 
eighth inch thick and 8 by 16 
inches in size. He said they will 
aid sales by attracting attention 
day and night. Each sign sells for 
75 cents delivered and includes five 
cards which outline terms and may 
be stuck inside the windshield for 
easy reading by prospects. 

* * * 





SPRAY GUN — Model 15 spray gun is 
light weight and uses an overhead trig- 
ger. The air line connection at the back 
of the gun, is said to give better balance 
and freedom from hose entanglement. A 
four-ounce glass siphon cup is supplied, 
but eight and 16-ounce cups are avail- 
able. Various finishes or colors can be 
stored in these glass jars by using a tight 
lid. Binks Mfg. Co., 3120 Carroll Ave., 


Chicago 12, Ill. 
* * 





DOOR PANEL MATERIAL—A three-color 
door upholstery material comes in 50-yard 
rolls, 32 inches wide. Jason Beauti-Door is 
offered in combinations of white and 
black with metallic blue, metallic green 
or flash red. The three colors are electron- | 
ically welded together in one piece, which 
eliminates sewing or the use of chrome 
stripping. Jason Corp., 1040 Grand St., | 
Hoboken, N. J. 





BRAKE LININGS — CoMaxX brake lining | 
sets are cam ground to original equipment 
specifications of Studebaker, Ford, Olds- 
mobile and International trucks, it is 
claimed. Cam grinding is said to result in 
a heavier lining on the secondary shoe 
and in some cases on both shoes. Wagner 
Electric Corp., 6400 Plymouth Ave., St. 
Lovis 14, Mo. 

‘es * 


Napco Issues Booklet 
On Chevrolet Powr-Pak 


Publication of a new four-page 
brochure which describes the Napco 
4-wheel drive for Chevrolet trucks 
has been announced. 


It describes such features of the 





Powr-Pak as its interchangeability 


from one truck to another; ease of 
handling; installation without dam- 
age or distortion to the truck 
frame; economy and immediate 
availability of replacement parts 
through Chevrolet dealers. Requests 
for copies should be sent to Napco 
Products Division, 834 N. Seventh 
St., Minneapolis 11, Minn. 


Dry Lubricant Won’t Soil 


Dry-Lube is a powder lubricant 
that will not soil hands or clothes, 
according to the manufacturer. It 
comes in a squeeze bottle, or in 
cans or drums in several sizes. 
Reardon Products, 2109 S. Adams 
St., Peoria, Ill. 


* * * 


Oil Pump Repair Kits Offered 
For Chrysler-Made ‘6’ Engines 


Rotor repair kits for Chrysler 
products’ oil pumps are available 





to automotive jobbers. The kits are 
for Chrysler-made cars from 1934 

through 1955, six-cylinder models. 
Shafts and gaskets are also of- 
fered with the kits. The same firm 
has oil pump kits for 1955 Ford 
V-8s and for Ford tractors, 1953-54. 

Wohlert Corp., Lansing 5, Mich. 

* x * 
SE A ON ORR AR SR ME 
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HOSE DISPLAY—A display rack comes 
with all assortments of Volt machine- 
molded flexible radiator hoses. The rack 
is said to give greater coverage, more 
convenience and more capacity than ear- 
lier models. W. J. Voit Rubber Corp., 
Danville, Ill. oe 


Whitewall Dressing Can 
Royal White Tire Dressing is be- 





ing packaged in a new can with the 
“King Royal” design which shows 
the product in use. The dressing, 
containing titanium pigment, is 
used to change black sidewalls into 
white or to redress aged, faded 
whitewalls. Richman Chemical 
Products, Inc., 2632 W. Nineteenth 
St., Chicago, Ill. 
* 


* * 
Twin Master Sprayer 


Offered on Mobile Mount 


The Master Twin Speedy Sprayer 
is now offered on a mobile mount- 
ing with eight-inch semi-pneumatic 
tires, handle and tricycle standard. 
The No. 544 sprayer operates on 
the diaphragm principle and is said 
never to need oiling. 

It delivers four cubic feet of air 
per minute at 40 pounds pressure. 
Powered by a half-horsepower mo- 
tor, it has an automatic adjustable 
relief valve and pressure gauge as 
safety features. W. R. Brown Corp., 
2701 N. Normandy Ave., Chicago 
35, Ill. 


es * & 


Bags of Plastic Film Used 


By Seat Cover Maker 


Bags made of polyethlene film 
are being used by Friedman Mfg. 
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Co., Kansas City, to package a 
terry cloth cover that can be used 
on auto seats, as well as at the - 
beach or over furniture seats. 

The plastic film is specially 
treated so that a sales message can 
be printed on it. The film, Vis- 


queen C, is made by Visking Corp., 


Terre Haute, Ind. 
* * 


plastics division, 
ad 





TORCH KIT — The Bernz-O-Matic is a 
propane-fueled torch kit built around 
a disposable fuel cylinder. Included are a 
pencil flame burner unit, utility burner 
head, a flame spreader and a soldering 
tip. Replacement cylinders are available. 
Otto Bernz Co., Inc., Rochester, N. Y. 





orton 





...WITH THESE bh. BIG ADVANTAGES 


1. Uniform, constant cleaning 
action regardless of engine operation. 
Wiper stalling eliminated at times of engine 
acceleration. Minimizes jumping or chatter- 
ing across tacky windshield. Choice of two 


speeds. 


Provides ample power 


PoweEr-SwEEP motor has ample power insur- 
ing dependable cleaning action for removal 
of snow and sleet under extreme conditions. 





GENERAL 
MOTORS 


3. 


POWER-SWEEP 


Parks automatically 
is the electric windshield 


wiper that automatically returns the blades to 
the horizontal position when it is turned off. 


Provides overload protection 


A built-in, automatic reset, overload protec- 
tion against the condition of blades frozen 
to the windshield, prevents damage to motor 


in stalled condition. 


DELCO APPLIANCE DIVISION 
GENERAL MOTORS CORPORATION 
Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, seat actuators and window lifts. 
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Toll Roads, Bridges 
Progress Steadily 


NEW developments in the field, 


of financing and constructing 
toll highways and bridges have 
been reported from state capitals. 

They include the following: 

Delaware: A committee of bond 
counsel, investment bankers and 
consulting engineers will study 
and recommend to the new Dela- 
ware Highway Division plans for 
proceeding with the financing and 
construction of a $120 million 
network of expressways in the 
vicinity of the Delaware Memo- 
rial Bridge. 

The expressways would be con- 
sidered “approaches” to the bridge 
and would be financed through 
revenue bonds paid off from 
increased bridge tolls. 

Indications are that the express- 
way construction will be done in 
stages over a period of eight or 10 
years, with an annual expenditure 





of about $15 million a year. The 
bonds would be sold only as needed. 
* a * 
— Completion of the exten- 
sion of the Maine Turnpike, 
from Portland to Augusta, may be 
delayed until after Nov. 1 because 
of recent cement shortages. The 
target date for completion originally 
had been Oct. 1. 
New Hampshire: The Man- 
chester-Nashua section of the 
Central New Hampshire Turnpike 
was formally opened Aug. 20. 
NortH Carouina: Gov. Luther H. 
Hodges assured a New Hanover 
delegation that money would be 
found for an engineering survey 
of a proposed new bridge over the 
Cape Fear River at Wilmington. 
He made no commitments, however, 
as to the estimated $12 million it 
would take to construct the bridge, 
approaches and connecting roads. 
Onto: Gov. Frank Lausche re- 





LYON 


METAL PRODUCTS, INC. 
General Offices: 

990 Monroe Avenue 
Avrora, Illinois 

Factories: 

Aurora, Illinois 


York, Pennsylvania 


|eently decided to route Ohio’s 


projected Cincinnati-Conneaut toll 
highway through _ southeastern 
Cuyahoga County “to insure its 
financial feasibility.” 

Chairman J. W. Shocknessy of 
the Ohio Turnpike Commission sub- 
sequently predicted that engineer- 
ing studies on the 410-mile turnpike 
would be completed by Nov. 1 and 
vehicles would be using the facility 
by 1959. 

Shocknessy said negotiations for 
financing the pike are expected to 
start in January, with plans and 
specifications to be completed by 
the end of 1956 and construction 
contracts awarded early in 1957. 

= + + 

ENNSYLVANIA: State Turn- 

pike Commission announced it 
would be economically unfeasible 
at this time to construct the main 
stem of the projected northwestern 
extension of its toll highway sys- 
tem. 

At the same time, however, the 
commission said it is “presently 
feasible” to construct the top 
portion of the T-shaped spur 
from the Ohio to the New York 
State lines near Erie. 

In another development, the Del- 
aware River Port Authority sub- 

mitted a formal application to the 
Pennsylvania Legislature for per- 


mission to substitute a new high-| 
level, seven- -lane toll bridge for the 
present “inadequate” Tacony- 
Palmyra Bridge across the Dela- 
ware River from Northeast 
Philadelphia to New Jersey. 

The proposed new span, of canti- 
levet construction, would cost from 
$45 million to $53 million, depending 
on the site. 

* * x 

a State Turnpike Authority 

turned down a request by Texas 
Turnpike Co. for official recognition 
of the private company’s asserted 
preferential right to finance and 
construct a private toll highway 
from the Dallas-Fort Worth area 
to Houston. 

Claud Gilmer, attorney for the 
private company, told the state 
authority that such acknowledg- 
ment as to construction rights 
was needed by the private group 
to assure bond buyers that the 
state does not propose to take 
over the project. 

It was conceded the state agency’s 
refusal to grant such assurances 
dampened prospects of the private 
company to sell approximately 
$140 million in bonds to finance the 
projected pike. 

Virainta: Being awaited is the 
marketing of a $69 million revenue 
bond issue by the Richmond- 





Petersburg Turnpike Authority for 
| the financing of a 34.8-mile Virginia 
toll highway between Richmond 
and Petersburg. 

The amount being sought was 
$1.5 million above earlier estimates 
because of changes in final plans. 

* * * 


Wisconsin Votes 
Fee on Suspended 


* . . 
Driving Permits 

MADISON, Wis. — Careless or 
unworthy drivers who lose their 
driving licenses because of traffic 
violations henceforth will pay for 
the right to apply for reinstate- 
ment or for occupational driving 
permits. 

With the spoken purpose of as- 
sessing a larger part of the cost of 
driver law enforcement upon them, 
the Wisconsin Legislature has im- 
posed a $10 application fee for per- 
sons whose licenses are suspended 
and want reinstatement. 

Persons whose driving privileges 
have been revoked, as for drunk 
driving, also will be required to 
pay a $10 fee for the privilege of 
asking a court for an occupational 
driving permit, restricted to driving 
for the purpose of earning a live- 
lihood. 

With license suspension increas- 
ing, the fees are expected to pro- 
duce as much as $60,000 a year for 
the state treasury, according to 
estimates of the Motor Vehicle 
Department. License suspensions 
for the first six months of 1955 
numbered 1,631, compared to 1,712 
| for all of last year. 


Safety Patrol 


Seat Belts Sees Police 


By Pa. Dealers 


NEWTON SQUARE, Pa. — One 
police patrol car each in Marble 
and Newton townships has been 
equipped with safety seat belts by 
Silsby & Videon (Chrysler-Plym- 
outh) as a public service. 

The dealers, Harry Silsby and 
Frank Videon, said, “Sure, we're 
interested in selling automobiles; 
that’s our business. But we’re also 
interested in traffic safety and the 
welfare of these police officers. 
After all, many of them are our 
friends and neighbors, and some of 
them are customers of ours.” 

The donation also produced a 
| full- -page picture story in the local 
| paper, the County Leader. 

* * 


Self-Driving Cars 
‘Seen by Expert 


A system of electronically con- 
| trolled highways, similar to present 
air lanes, is forecast by K. R. Pat- 
rick, president of Canadian Avia- 
tion Electronics. 

Patrick visualized the system for 
|major highways “in the not too 
| distant future” following a report 
| that Carl Rashid, Detroit engineer, 
|had devised a radar system for 
| stopping automobiles automatically. 

Radar warning or stopping de- 
|vices could be more of a danger 
than a help if used outside a con- 








| trolled highway system, he stated. 


More likely, Patrick said, are 
electronic guide devices installed 
on multi-lane highways which 
would guide a car to its destina- 
tion through instruments present 


| within the vehicle before starting 


FOR AUTOMOBILE DEALERS 


® From original, space-saving floor plan to actual placing of parts 
—your Lyon Automotive Distributor is prepared and qualified to 


do the entire job. 


He will make a complete floor plan utilizing your space to the 
best possible advantage—dismantle and refinish present units—erect 
and install present and new equipment—label all bins—place iden- 
tifiable parts in proper sequence throughout the entire system. 

You save space, time and money by having this work done by 


qualified experts. Your Lyon Automotive Distributor is familiar 


with every car manufacturer’s requirements. 


out. 


Full Steam! 
Auto Pioneer, Now 93, 


Keeps Busy 


GILFORD, N. H. — (UTPS) — 
George Eli Whitney, 93, who de- 
signed and built the first steam- 
powered automobile in the United 
States, has been busy on the 95th 
steam assembly boat job of his 
career at Goodhue’s Boat Yard 
here. 

Whitney, 
port, Conn., 


who lives in Bridge- 
is the oldest living 


|alumnus of the Massachusetts In- 


| stitute of Technology, having grad- 


Write tor catalog and name of your nearest Lyon Distributor 


A PARTIAL LIST OF LYON STANDARD PRODUCTS 


uated in 1881. 

He developed a_two-cylinder 
steam engine for automobiles in 
1896, two years prior to the advent 
of the Stanley Steamer. He sold his 
patent rights to a New York firm, 
which constructed a $4 million fac- 


|tory in Bridgeport and manufac- 
| tured the Locomobile. The inventor 
;remained with the company as 


(Continued on Page 45, Col. 1) 
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chief engineer until 1902. Full 

changeover to gasoline was made 

by Locomobile the following year. 
* * * 


Slow Down and Live 


Thousands of free luminous 
stickers warning drivers — 
“Don’t be a speed bug... slow 
down and live’—have been dis- 
tributed in Utah by service station 
members of the Utah Assn. of Pe- 
troleum Dealers in a campaign to 
cut Utah’s traffic fatality toll. 

* * 






Salt Cuts Costs 
On Earth Roads, 


Reports Institute 


Salt is becoming a means of 
checking rising construction and 
maintenance costs of farm-to-mar- 
ket roads and unimproved urban 
streets, according to the Salt Insti- 
tute at Chicago. 

The institute said use of salt to 
stabilize gravel, clay or other un-| 
treated earthen roads is on the in- | 
crease. It said economy is the prin- 
cipal advantage. 

The institute reported that ‘salt 
bonds loose material that normally 
is lost by wheel throw-out and de- 
terioration effects such as blow- 
away, erosion and frost heave. The 
report added that “salt stabiliza-| 
tion” costs approximately $400 per | 
mile per 20-foot width. Salt com- | 
panies recommend one and a half 
tons per mile per inch of compacted 
depth on a 20-foot width of road. 


Thruway Called 
‘One of Safest’ 


As the New York State Thruway 
completed its first year of opera- 
tion, the State Thruway Authority 
reported the superhighway’s fa- 
tality rate at 2.78 per 100 million 
miles of travel and said this made 
it “one of the world’s safest roads.” 

The number of vehicle trips was 
placed at 8,700,000 and the number 
of miles logged on the highway at 
522 million. Toll receipts for the 
year were estimated at $7,050,000. 

The initial stretch of the thru- 
way, a 115-mile section between 
Rochester and Utica, was opened 
to traffic June 24, 1954. At the end 
of its first year, the expressway 
was open for 395 continuous miles, 
from Buffalo to Hillburn. 

7 * * 






Connecticut Governor 


Urges Safety Program 


Connecticut’s Gov. Abraham Rib- 
icoff, following a conference with 
state officials, has called for a gen- 
eral tightening of traffic law en- 
forcement. 

Among the recommendations 
were a uniform “no fix” ticket; 
“turnouts” on parkways to give 
drivers more opportunity to rest 
and getting new drivers to take a 
pledge to obey traffic laws. 

cad x * 


Canadians Elect Archambault 


Camille Archambault, director of 
Canadian Trucking Assns. and pub- 
lic relations director of Trucking 
Assn. of Quebec, has been elected | 
a vice-chairman of the Canadian 
Highway Safety Conference. 

* * e 


Fingerprint Setup Asked 


By Maryland Delegate 


Edgar P. Silver, a delegate to) 
Maryland’s Legislative Council, has | 
recommended that all or at least 
some of the state’s motorists be 
fingerprinted. He said the proposal 
was aimed at a “flood” of fraud or 
misrepresentation cases in traffic 
courts. 

Frank Small jr., motor vehicles 
commissioner, has said that a fin-| 
gerprint system would be too cum- | 
bersome for practical purposes. 


Privately Financed Toll Road | 
Under Study in Idaho 


The Lewis-Clark Turnpike Assn. | 


has signed an agreement with Wil- 
bur Smith Associates, New Haven, 
Conn., which is expected to result | 


in a privately financed toll road 
across Idaho. 

The engineering firm will survey 
possible routes for the road, which 
would run from Lewiston to the 


Montana state line. 
+ as e 


17,000 Pedestrians 


The State Highway Department 
of South Carolina reported that 
more than 17,000 drivers lost their 
licenses during the 1954-55 fiscal 
year. Some 58.3 percent were for 
driving under the influence of in- 
toxicants. 

* * om 


Chicago Dealers Join 


TV Series on Safety 

The Chicago Automotive Trades 
Assn. has joined with WGN-TV 
and other groups to sponsor a series 
of safe driving features on tele- 
vision. 

Jim Lounsbury, emcee of “Band- 
stand Matinee,” will show safe 





- 








driving practices and proper car- 
handling techniques. A magnetic 
driving board also will be used. 

* 


* 7 
Northwestern U. to Train 


3 Police Administrators 


The Traffic Institute’ of North- 
western University, Evanston, II. 


has announced that 31 men will | - 


attend the 1955-56 traffic police 
administration training program 
during the academic year begin- 
ning this fall. 

This will be the 13th presenta- 
tion of this comprehensive training 
in traffic police administration, de- 
signed particularly for executives 
and administrative personnel of 
police departments. It includes 
more than 1,200 hours of classroom 
study and discussion, work proj- 
ects and field study trips. 

* + 


Driver Training a ‘Must’ 


Dr. Harvey M. Rice, president of 
State Teachers College, Buffalo, 
told 35 western New York driver 
education teachers that the courses 
they conduct are of such proven 
value they should be required study 
for every student even if some other 
subject has to be dropped from 
the curriculum. 





“I’m lettin’ them fight it out— 
I can’t lose.” 





Kansas Safety Parley Eyes 
State Speed Law Issue 


The Kansas Highway Safety 
Conference, to be held Oct. 10 in 
Topeka, will take up the contro- 
versial subject of state highway 
speed limits. The Kansas Legisla- 
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ture earlier this year overwhelm- 
ingly rejected a proposal ‘to set 
such statutory limits. 
Other topics to be discussed in- 
clude: Motor scooter regulations; 
required mechanical inspections of 
vehicles; financial responsibility 
for accidents; restrictions for driv- 
ers with heart disease; reexamina- 
tion of aged drivers and compul- 
sory driver training in public 


schools. 
* + . 


Highway & Safety Notes 
More than half a million dollars 
in new road and bridge construc- 
tion has been approved in the State 
of Washington. Largest single proj- 
ect will be a $227 million Tacoma- 
Seattle-Everett toll road. 


* * s 


Eighteen auto dealers in Mar- 
shall County, Ind, prepared a 
safety booth for the annual Home 
Show held in Plymouth, Ind. 


Al Long, Detroit Ford dealer, has 
set up a free driver-training course. 
The sessions are held Monday eve- 
nings and are conducted by Vincent 
8S. Olshove, a retired Detroit police 
sergeant. 


Why do automobile advertisers run more 
new car linage in the Chicago Daily News? 


Because the Daily News home coverage reaches 


Mt the BUYING readers in the Chicago area. 









Here’s the score on new car advertising in 


for the first six months of 1955: 


DAILY NEWS... . 
Daily Tribune... . 
Daily American. . . 
Daily Sun-Times. . . 


CHICAGO 


New York 


Detroit 


Chicago’s 


Surveys show that the Daily News 


covers 55% of the purchasing power 
of households in the Chicago area with 


able-to-buy incomes . .. more than 





any other Chicago Newspaper! 


—— a a 








Chicago daily newspapers 


572,808 lines 
. 482,943" lines 
386,248 lines 
299,790 lines 


*Zone Linage Included 
Source: Media Records, Inc. 


Atlanta Los Angeles 


DAILY NEWS 


HOME Newspaper 


San Francisco 
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First Dutch Jeep Enlists in Army— 


A contract signing ceremony at the end of the production line of Nederlandse K-F 
Fabrieken N.V., Rotterdam, marks the Dutch Army's acceptance of the first Willys 
military Jeep to be assembled abroad. Built from parts supplied from the Willys Toledo 
plant, the No. 1 Dutch Army Jeep is part of a 4,000 vehicle order to be completed 
in 1956. Signing the acceptance papers are Maj. Gen. J. H. L. Bos of the Dutch Army, 
left, and J. D. vanHengel, manager of the Willys-affiliated plant in Rotterdam. The 
plant also produces civilian vehicles. 


Auto Personnel 


Harold D. Cunningham, division 
superintendent of warehousing and 
shipping at Goodyear Tire & Rub- 
ber Co., Akron, has been promoted 
to the newly created post of gen- 
eral traffic manager. He is suc- 
ceeded by Lewis C. Harless, division 
foreman. Harless, in turn, is re- 
placed by Joseph W. Donnelly. 

* 


Reo Appoints Blaugh 


In Chicago Branch 
Walter Blaugh, former execu- 
tive with Axle Equipment Co., 
hag been appointed Chicago 
branch manager of Reo Motors. 
* * + 


Oakite Names Mullarkey, 


Blasingame and Price 


Oakite Products, Inc., has an- 
nounced appointment of three new 
technical service representatives: 

John A. Price has been assigned 
to serve accounts in the food in- 
dustry in the west Chicago area. 


John C. Mullarkey has been as-/|t 
signed to the Phoenix, Ariz., terri- | 





tory. Charles L. Blasingame is now 
servicing Oakite accounts in Day- 
ton, O. 

+ * * 
Irvington Division Appoints 
Apgar to Head New Section 


John W. Apgar, formerly assist- 
ant to the general manager of the 
coating division, has been named 
manager of the new special prod- 
ucts section of Irvington division of 
Minnesota Mining & Mfg. Co., Irv- 
ington, N. J. r 

The new section will handle the 
development and sales of all non- 
| electrical products to the automo- 


trial fields. 


+ * 


GM Changes Comptrollers 
At Three Assembly Plants 


Changes in three plant comp- 
trollerships have been announced 
by the Buick - Oldsmobile - Pontiac 
assembly division of General Mo- 





ors. 
C. W. Rickard, formerly assistant 


INSTALL REBUILT ENGINES 


Here’s How Leading Rebuilders Like 
MARTYN MOTORS, Morrisville, Penna. 
Make Rebuilts Pay-Off For You! 


eoMARTYN MOTORS, and Other 
Quality-Conscious Rebuilders, 
Use MUSKEGON PISTON RINGS 


tive, aviation and general indus- | 





Your customers get a better deal in a rebuilt in- 
stallation . . . more power, performance and 
trouble-free driving. But, you are the big winner 
in installing rebuilts. The new-engine warranty 
furnished by quality rebuilders like Martyn 
Motors helps assure your profit and labor time. 
Rebuilt engines contain up to 200 new parts, in- 
spected to original equipment standards. Assem- 
bly and machining are done by experts on factory- 
type precision production lines. The tough work 
is done for you . . . your Class A mechanics are 
free to handle other service jobs. 

Rebuilt engines can be ordered from stock .. . 
quick delivery and installation are clinching sales 
features. And, a rebuilt installation takes only one 
day ...far less than required for a good over- 
haul... engine volume and profit are multiplied. 
You'll get a bonus profit from selling accompany- 
ing mark-up items like spark plugs, carburetors, 
coils, etc., when you install a rebuilt engine. Re- 
powering a car with a rebuilt engine doesn’t re- 
quire added installation equipment, either. 

Like other production engine rebuilders, Martyn 
Motors uses precision methods and machines to 
insure uniform quality in every rebuilt engine. 
Specialized technicians provide maximum skill at 
every point of re-manufacture and assembly. 


Qince 192). The engine builders’ source ! 


They know that a good rebuilt must have new 
parts as good as original equipment. That’s why 
rebuilders choose Muskegon .. . first choice of the 
majority of leading engine builders. 

Production rebuilders appreciate the high quality 
and convenience of Muskegon’s exclusive “Uni- 
tized” oil control ring. The three segments of a 
“Unitized” ring are bonded together with a special 
adhesive. The adhesive dissolves during the first 
engine run . . . leaving the segments free to sep- 
arate and form perfect contact with the cylinder 
wall. This is one reason why Muskegon Piston 
Rings provide longer life, better oil control and 
greater efficiency. 

Ask your distributor about his rebuilt engine 
proposition . . . or write us for the names of the 
leading engine rebuilders serving your area. 
Muskegon Piston Ring Co., 


Muskegon, Michigan 


Patent No. 2,140,710 


DETROIT OFFICE: 
521 New Center Bidg. 
Telephone Trinity 2-2113 








resident comptroller of the Kansa3; 
City plant, has been named resi- 
dent comptroller of the Framing- 
ham (Mass.) plant, succeeding W. 
J. Smith, who has been appointed 
resident comptroller of the Atlanta 
plant. R. A. Bywaters, formerly 
resident comptroller at Atlanta, 
has been appointed to the same 
post at Linden (N. J.) plant, suc- 
ceeding H. C. Anderson, who has 
been transferred to the GM central 


office. 
* * * 


Plymouth Ups Carbaugh 


Glenn F. Carbaugh has been 
appointed regional service man- 
ager for Plymouth in the Port- 
land, Ore., area. He formerly was 
field service engineer. 

+ * + 


International Transfers 


Truck District Managers 


Barr Crawford, district manager 
at Pittsburgh for the motor truck 
division of International Harvester 
Co., has moved to St. Louis in the 
same capacity, replacing C. A, Sam- 
uelson, who has retired. 

Other district manager changes 
sent H. A. Herman from Fort 
Wayne, Ind., to Pittsburgh; M. J. 
Gowen from Richmond, Va., to Fort 
|Wayne, and M. T. Sprague from 
Portland, Ore., to Oakland, Calif. 
Sprague replaces Roy A. Legge, 
who has retired. 

G. 8S. Stewart and R. W. Maxwell, 
formerly assistant managers, have 
been named district managers at 
Portland and Richmond, respec- 
tively. 





* * 


Bandy Joins TAA 


| Darrell Bandy has been appointed 
|to the newly created post of mem- 
| bership vice-president, the Trans- 
| portation Assn. of America, Chi- 
|cago. He formerly was savings 
bond division director of the state 
of Minnesota’s treasury depart- 
ment. 


Westinghouse Expand 


Its Executive Group 


Westinghouse Electric Corp. has 
announced expansion of its execu- 
tive group, including the filling of 
the position of board chairman 
which has been vacant since 1951. 

Gwilym A, Price, president since 
|1946, was elected chairman and 
| president; Mark W. Cresap jr., is 
executive vice-president and deputy 
chief executive officer; Latham E. 
Osborne, is vice-chairman of the 
board; John K. Hodnette, is vice- 
president and general manager, and 
A. C. Monteith replaces Hodnette 
as vice-president in charge of the 
apparatus products divisions. 

* * * 


Ruisinger Replaces Toussaint 


In Omaha District Office 


R. P. Ruisinger has been ap- 
pointed assistant manager of Ford’s 
Omaha district sales office, succeed- 
ing C. V. Toussaint, who is joining 
the central regional sales office in 
Kansas City. 

Ruisinger will assist C. H. Wei- 
gand, district manager, in the over- 
all operation of the office, which 
covers Nebraska and parts of Iowa 
and South Dakota. 

* +” 


* 


Mathieson Names Marvel 


| Appointment of David T, Marvel, 
|a@ vice-president of Olin Mathieson 
Chemical Corp., as saleg yice-presi- 
dent of the metals division, has 
been announced. Maryel said that 
|E. W. Sherman, metalg sales man- 
ager, has been named sales man- 
|ager for brass produets and H. F. 
Devens is sales manager for roll 
| bond products. 
oo 


Fulghum, Felton Appointed 
|Branch Managers by Wagner 


The automotive division of 
Wagner Electric Corp., St. Louis, 
has announced the appointments 
of Roland A. Fulghum ag man- 
ager of its San Francisco branch 
office, and John N. Felton as 
manager of its Omaha office. 

Fulghum, formerly head of the 
| Omaha office, succeeds G. W. Hill, 
who has been named supervisor 
of Wagner’s 23 automotive branch 
offices. 

+ * 


I-H Appoints Yonkers, Keck 


Assistant District Managers 
International Harvester Co., Chi- 
cago, has announced the appoint- 
ment of two new assistant man- 
(Continued on Page 47, Col. 1) 
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agers for its Fort Wayne (Ind.) 
and Milwaukee truck district. 

Harold Yonkers, formerly branch 
manager at Indianapolis, has been 
named to the Fort Wayne post, and 
Homer C. Keck, manager of the 
Archer Ave. (Chicago) branch, has 
been assigned to Milwaukee. 

oe * * 


Bankey, Tabbert Appointed 
To New AP Parts Posts 


James H. Bankey has been pro- 
moted to the newly created post 
of assistant to the general plants 
manager of AP Parts Corp., To- 
ledo. 

Richard W. Tabbert has taken 
over Bankey’s position as product 
design engineer for AP’s complete 
line of exhaust systems for cars, 
farm tractors and trucks. 

+ + am 


DeSoto Ups Heldt, Hagen 


In Los Angeles District 


Marvin Heldt has been named 
city sales manager, and Alvin 
Hagen has been appointed regional 
merchandising manager for DeSoto 
in the Los Angeles area. 

Heldt formerly was district man- 
ager, and Hagen served as district 
manager in both the San Joaquin 
and Pasadena (Calif.) districts. 


* * * 


Plymouth Promotes Pflug 


Raymond L. Pflug, service en- 
gineer for Plymouth in the Den- 


ver region, has been promoted to | 


Denver regional service manager. 
Pflug has been 
Corp.’s central service division 
since 1947. 


* * 


Ford Names Seltz, Anderson 


Managers of Glass Plants 


Leroy O. Seltz has been appointed 
manager of Ford’s new glass plant 
to be constructed at Nashville, and 
William P. Anderson has been 
named to succeed him as manager 
of the company’s glass and paper 
plant at Dearborn. 

Manufacturing operations at both 
glass plants will be under the su- 
pervision of L. W. Roth, who pres- 
ently is technical assistant to A. R. 
Wardrop, general manager of Dear- 
born general manufacturing divi- 
sion. 


* 


* 
Warner Co. Appoints Enwald 
Midwest Regional Manager 


Vernon D. Enwald has been 
named midwest regional manager 
for the Warner Electric Brake & 
Clutch Co., Beloit, Wis. 

Enwald, who joined the Beloit 
firm in 1953, formerly served as 
West Coast regional manager. In 
his new post he will supervise sales 
and service for the firm’s automo- 
tive and industrial divisions in the 
midwest area. 


*® * 


* = 
Prest-O-Lite’s Paul 


Retires After 35 Years 


E. C. Paul, who has represented 
Prest-O-Lite Battery Co. in the 
northeastern U. S. for 35 years, 


has retired. He joined the com- | 


pany in 1920 as a field service 
engineer. 


Appointment of two district | 
representatives for Prest-O-Lite | 


also was announced. They are 
J. S. Trickett jr., Kansas City 
district, and George E. Patter- 
son, Dallas district. 


Minnesota Rubber Promotes 


Wells to Sales Manager 
Richard G. Wells, former district 


* 


with Chrysler | 


nearly 25 years with the associa- 


tion. 
+ * 


All-State Names Poulson 


John H. Poulson, Ogunquit, Me., 
has been named regional manager 
for All-State Welding Alloys Co., 
|Inc., for the New England states 
and eastern New York. 

* * * 


Ford Shifts Kendall 


John B. Kendall has been named 
manager of Ford’s new Chicago 
stamping plant. Formerly manager 
of Ford’s Buffalo stamping plant, 
he is succeeded in that post by F. 
J. Bushroe. 


* * 


Sovereign Plan, Chicago, 


| Names Fleischer to Post 


| Edward Fleischer, advertising 
| and sales promotion manager of 
|Richmond (Va.) Motor Co. since 


* 








Nokoro 


| UNDERCAR SEALER 


dent of The Sovereign Plan, Inc., 
Chicago advertising agency. 

Fleischer also has directed sales 
and advertising for Richmond Mo- 
tor’s two affiliates, Automotive Re- 
builders, Inc., and Tenbro Finance 
Corp. 


* * * 


ATA Appoints Liebschutz 
Assistant to Chairman 


Henry Liebschutz, Washington | 


advertising executive and public re- 
lations consultant, has been ap- 


pointed assistant to the chairman | 


of the American Trucking Assns. 
Foundation Inc. 


Liebschutz will work under the | 


direction of Walter W. Belson, ex- 
ecutive secretary of the foundation. 
Belson also is assistant to the pres- 
ident and director of public rela- 
tions of ATA. 


* * * 


Reed Leaves MEW A, 


For Auto Electric Assn. 


J. Howard Reed, formerly with 
the Motor and Equipment Whole- 


salers Assn., has been named man- | 


agement counsel for the Automo- 
tive Electric Assn. it has been 
announced by G. Z. Spencer, 
president. 


| AND SILENCER 


| 


¥Y Sprays on Quicker 
vy Saves Time, 


| 
| 
| 
| 


| 50% More Undercoating 


| 


| Jobs from 


Check these facts, and you’ll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode ... 


Dries faster 
Lasts longer 


| 


easier 


Is sprayed on thinner (4e”) 


Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 


Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
| and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


Trouble, Money!” 


Every Drum 


This 1912 model, called the 
“Sextoauto,” featured six wheels. 





executive secretary, in develop- 
|ment and coordination of manage- 
|ment and merchandising activities 
j}and services of the association, 
|Spencer said. 
* 


* x 


Hyster Appoints Pack 
Ernest G. Swigert, president, 
Hyster Co., has announced appoint- 
| ment of Anthony A. Pack as assist- 
ant to the president on special 
staff assignments. Pack for the 





1947, has been named vice-presi- | Reed will assist S. W. Potter, | last 15 years was with Vickers Inc., 
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hydraulic equipment manufacturer, 
in executive administrative and 
engineering capacities. Prior to’ 
that he was with Genera] Motors 
Corp. as a project engineer. 

* * * 


Timken Promotes Hughes 


In Sales Department 


E. H. Hughes, sales order depart- 
ment manager of Timken Roller 
Bearing Co., has been named assist- 
ant to the sales director. P. J. 
Reeves, sales director said Hughes’ 
new duties would include the estab- 
lishment of a new sales planning 
department. 

Hughes started with Timken in 
1938 in the accounting and treasury 
division and successively was pro- 
moted to stock transfer clerk, 
systems supervisor and sales order 
department manager. 

* * + 


GMAC Names Managers 


Of Three New Branches 


General Motors Acceptance Corp., 
New York, has announced the 
opening of three new purchase 
branches. The managers and lo- 
cation of the branches are: 

E. A. Zimmer, Bowling Green, 
Ky.; C. A. Gardiner, Detroit, and 
W. J. Quill, Lowell, Mass. 





















manager for Minnesota Rubber and | 
Gasket Co. in the New York trade | 
area, has been named sales man-| 
ager of the Minneapolis firm. 

Wells will supervise the activities 
of all Minnesota Rubber sales en- 
gineers in this country. The firm 
presently maintains regional of- 
fices in 14 major U. S. cities. 

x * * 


Wright Succeeds Moore 


Theon Wright, vice-president of 
H. A. Bruno and Associates, Inc., 
New York, has been appointed 
managing director of the Gasoline 
Pump Manufacturers Assn., New 
York, succeeding G. Denny Moore, 
who will retire this year after 











Lion Oil Company 
Dept. AN-I 

El Dorado, Arkansas 

Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 


«LION OIL COMPANY 
EL DORADO, ARKANSAS 
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. '50 SL Deluxe 4-dr., $340°. Sept. 1955 Aug., July, 


Market Trend oraa NY Newport, $1 00,” i eae To Date pa 1955 
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The overall average price of used cars sold at wholesale auction last | (ps). ‘53 Fire Dome (8) station wagon, 1,307 1,340 
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Prices marked with an * indicate a unit equipped.with an automatic | HUDSON—'S4 Hornet Hollywood, $1,400°. 


LINCOLN — '54 Cosmopolitan coupe, §$2,- 4 *: (88) supen 4-dr., $700*. | WELLYS—’52 Aero Ace 2-dr., $325. 
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| CHEVROLET — '55 Two-ten (8) station 
wagon, $1,725; Bel Air (6) 2-dr., $1,530; 
Two-ten (6) 2-dr., $1,410. '54 Bel Air 
2-dr., $1,165; Two-ten 4-dr., $1,070, $940. 
‘53 Bel Air 2-dr., $860, $795. '52 SL 
Deluxe 4-dr., $515. ’51 SL Deluxe 2-dr., 
$410. °49 SL Deluxe 4-dr., $270. 


| FORD—’55 Main (8) Ranch wagon, $1,710; 


Custom (6) 4-dr., $1,380. °54 Crest (8) 
Victoria, $1,250; Custom (8) 2-dr., $1,- 
| 015, $1,010. ’°53 Crest (8) Victoria, $795. 
| °52 Crest (8) Victoria, $765, '51 Deluxe 
(8) 4-dr., $525; 2-dr., $310. '50 Deluxe 


(8) 4-dr., $300; 2-dr., $270. 
HUDSON—’52 conv., $350. 


KAISER—’51 Manhattan 4-dr., $190. 
LINCOLN—’52 Capri 2-dr., $1,135. 
MERCURY—’53 Custom 2-dr., $1,010. 
OLDSMOBILE—’55 (88) Holiday, $2,490* 
(ps). ’54 (88) 2-dr., $1,825%; 4-dr., $1,- 
735*. ‘53 (98) conv., $1,450*; 4-dr., 
$1,200*; (88) 4-dr., $1,300*%. °52 (98) 
Holiday, $1,055*. °51 (98) Holiday, $680*; 
(88) 4-dr., $685*, 
PACKARD—’53 (200) 4-dr., $710*. 
PLYMOUTH — '53 Cranbrook conv., $750. 
"52 Cranbrook 2-dr., $430. 
PONTIAC—’55 Chieftain (8) 2-dr., $2,- 
340°. °54 Chieftain (8) 4-dr., $1,240*. 
"53 Chieftain (8) 2-dr., $970*. ’52 Chief- 


tain (8) 2-dr., $750*. '50 Silver Streak 
(6) 2-dr.. $380. 
STUDEBAKER — ’'52 Commander 2-dr., 


A PRE-TESTED $600. '51 Champion 4-dr., $200. 


WILLYS—’51 jeepster, $145. 


TV SYNDICATED CHICAGO 
FILM SERIES miemuameCea a. 


(Another light consignment due to the 


THAT WILL BUILD holiday. Sold 159 cars out of 262 offer- 


BUICK—’55 Special Riviera, $2,355* (ps); 
' 2-dr., $1,940. '54 Super Riviera 2-dr., 
SHOWROOM TRAFFIC! $1,785 (ps); RM Riviera 4-dr., $1,745° 
(ps). ’°53 Super Riviera 2-dr., $1,175*; 
a , $1,160*, $1,065*; RM Riviera 4-dr. 
: . ° ss 1,070*; Special 4-dr., $1,015. °52 Super 

Buying a car is usually a family decision, and Riviera 4-dr., $850°. 
; CADILLAC—'55 (60) Special 4-dr., $4,040* 
THE GREAT GILDERSLEEVE has been a family (ps); (62) coupe, $3,985* (ps). °54 (62) 
' ‘ 4-dr., $2,920" (pa). 53 (60). Special 4- 
avorite for years. Se, os, ps); (62) coupe, $2,195* 
y il f h O05 Se. $2,055* (ps), $1,810* (ps). 
; io, ing for the CHE LET — ’55 Two-ten (6) Sport 
After 13 great seasons on rad sel g coupe, Site: Gel adr Gk eee 
, i s v $1, *; Two-ten (8) 4-dr., $1,325. °54 
same sponsor, Gildersleeve came to TV. It was sneak Bel Air @-dr. @1900% siteet: S-dr- 
: : - s $1,150, $1,120; One-fifty Handyman, $1,- 
previewed on the entire NBC Television Network. 150; Two-ten 4-dr., 2 at $1,005°; 2-dr., 
° . ° . ° $835. °53 Two-ten 4-dr., $775. '52 SL 
25,000 enthusiastic fan letters immediately hailed Deluxe 2-dr., $575; 4-dr., $400*. ‘51 SL 
- : Deluxe 4-dr., $480*; 2-dr., $440*, $435*. 
the show as a comedy triumph. CHRYSLER — '54 NY Newport, $1,875* 
dy TV al bh (ps). 53 NY 4-dr., $1,050*. °52 Windsor 

is i show with a 4-dr., $630°; Saratoga 4-dr., $545*. 
This is the great, new comedy DeSOTO—’51 Custom conv., $400*; 4-dr., 
: : a $310°. 
big-name personality that you can merchandise in BERGE —"S3 Meatowneosk 4,ér., 9005° 
* "51 Meadowbrook 4-dr., $265*. 

your market with the strong, all-out support of the FORD—'54 Custom (8) — $1,200, $1.- 
: 7 aie é 090; conv., $1,090. ’53 Crest (8) station 
NBC Film Division. wagon, $1, 290%, $1,075; Vietorja, $1,135° 
é | (ps), $1,125*;' Main (8) 4-dr., $800*; 
Let 39 episodes of THE GREAT GILDERSLEEVE | 2-dr., $550; Custom (6) 4-dr., $745: 
7 Custom (8) 4-dr., $630*. '52;Crest (8) 
help you increase showroom traffic and sell more Victoria, $655*; Custom (6) 2-dr., $435°. 
HUDSON-—'53 Wasp 2-dr., $595; Jet 4-dr., 


aie te es : a a | $470. 
cars. For availabilities, write, wire or phone you ea ay aay 


: sutas : ! | LINCOLN—'55 Capri conv., $2,895* (ps). 
NBC Film Division representative NOW! | "“"54 Capri 4-dr., $1,900° (ps). 
| MERCURY—’55 Montclair coupe, $2,285* 


| °54 Custom Sport coupe, ° 
Monterey coupe, $1,325*, . : 
tom Sport coupe, $1, 280°, ; be 
$1,105*; 2-dr., $850. ’52 Monterey coupe, 


$1,010*. 
‘ . ° | NASH —’'55 Rambler station wagon, $1,- 
Serving Att Sponsors .. . Serving ALL Stations 710*. ’53 Rambler club coun $890*; 
ae anes 4-dr., $800*,. ’51 Ambassador 
30 Rockefeller Plaza, New York 20, N. Y. 4-dr Ms 
Merchandise Mart, Chicago, III. | OLDSMOBILE—’55 (98) Holiday, $2,860* 
Sunset & Vine, Hollywood, Calif tees’ Tee (08) mee Ok aeee eee 
’ , . . conv. ‘ : 
In Canada: RCA Victor, 225 Mutual St., Toronto Saou Holiday, $2,040* (ee. $2,000* 
1551 Bishop St., Montreal | (ps); 2-dr., $1,565*. °53 (88) 2-dr., $1,- 
| §580*; (98) 4-dr., $1,355* (ps). 
| PACKARD—’52 4-dr., $475. 
PLYMOUTH—’'55 Belvedere (6) 4-dr., $1,- 
510°; Plaza (6) 2-dr., $1,425, $1,280. °54 
Belvedere 4- dr., $965*. °53 Cranbrook 
4-dr., $745*, $740, $685, $570, $550; 
Cambridge 4-dr., $640, $435. °52 Cran- 
| brook 4-dr., $505, $400. 
PONTIAC—’'54 Star Chief (8) 4-dr., $1,- 
| 500* (ps). ’53 Chieftain (8) 2-dr., $1,- 
| 050%, $890°; 4-dr., $975*. ’52 Chieftain 
| (6) 2-dr., $700. ’51 Silver Streak (8) 
Catalina, $500*; Silver Streak (6) 2-dr., 
$200*. 
Sane Commander 2-dr., $1.- 
010°. 
(Continued on Page 49, Col. 1) 
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Used-Car Auction Prices 


OHEVROLET—'55 Bel Air (8) 4-dr., $1,-| $540*; Cambridge 4-dr., $410, '52 Cran-| DeSOTO—’52 Custom sedan, $530, °51 Cus- 
810; One-fifty (6) station wagon, $1,800;| brook’ conv., $550; 4-dr., $370. '51 Cran-| tom sedan, $485, $470. '50 Custom sedan, 
Ppa 9 at nr yy soso, 92 ae: seoee es es Belvedere, $375; 4-dr., $380. . 

~» $1,650. ms -dr., 5 ; : oncord 2-dr., $160. °50 Deluxe a, 2 oe » 
One-fifty 4-dr., $860. '53 Two-ten 4-dr.,| 2-dr., $280, $140; club coupe, $195. '49| DQDGE — °52 Coronet sedan, $640". 68 
$860, $820; 2-dr., $700; One-fifty 2-dr., Special Deluxe 2-dr., $135. sedan, $390, $330. ‘ r 
$580. °52 SL Deluxe 2-dr., $750*, 2 at] PONTIAC—'54 Chieftain (8) 2-dr., $1,500*; f 4 , * °53 
$560"; 4-dr., $560*; SL Special’ 4-dr.,| 4-dr., $1,500*. '53 Chieftain (8) 2-dr.,| PORD—'54 Crest (8) 4-dr., $1,300°. 
$560. "51 FL Deluxe 4-dr., $450, $450°.| $980*; Chieftain (6) 2-dr., $780. °52| Crest (8) conv., $830*; Custom (8) se- 





(Continued from Page 48) "60 SL Deluxe club coupe, $325; SL Spe-| Chieftain (8) 2-dr., $750*, $580, ’51 sil-| an, $830%, $790, '52 Custom (8) sedan, 
cial 4-dr., $125; %-ton pickup, $220. '49| ver Streak (8) 4-dr., $490*; 2-dr., $380*;| $690; Main (8) sedan, $540, $475, "51 
MISCELLANEOUS — '53 Henry J sedan, dr., $520*, $455. ’51 Cambridge 2-dr.,| FL Deluxe 2-dr., $260; FL Special 2-dr.,| Silver Streak (6) 4-dr., $620. '50 Silver| Custom (8) sedan, $520, $490. 50 Cus- 
$615. $370, $190. '50 Special Deluxe 2-dr.,/ $170. '47 station wagon, $120. Streak (8) 4-dr., $320*.''49 Silver Streak| ‘om (8) sedan, $265; conv., $175. "49 
$515"; 4-dr., $345. DeSOTO—’52 Sportsman, ‘$700. (6) coupe, $270*. Deluxe (8) sedan, $150, $110. 
DENVER PONTIAC—’55 Chieftain (8) Catalina, $2,- | DODGE—’54 Royal 2-dr., $1,010. '53 Cor-| STUDEBAKER — '53 Champion coupe,| HUDSON—’53 Super Jet sedan, $590*, ‘52 
070*; 4-dr., $1,835*. '54 Star Chief (8) onet Diplomat, $860*, $810*; club coupe, $775*; 2-dr., $650. '52 Commander 4-dr., Hornet sedan, $510. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of Sept. 5.) 


(Volume was down because of Labor 
Day. Sold 201 cars out of 332 offerings.) 
BUICK—’55 Century Riviera 4-dr., $2,800* 
(ps); RM 4-dr., $2,705* (ps); Special 
Riviera 4-dr., $2,615*; conv., $2,150*. 
’54 Century Riviera coupe, $1,825*, $1,- 
770*; Super Riviera coupe, $1,800*, ‘51 
Super 4-dr., $485*; Special 2-dr., $480°*. 

CADILLAC—’55 (62) coupe deVille, 2 at 
$4,595* (ps), $4,400* (ps), $4,230° (ps), 
$4,125* (ps); conv., $4,040* (ps); coupe, 
$3,870* (ps), $3,775* (ps), $3,695* (ps); 
4-dr., $3,680* (ps). ’54 (62) 4-dr., $3,- 
050* (ps). '53 (62) 4-dr., 2 at $2,170* 


(ps). 

CHEVROLET — '55 Bel Air Sport coupe, 
$2,250*, $2,170*, $2,140, $1,840; conv., 
$1,775, $1,700; 2-dr., $1,860, $1,845*; 
Two-ten Handyman, $2,275", $2,250*, 
$2,175, $1,920*, $1,900. ’54 Bel Air 4-dr., 
$1,400* (ps); Two-ten 4-dr., $1,190*, 
$1,090, $1,075. ’°53 Bel Air 4-dr., $1,150; 
Two-ten 4-dr., $905*, 52 SL Deluxe 4- 
dr., $725; %-ton pickup, $626. ’51 SL 
Deluxe 4-dr., $450, $400. '48 SM 2-dr., 
130. 

CHEYSLER—'55 Windsor sedan, $2,370*. 
’51 Windsor 4-dr., $530*. '47 NY 4-dr., 
$115*. 

DeSOTO—’55 Fire Dome (8) Hard Top, 
$2,440* (ps). 

DODGE — ’55 Royal Hard Top, $2,250*; 
4-dr., $2,175*, $2,075*, ’53 Coronet 4-dr., 
$815, $565*. ’°52 Coronet 4-dr., $690*, ’50 
4-dr., $205. 

FORD—’55 Thunderbird, $2,975*; Fairlane 
(8) station wagon, $2,455*, $2,095; conv., 
$2,005; 4-dr., $1,900*, $1,860, $1,745; 
Custom (8) 4-dr., $1,850. °54 Crest (8) 
Victoria, $1,465*; Custom (8) 4-dr., $1,- 
250. °53 Crest (8) Victoria, $1,175. '52 
Custom (8) 4-dr., $795; 2-dr., $710, ’51 
Custom (8) 4-dr., $490*%, $435. 

HUDSON—’55 Hornet Hollywood, $1,750. 
’51 Commodore 4-dr., $225*. 

LINCOLN—’55 Capri coupe, $3,000* (ps); 
-dr., $2,870* (ps). ’'54 Capri coupe, $2,- 
325* (ps). ’°51 Cosmopolitan club coupe, 

. 


$535*. 

MERCURY—’55 Montclair station wagon, 

og (ps); Monterey Sport coupe, $2,- 

°54 Monterey 4-dr., $1,535. '53 Cus- 
on Sport coupe, $1, 215, $1,095*; Mon- 
terey 2-dr., $1,055*. ’52 ‘Monterey coupe, 
$965*. ’51 4-dr., $515. 

NASH — ’'55 Ambassador 4-dr., $2,475*; 
Rambler 4-dr., $1,005*, '53 Rambler sta- 
tion wagon, $875. ‘52 Rambler club 
coupe, $590. 

OLDSMOBLLE—’55 (98) Holiday, $2,965* 
(ps), $2,850* (ps), $2,795* (ps); (88) 
Super 4-dr., $2,775* (ps), $2,575*, $2,- 
290*; Deluxe 2-dr.; $2,450°, $2,425*, ’53 
(98) 4-dr., $1,490*, $1,350*, $1,215*. '50 
(88) Holiday, $595*, 

PACKARD—’53 Clipper 4-dr., $700* (ps). 

PLYMOUTH — ’55 Belvedere (8) Sport 
coupe, $2,150*. °54 Belvedere 4-dr., $1,- 
175*. ’53 Cranbrook club coupe, $740. ’51 
Cranbrook Belvedere, $545; 4-dr., $205. 
’50 Deluxe 2-dr., $285. 

PONTIAC — '55 Star Chief (8) Catalina, 
$2,450* (ps). '54 Chieftain (8) 4-dr., $1,- 
370°, $1,225. °53 Chieftain (8) 4-dr., 
$1,125*; conv., $1,045; Chieftain (6) 4- 
dr., $855*. °52 Chieftain (8) station 
wagon, $910*; 4-dr., $675, $600*. 

STUDEBAKER — ‘53 Commander 4-dr., 
$750. °52 Commander Land Cruiser, 
$405°*. 

WILLYS—’55 station wagon, $1,865. ‘52 
%-ton panel, $255. ’'49 jeepster, $395. 
MISCELLANEOUS—’53 GMC %-ton pick- 
up, $755, $140; 4%-ton pickup, $660*, '50 

%-ton pickup, $395, 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 


Prices are tor saie of Sept. 2.) 

(Sold 193 cars out of 294 offerings.) 

BUICK—’55 Special Riviera 4-dr., $2,495*, 
$2,450*; Super Riviera, $2,360* (ps). ’53 
Super Riviera, $1,325*; 4-dr., $1,075". 
"52 Special Riviera, $815*. °51 Super 4- 
dr., $600*, $445*. '50 Special 2-dr., $300*. 
’49 Super 4-dr., $150*. 

CADILLAC—’55 (62) coupe, $3,950* (ps). 
’53 (62) conv., $2,280* (ps); 4-dr., $2,- 
400° (ps). ’52 (60) Special 4-dr., $1,200* 
(ps). ‘51 (62) 4-dr., $1,230*, °50 (62) 
-dr., $720*. 

CHEVROLET—’'55 Bel Air (6) 4-dr., $1,- 
735*. ’54 Two-ten 2-dr., $1,045*, $995°*, 
$990. 53 Two-ten 2-dr., $830, $825, $690. 
’52 SL Deluxe 4-dr., $665, $485*. °51 SL 
Deluxe 2-dr., $490*, $350; club coupe, 
$405; Carryall, $365. *50 SL Deluxe Bel 
Air, $450*; 2-dr., $405, $400*, $240; 1-ton 
stake, $275. °49 SL Deluxe 2-dr., $260, 
$145; %-ton pickup, $345. ’'48 FL Aero- 
sedan, $165. 

CHRYSLER—’ 53 NY 4-dr., $1,010*. ’52 NY 
4-dr., $765*; Windsor conv., $530*. 

DeSOTO—’52 Custom (6) club coupe, $550. 

DODGE—’53 Coronet 4-dr., $675; Meadow- 
brook 4-dr., $495*. °52 Wayfarer 2-dr., 
$315, ’48 4-dr., $100. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,085; Victoria, $1,960*; Custom (8) 2- 
dr., $1,525*, $1,455, $1,300. 54 Main (6) 
2-dr., $860. ‘53 Crest (8) Victoria, $1,- 
070*, $1,030*. '52 Custom (8) 4-dr., $710, 
$675, $570. 51 Custom (8) 4-dr., "$550°, 
$445, $395, $300*, $300; conv., 2 at 
$435*; Deluxe (6) 4-dr., $185," $170*. 
*49 Custom (8) 4-dr., $220*, $110. 

HUDSON —'’'53 Hornet 4-dr., $800*. ‘50 
Pacemaker 4-dr., $130*, $125*. 

KAISER—’51 Deluxe 4-dr., $130*, 

LINCOLN—’49 4-dr., $150*. 

MEROCURY—’55 Monterey coupe, $2,250*. 
*53 Monterey coupe, $1,370*; 2-dr., $1,- 
015*. ’51 me $525*, $500. '50 4-dr., 
$385*, $265 

NASH — '53 ” Statesman 4-dr., $785*, '51 
Ambassador 4-dr., $260. '49 Ambassador 
4-dr., $120*; (600) 4-dr., $115*, 

OLDSMOBILE—’'55 (88) Super 4-4r., $2,- 
405*; Deluxe Holiday, $2,400*, $2,305*. 
'54 (88) 4-dr., $1,725*. ’53-498) Holiday, 
$1,540* (ps); 4-dr., $1,330* (ps); (88) 
Super 4-dr., $1,390*. ‘50 (88) 4-dr., 
oe $400*, $165*. '49 (98) 4-dr., $170*, 


PACKARD —'53 Mayfair coupe, $1,050*; 
Clipper 4-dr., $855*. 

PLYMOUTH—'55 Belvedere (8) 4, $2, 
000*, $2,000; 4-dr., $1,550, ‘54 
station wagon, $1,000, "52 Seecbveatr a. 4- 











conv., $1,610*. '53 Chieftain (8) 4-dr., $780*; Meadowbrook 4-dr., $650*. ‘50 $360. "51 Commander conv., $390*; coupe, henail ° 
$950*. "Si Silver Streak (8) 2-dr., $550.| Custom club coupe, $130; Wayfarer 2-| §210*; Champion 2-dr., $220. '50 Cham-| “syrge "sa Monterey ‘Seort” on heen 
'50 Silver Streak (8) Catalina, $515*.| dr., $100. '49 Coronet 4-dr., $340*, $175*.| pion 2-dr., $140*. ‘49 Commander Land| 51 sedan, $550, $410. °50 sedan, $350. 
’49 Silver Streak (8) 2-dr., $325*, $285, | FORD—’53 Custom (8) conv., $940*; Cus- Cruiser, "gi50°: Champion conv., $110. 


$145. tom (6) club coupe, $825*; 2-dr., $790*;| WILLYS—’54 (6) 4- dr., $710*. NASH — ’53 Statesman sedan, $720. '52 
STUDEBAKER—’53 Champion coupe, $675; | Main (8) 4-dr., $670. ’52 Main (8) 4-dr.,| MISOELLANEOUS — ’53 International %-| Statesman sedan, $570, 49 (600) sedan, 
4-dr., $670*, '52 Champion conv., $520°, $600; 2-dr., $540, $530. °51 Custom (8) ton pickup, $400. $110. 
$500; Commander Land Cruiser, $305*. Victoria, $600*; 2-dr., $370*; Custom (6) OLDSMOBILE—'53 (98) sedan, $1,180*. 
’51 Champion 2-dr., $280*. 50 Champion 2-dr., $400*; 4-dr., $300*;' Deluxe (6) N. PLAINFIELD. N J 52 (88) Holiday, $875*. '51 (98) sedan, 
coupe, $170*. 2-dr., $300*; %-ton pickup, $270. ’50 ° 9 ° Je $530", ’°50 (98) sedan, $480*, '49 (76) 
Custom (6) 4-dr., $290; Custom (8) 2- (Lebanon Auto Auction. Sale every Wed- sedan, $150. 
ALBANY dr., $200, $120; Deluxe (8) 2-dr., $240;|nesday. Prices are for sale of Sept. 7.) | PACKARD—’51 sedan, $625. ; 
%-ton panel, $180. *49 Custom (8) 4-dr., (Unusually high percentage of autos | PLYMOUTH—'54 Savoy 4-dr., $1,020. '53 
(Tim Anspach Auto Auction, Sale every| $240, $170; 2-dr., $135*, club coupe,| sold in a brisk sale today. Prices steady. Cambridge station wagon, $910; sedan, 
Tuesday. Prices are for sale of Sept. 6.) $110*; Custom (6) 2-dr., $190; 4-dr., 2| Sold 83 cars out of 109 offerings.) $730, $660. '52 Cranbrook sedan, $490, 
(Prices on all kinds and makes went at $160. BUICK —’54 Super Riviera, $1,935*, °53| $440. "50 Special Deluxe sedan, $340, 
down here today, not with a sudden thud | HUDSON—’50 Commodore (6) conv., $130.| RM Riviera 4-dr., $1,140* (ps); Super| $320. '49 Special Deluxe sedan, $135. 
but as @ gradual price adjustment. The | KAISER—’51 Deluxe 4-dr., $180*. sedan, $1,135°. ’51 Special sedan, $310. | PONTIAC—’54 Chieftain (8) Catalina, $1,- 
worst breaks were shown on ’50, ’51 and | LINCOLN—’49 Cosmopolitan 4-dr., $130. ’50 RM sedan, $470*; Special sedan,| 350°. ’52 Chieftain (8) station wagon, 


53 models, Nice ready-to-sell puffies | MEROURY—’54 4-dr., $1,230*. °53 Sport| $400*; Super sedan, $190, '49 Super se-| $660. '51 Silver Streak (8) sedan, $510. 
about held their own, A lot of careful coupe, $950*; 4-dr., $900. °51 4-dr.,| dan, $390*. 50 Silver Streak (6) sedan, $335. '48 
buyers were in attendance. We sold 149 $520*; 2-dr., $350*; club coupe, $325. ’50| CADILLAC—’53 (62) coupe, $2,150* (ps). | __ Torpedo (8) sedan, $105, 


cars out of 180 offerings for a percent- club coupe, $300*, $190; 2-dr., $280. '49] ‘51 (61) coupe, $1,350*; (62) sedan, | STUDEBAKER — ‘52 Commander Land 
age of 82.8.) 4-dr., $180, $175; club coupe, $160*; $1,070*. Cruiser, $520. ’'50 Champion sedan, $185. 
BUICK—’55 Special Riviera 4-dr., $2,200*. conv., $135. ’47 club coupe, $100. CHEVROLET—’54 Bel Air 4-dr., $1,120, 
’54 Special 4-dr., $1,330. '51 Special 4-dr., NASH—’53 Statesman 4- dr., $730*; Am- $1,100; One-fifty sedan, $975. ’53 Two- FLINT 
$420. °50 Super 4-dr., $375, $320*; RM/| bassador 4-dr., $700. ten sedan, $815, $770, $730. 52 SL De- 
4-dr., $320*; Special 4-dr., $275*, $270.| OLDSMOBILE—’53 (88) 4-dr., $1,050*. '52| luxe sedan, $650, $620. '51 SL Deluxe (Flint Auto Auction, Inc, Sale every 
'49 RM 4-dr., $160*. (98) Holiday, $1,080*. '50 (88) club| Bel Air, $550, $525; sedan, $370. '50 SL | Wednesday. Prices are for sale of Sept: 7.) 
CADILLAC—’52 (62) 4-dr., $1,650*. '51| coupe, $300*. 49 (98) 2-dr., $220. Deluxe sedan, $380, $340. (Sold 77 cars out of 108 offerings.) 
(62) 4-dr., $1,200*. ’50 (62) 4-dr., $1,-| PACKARD—’52 4-dr., $720*, $500*. CHRYSLER—’52 Saratoga sedan, $475. °51 | BUICK—’55 Super Riviera 2-dr., $2,445* 
035*; (61) 4-dr., $825*. PLYMOUTH — ’53 Cranbrook 4-dr., $580, Windsor sedan, $520*. 49 Windsor, $290. (Continued on Page 50, Col. 3) 








| GIVE YOU A HEAD START 


in getting repeat business 


I am getting to be a familiar character to 
millions of motorists who recognize the impor- 
tance of my story: 


If other factors are equal, a motor oil’s 
lubricating quality depends on the 


quality of its basic crude oil. 


The Pennsylvania region is famous for having 
nature’s finest crude. With this head start from 
nature, it’s no wonder Pennsylvania motor oils 
outperform other brands. 


No wonder, too, that you will have a head start 
in getting repeat business if you carry and pro- 
mote a brand of Pennsylvania motor oil. Your 
customers are sure to 
agree with you and with 
your recommendations, 





Today’s BEST Oils 
start with 
Nature's BEST Crude 


---and that means PENNSY. LVANIA! 





PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION Oll City, Pennsyivania 
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Why buy yesterday’s Steel Shelving? 


BUY TODAY'S! 
BORROUGHS 


A 


Borroughs Unitized flexi Steel Shelving is positively today’s best steel shelving buy— 
bar none. This is a strong statement, but facts prove it to be so. No other shelving 
offers so many features as Borroughs. No other shelving is quicker and easier to 
erect. Before you buy any type of shelving, look into the Borroughs line... you'll 
save time and save money. 











Tilt shelf inte sup- 
port bracket .. and 
shelf is ready for 
loading. 


Insert shelf support 
bracket..no fumbling 
with studs, bolts, nuts 
or lock washers. 


“gach individual unit is 
complete in itself... no 
part depends on unit next 
to it... any unit or shelf can 
be moved independently. 





send for new 32-page catalog 


There are features in Borroughs Bins that you should know 
about first hand .. features that will absolutely save you 
time and money. Are you interested? Then before you 
buy, investigate Borroughs . . Best Buy in Bins. 





BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK ap KALAMAZOO, MICHIGAN 
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PROTECT YOUR SHOWROOM FLOOR WITH D & M UNDER CAR 6GOVERS 


Used-Car Auctions 














(Continued from Page 49) 





(ps). ‘54 Super Riviera 2-dr., $1,660°; 
Special 4-dr., $1,385. '53 RM 4-dr., $1,- 
120*, $785; Special Riviera 2-dr., $1,000*; 
Super Riviera 4-dr., $625; 2-dr., $635. '52 
Special 2-dr., $625*; 4-dr., $575. 51 Spe- 

















cial 4-dr., $575%; 2-dr.,' $520°, $485°;| © Quick, Easy 
Super 4-dr., $325*. ‘50 Special 4-dr., Installation 
$285", $280. 
CADILLAC—'50 (62) 4-dr., $670. Cannot Be Seen 
CHEVROLET—’55 Two-ten 2-dr., $1,495,| © Treated Material Resists 






$1,430. ’54 Bel Air club coupe, $1,170*; 
2-dr., $1,125, $1,110. ’53 Bel Air conv., 
$970*; 4-dr., $880; Two-ten conv., $805*; 
2-dr., $745; club coupe, $625. ‘52 SL 
Deluxe 2-dr., $305. '51 SL Deluxe 4-dr., 
$350; 2-dr., $300. ’°50 SL Deluxe 2-dr., 
$180, $175; SL Special 2-dr., $100. 

DODGE—’51 Meadowbrook 4-dr., $125. '50 
Wayfarer 2-dr., $105. 

FORD—’55 Custom (8) 2-dr., $1,450. '54 
Custom (8) 4-dr., $965. ‘53 Crest (8) 
Victoria, $1,085*; Custom (8) 2-dr., 
$875*; %-ton pickup, $760. '52 Crest (8) 
station wagon, $865; Custom (8) 4-dr., 
$800, $600. '51 Custom (8) 4-dr., $355*, 
$315; Deluxe (6) 2-dr., $200, $180, $170. 
50 Custom (8) 4-dr., $205; Custom (6) 
2-dr., $145, §135, $125. 

HUDSON—’54 4-dr., $705*. 

NASH—’55 Metropolitan coupe, $1,000. 52 
F&mbler club coupe, $410. '51 Ambas- 
sador 4-dr., $105*. '50 Statesman 4-dr., 


$150. 

OLDSMOBILE—’55 (88) 2-dr., $2,135*. '53 
(98) club coupe, $1,420* (ps); +(88) 4- 
dr., $1,200; 2-dr., $1,000. '51 (88) club 
coupe, $600; (98) 4-dr., 2 at $400°. ’50 
(76) 4-dr., $340*; (88) 2-dr., $285. 

PLYMOUTH — ’52 Cranbrook 4-dr., $480; 
Belvedere, $470. °51 Cranbrook 4-dr., 


$300. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
000*. °53 Chieftain (8) 2-dr., $725. 52 
Chieftain (8) 2-dr., $680*. 

STUDEBAKER — ‘52 Commander Land 
Cruiser, $390. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 7.) 
(Market good and improving rapidly 
as we near our tobacco selling season. 
Sold 88 cars out of 114 offerings.) 
BUICK—’52 Special 4-dr., $710*. '50 Spe- 
cial Riviera, $565*; 2-dr., $425, $335; 
4-dr., $405*, $405; RM coupe, $355; 4- 
dr., $280*. 
CADILLAC—’49 (62) 4-dr., $575. 
CHEVROLET—’55 ‘%-ton pickup, $1,240. 
'54 Bel Air 4-dr., $1,230. °53 Bel Air 


Oil, Grease, Water and Fuei 


® Eliminates Unsight! Pan 
large Buick Ot Coates 
Slightly Higher 





For Standard Models 

F. O. B. Detroit, C. O. D. 

When Te Give Make 
of Cor 








$13.50 
D & M TRUCK TOP CO. 







Michigan PHONE: WEbster 3-1613 
lecturers of Stake and Pick-Up Tops 





12186 Petoskey, Detroit 4, 






































PRODUGTION 


oh 
GREY IRON GASTINGS 













ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
2-dr., $935; Two-ten 2-dr., $590. 52 SL PRODUCT ION FOUNDRIES 


Deluxe 4-dr., $575; conv., $565; %-ton 
pickup, $645. 50 SL Deluxe 2-dr., $480, ey 
$430, $395. '49 SL Deluxe 4-dr., $380, . 
$350, $265; SL Special 4-dr., $305, $295. 
'47 FL 2-dr., $260; FM 2-dr., $155. 
DODGE—’52 Wayfarer 4-dr., $435; 2-dr., 
$375. '49 Coronet 4-dr., $320. 
FORD—’55 Fairlane (8) Victoria, $1,855. 
’54 Crest (8) conv., $1,305. °53 Custom 
(8) station wagon, $1,105; conv., $1,050*; 

















en.) 






ESTABLISHED 


THE WHELAND COMPANY 








4-dr., $905*, $900; 2-dr., $680, $575*; 
Main (8) 2-dr., $540. ‘52 Custom (8) FOUNDRY DIVISION 
4-dr., $730*; 2-dr., $705*, $670, $600; 






%-ton pickup, $485. ’51 Custom (8) 2-dr., 
$555, $550*, $530; 4-dr., $555, $545; 
coupe, $375; Deluxe (6) 2-dr., $455, 
$445; Deluxe (8) 2-dr., $395. 
tom (8) 4-dr., $330*, $290, $285, $265; 
club coupe, $255; 2-dr., $170, $165; 
Custom (6) 4-dr., $215. °49 Custom 
(8) club coupe, $330; 2-dr., $325*, $310, 
$305. °48 Custom (8) 2-dr., $305, $295. 
"47 (6) 2-dr., $125; conv., $105. '46 (6) 
2-dr., $130. ’'40 Deluxe 2-dr., $240. 
MERCURY—’51 4-dr., $425*; conv., $200. 
"49 club coupe, $260; 4-dr., $195. 
OLDSMOBILE—’51 (88) 2-dr., $810*; 4- 
dr., $605. '48 4-dr., $185. 
PACKARD—’50 4-dr., $195. 
PLYMOUTH—’53 Cranbrook 2-dr., $730. '51 
Cambridge station wagon, $480; coupe, 
$495. ’°50 Deluxe 2-dr., $380; 4-dr., $290. 
PONTIAO — ’51 Silver Streak (8) 4-dr., 
$395. °50 Silver Streak (8) 2-dr., $330. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Sept. 6.) 

(Despite Labor Day holiday, the sale 
was very hot with a good demand for 
clean autos, Bidding was very active but 
the market slipped slightly anyway. Sold 

86 cars out of 122 offerings.) 

BUICK—’54 RM 2-dr., $1,700*. '52 Super 
Riviera, $880*. 

CADILLAC—’52 (62) coupe deVille, $1,- 
805*; 4-dr., $1,785*. 49 (62) 4-dr., $625*; 
(60) Special 4-dr., $450*. °48 (62) 4-dr., 
$345". 

CHEVROLET—’55 Two-ten (6) 2-dr., $1,- 
490. °54 Two-ten 4-dr., $1,000, 2 at 
$995, $985, 2 at $975, $960, 2 at $950, 
$935; 2-dr., $990, $980, $975, $960, $930, 
$915, $910; Bel Air conv., $975*; One- 
fifty 4-dr., $900, $860, $830; 2-dr., $900. 
’53 Two-ten 2-dr., $780; One-fifty 2-dr., 
$690, $625; coupe, $635. °52 SL Deluxe 
Bel Air, $670*; 4-dr., $465*. 51 SL De- 
luxe 4-dr., $240. '50 SL Deluxe 4-dr., 
$150*. '48 SM 4-dr., $170. 

CHRYSLER — ’51 Imperial 4-dr., $645*; 
NY 4-dr., $440*; conv., $430*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $540°. 

DODGE—’53 Coronet 2-dr., $800*; 4-dr., 
$485*. '50 Coronet 4-dr., $360*. "49 Way- 
farer 2-dr., $195*. 

FORD—'54 Main (6) 4-dr., $915*. °53 Main 
(8) station wagon, $910*; Main (6) 4-dr., 
$500, $440. "52 Crest (8) Victoria, $750. 
50 Deluxe (6) 4-dr., $215. '49 Custom 
(6) 2-dr., 


$105. 
$100. 

KAISER—’53 4-dr., $285*. ’51 4-dr., $145. 

LINCOLN—’52 Capri conv., $1,140*. 

MEROURY—'54 Monterey 4-dr., $1,150*. 
*52 Custom 4-dr., $685*; $655; 
Monterey 2-dr., $525. ‘51 4-dr., $470*, 
$445°*, $400. °49 2-dr., $205*; 4-dr., $180, 
$150*. 

NASH —’'55 Rambler 2-dr., $1,000. °53 
Rambler station wagon, $615. '52 States- 
man 4-dr., $505. 

OLDSMOBILE—’53 (88) 4-dr., $1,250*. '52 
peal $825*. °50 (88) 4-dr., $430°*, 


PLYMOUTH—’54 Plaza station wagon, $1,- 
080°. ‘52 Cranbrook Belvedere, $580; 
Cambridge 4-dr., $425. '49 station wagon, 






MAIN OFFICE "AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 
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APPLIANCES, 












* 
for these advertisers 
in the Armed Forces 
Consumer Market: 


@ Kelvinator: Refrigerators 












@ General Electric Interna- 
tional: Small Appliances 







® Hamilton Beach Mixers 






® Motorola 

@ RCA: Radios & Phonographs 
@ Sunbeam 

@ Toastmaster 









@ Westinghouse International 
@ Zenith Radio 








‘47 Deluxe (6) 4-dr., 








The top-circulation TIMES Service Weeklies can sell a lot 
of AUTOMOTIVE PRODUCTS, too. Write for sample 
copies, rates, how-to-sell data. 





2-dr., 










ARMY TIMES PUBLISHING COMPANY, 3132 M St., N.W., 
Washington 7, D. C., U. S. OFFICES: Chicago, Detroit, 

Los Angeles, New York, Philadelphia, San Francisco. 

FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo. 














PONTIAOC—’54 Chieftain (8) station wagon, 
$1,250, $1,010. °52 Chieftain (8) 4-dr., 
$715*. '50 Silver Streak (8) 2-dr., $280*. 

STUDEBAKER—’53 Champion 2-dr., $800*. 

(Continued on Page 51, Col. 1) 
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' (98) 4-dr., $1,320"; (88) 4-dr., $1,365* tom (8) sedan, $450, $290; Custom (6) 
i MASON cITY, IA. (ps), $1,185*. °52 (88) Super 4-dr., $1,- sedan, $295. '50 Custom (8) 280 ; 
e e (Central States Auto Auction. Sale every 030*; Deluxe 4-dr., $855*. '51 (88) Super Custom (6) sedan, $335; Deluxe (8) 
Wednesday. Prices are for sale of Sept. 7.) 4-dr., $605*. sedan, $180. '49 Custom (8) sedan, $235*, 
se = ar uc ion ri ce S (Good demand for fancy cars, Sold 84 | PLYMOUTH—'55 Savoy (6) 2-dr., $1,430.| $205, $200, $180; Deluxe (8) sedan, $210. 
percent of consignment.) "52 Cranbrook 4-dr., $525. '51 Cambridge 51 Pacemaker sedan, $280. ’50 
BUICK—’54 RM 4-dr., $1,940* (ps), §$1,- oo $390. °49 Special Deluxe 2-dr., . , 7 
910* (ps); Super Riviera, $1,845* (ps),| $275 ee eee eae 
$1,780*, '53 Super Riviera, $1,245* (ps),| PONTIAC —’55 Star Chief (8) Catalina, | KAISER—'52 Deluxe sedan, $390. '51 Spe- 
(Continued from Page 50) $1,205*. 52 Super Riviera, $895*, $865*.| $2,250* (ps); Chieftain (8) 4-dr., $2,105.| _ Clal sedan, $265. 
: CADILLAC—'55 (62) 4-dr., $3,915* (ps),| '52 Chieftain (8) 4-dr., $610*, MERCURY — ’52 sedan, $700. ’51 club 
‘51 Commander 2-dr., $260. '49 Com-| DeSOTO — '51 Deluxe club coupe, $425*; $3,885* (ps). ‘54 (62) 4-dr., $3,180*| WILLYS—’50 jeepster, $205. coupe, $425. ‘49 sedan, $265; station 
mander 4-dr., $140. Custom (6) 4-dr., $400. '50 Deluxe 4-dr.,/ (ps), $3,065" (ps). '53 (62) 4-dr., $2,-| MISCELLANEOUS—’52 MG roadster, $750.| wagon, $140. 
WiKLS 30 dr, $800 Eee ss curmaet ate, came, sanees| Bede's ee Sees ts Mgt sistemas sears Gc fG0 anh 
; aes -dr., ‘ ; 1,650*, ’51 (61) 2-dr., $1,390*. '49 (6 , atesman sedan, $110, ’4 
USCELLANEOUS—'55 Opel, 2-dr., $590.| “club coupe, $445. °40 Wayfarer 4-dr., we ye /§ — HORSEHEADS, N. Y. sedan, $115, ’ “re 
ieee ee 3 = bse yr 4-dr.,| $165; 2-dr., $150. CHEVROLET—'55 Nomad station wagon,| (Horseheads Auto Auction. Sale every| OLDSMOBILE — ’51 (88) Super sedan, 
$235. * enry -ar., . FORD—’54 Custom (8) 2-dr., $1,130. ’51 $2,200*; Bel Air (8) Hard Top, $1,915*,| Friday. Prices are for sale of Sept. 9.) $525*; (98) sedan, $530*. 
Custom (8) 4-dr., $445, $400*; 2-dr.,| $1,890*; 4-dr., $1,775*, $1,715*; Two-ten| BUICK—’54 Super Riviera, $1,700*. '53| PACKARD—’53 (200) 2-dr., $625*. 
DETROIT $500; Deluxe (6) 2-dr., $425, $400. '50| (8) 4-dr., $1,685*, $1,650*. '53 Two-ten| Super sedan, $1,200; Riviera, $1,100*; | PLYMOUTH—'53 Cranbrook station wag- 
a ae Aes fe ee Custom (8) 2-dr., $395, $350, $255; club) 4-dr., $845*, $800, $790. °49 1%-ton| Special sedan, $930. '51 RM sedan, $495*.| on, $935, $410. '52 Cranbrook, Belvedere, 
a es oon uto i ond 8.) coupe, $165; Custom (6) 2-dr., $310*; stake, $440. ’50 Super sedan, $360; Special Riviera, $675; sedan, $480. '51 Cambridge sedan, 
hursday. a, are 1. sale 0 ao thedd Deluxe (8) 4-dr., $305; Deluxe (6) 2-dr.,| CHRYSLER—’55 NY 4-dr., $3,005* (ps). $350*. $335. °50 Special Deluxe sedan, $320, 
_ (Soft p oy a ow models. $300. "49 Custom (8) 2-dr., $280; 4-dr.,| °53 NY 4-dr., $1,300* (ps). '52 Imperial] CADILLAO —'50 (62) conv., $880*. °49| $260. °49 Deluxe sedan, $225. 
i4 cars out 0 :. © a i260 52 8 $185. 4-dr., $760* (ps). ’50 NY Newport, (61) sedan, $525*, $295*, $250*. PONTIAC—’53 Chieftain (8) Catalina, $1,- 
RUICK—'53 Special ‘_ 4 2 gato. MERCURY—’52 Custom 2-dr., $760*. ‘51 $575*. CHEVROLET—’55 Bel Air (8) 2-dr., $1,-| 225*. ’52 Chieftain (8) sedan, $700*, °51 
cial 2-dr., $635. '5 — -dr., | club coupe, $610*°; 4-dr., $560*, $500*. | DeSOTO—'52 Deluxe 4-dr., $470*. 450°. '54 %-ton pickup, $750. 53 Bel Air| Silver Streak (8) sedan, $650%, $580°, 
einen cles eb $3,e35¢| [50 2-dr., $370*; 4-dr., "$300. ‘48 club] DODGE—'55 Royal 4-dr., $1,890* (ps). '54| sedan, $920, $820. '52 ‘SL, Deluxe sedan, | _ $490. '50 Silver Streak (6) sedan, $270. 
CADILLAC—’55 (62) club coupe, , coupe, $115. %-ton pickup, $690. $775, $725, $680, $570. ’°51 SL Deluxe| STUDEBAKER—’52 Commander Hardtop, 
(D8). -— . » at 975. | NASH—'54 Metropolitan sedan, $625. '51) FORD—'55 Main (6) Ranch Wagon, $1,-| station wagon, $510; Bel Air, $410; club| $410*. ‘51 Commander sedan, $285. '50 
(HEVROLET— * en a2, Desa * ar. | Ambassador 4-dr., $410*. '50 (600) 2-dr.,} 700; 4-dr., $1,375. '54 Crest (8) Victoria,| coupe, $470; sedan, $470, $395, $330,/ | Commander Land Cruiser, $155°. 
sro-cen 2-dr., $ 10. : :-dr. 160. $100, °49 (600) 4-dr., $105. $1,385*; Main (6) Ranch Wagon, $1,340; $205. '50 SL Deluxe sedan, $475*, $375*,| WILLYS — ’52 sedan, $440. '51 jeepster, 
$660*, $515°. "51 SL a. -dr., $160. OLDSMOBILE—’53 (98) Holiday, $1,475*. Custom (8) 4-dr., $1,200*. °53 Custom| $335. °49 SL Deluxe sedan, $355, $230,| $300. 
50 SL Deluxe 2-dr., $200. 50 (88) 2-dr., $425"; (76) 4-dr., $215.| (8) station wagon, $1,270*. '52 Custom| 2 at $210, $175. 48 FL sedan, $275; FM| MISCELLANEOUS — '51 Henry J sedan, 
DeSOTO—’51 Custom 4-dr., $365. 10. °53| past (88), club coupe, $300°. (8) conv., $550; Main (6) 2-dr., $575. '51| sedan, $155. $225. 
DODGE—'54 com « afghan Rae Sg — PACKARD—’51 4-dr., $390*. '50 4-dr., Custom (8) 4-dr., $325*. 50 Custom (8) | CHRYSLER—’51 Windsor sedan, $450. 
Coronet Diplomat, $760*; 4-dr., $690./ $1758. 4-dr., $400. DeSOTO—’52 Fire Dome (8) sedan, $520*. OAKLAND, CALIF 
52 Coronet 4-dr., $535°. °50 Coronet} PLYMOUTH—'53 Cranbrook 4-dr., $760; | HUDSON—'53 Hornet 2-dr., $770*. 51 Custom sedan, $455. ‘49 Custom se- ’ . 
_4-dr., ,$230 , $130°*. 310°. *bA club coupe, $725*. ’52 Cranbrook 4-dr.,] MERCURY—’55 Montclair Hardtop, $2,-| dan, $320. (Oakland Auto Auction. Sale every Wed- 
FORD—'55 Main (6) 4-dr., $1, ca $615. '51 Cambridge station wagon, $505; 565* (ps), $2,490* (ps), $2,470*; Monte- DODGE—’54 Coronet club coupe, $1,100*.| nesday. Prices are for sale of Sept. 7.) 
Custom (6) 2-dr., $915. ‘53 Crest (8) 4-dr., $385. °49 Special Deluxe 2-dr., rey 4-dr., $2,090* (ps). '54 Monterey 53 Coronet Diplomat, $880*, $775; sedan, (Market firm. More consignments 
Victoria, $1,060; Custom (8) 2-dr., $770. $175. '48 Special Deluxe 2-dr., $120. Hardtop, $1,700* (ps), $1,685*, $1,610*;| $675. 50 Coronet sedan, $330, $325. '49| needed.) 
52 Custom (6) 4-dr., $370; Custom (8) | PONTIAC — ’54 Star Chief (8) Catalina, Custom 2-dr., $1,360*. '51 Custom 2-dr., Coronet sedan, $160; Meadowbrook sedan, | BUICK-~’54 Century Riviera, #2, - 
2-dr., $360*. $1,600*. ’50 Silver Streak (6) 2-dr., $365.| $630*, $475*. '49 4-dr., $265*, $145, $125.| $140. CADILLAC—’51 (62) 4-dr:, $1,23 
KAISER— 51 4-dr., $150. '49 Silver Streak (8) 2-dr., $320*. '47| NASH—’54 Rambler Country club, $1,160*. | FORD—’54 Custom (8) station wagon, $1,-| CHEVROLET—’52 SL Deluxe 4- = $780, 
LINCOLN—’50 2-dr., $200. i Torpedo (6) 2-dr., $220. OLDSMOBILE — '55 (98) 4-dr., $3,130*| 520; %-ton pickup, $750. ’53 Deluxe (8)| $680*. 
MERCURY— 50 2-dr., $300, $170*. i STUDEBAKER — ‘53 Commander coupe, (ps), $2,940* (ps); (88) Holiday, $2,450. sedan, $600; Deluxe (6) sedan, $600. '52| CHRYSLER — ‘51 Imperial 4-dr., $740*; 
NASH — ’53 Statesman 2-dr., $520. 5: $790*. '52 Champion 4-dr., $370°*. ’54 (88) Holiday, $1,890*, $1,840*, '53 Custom (8) sedan, $630, $615*. ’51 Cus- (Continued on Page 52, Col. 3) 





Rambler Country club, $460; Statesman 
2-dr., $400. '51 Rambler station wagon, 


$390. 

OLDSMOBILE—’51 (88) 2-dr., $365*%. '48 
(88) 4-dr., $105*. 

PACKARD—’52 4-dr., $515*. 

PLYMOUTH—’54 Plaza 2-dr., $685. ‘53 
Cranbrook 4-dr., $600. ‘52 Cambridge 
4-dr., $370; Cranbrook 2-dr., $350. °51 
Cranbrook 2-dr., $300, $290; 4-dr., $280, 
$100. 

$1,000. 


PONTIAC—’54 Chieftain (8) 2-dr., 
*52 Chieftain (8) Catalina, $750*; 2-dr., 


$445; 4-dr., $535*. °49 Silver Streak (8) | 
OA Ce rr w hi ere it’s nee d e d tough every mile of the way. And Wotr’s Heap 
CHICAGO | - oe is scientifically fortified. It cleans as it lubricates 
qioreatat Chlengo Auto Auction, | Sale | Like a helmet protects a football player, ... protects against sludge, rusting and corro- 
mr 141 cars out of 232 otterings. = Wo tr’s Heap protects car engines from un- sive acids. 
— -dr., > - >. * 
Gentury an" $1,868", Super 2-dr., $1 a You can sell no better oil for all ’round protection 
sae pet Rare 2 aaa | | | tie 
"62 Hat 4dr. $se5°. F’s HEAD Motor Oil—100% Pure Pennsyl- And Wotr’s HEap builds your steady oil change 


CADILLAC—’55 Eldorad v., $5,205* ° ° e 4 
(pa), 54 (62) coupe, 2 at $3,300" (ps), vania—is specially refined three extra steps business, too, because one customer tells another 
$3,255* (ps), $3,250* (ps); 4-dr., $2,950* ° ° ° . 

(ps). °53 (62) coupe deVille, $2,325° from nature’s finest crude oil. It stays rich and about his better engine performance! 


(ps); coupe, $2,100* (ps); 4-dr., $2,000° 
(ps), $1,985* (ps), $1,970* (ps), $1,070* 


(ps). 

CHEVROLET—’54 Bel Air 4-dr., $1,220*, 
$1,075; Two-ten 2-dr., $990*. '53 One- 
fifty 2-dr., $600. ’52 SL Deluxe 4-dr., 
$670*, $585*; Bel Air, $665*; 2-dr., $520. 
’51 SL Deluxe 4-dr., $380, $350*%; conv., 
$375; 2-dr., $360*. 50 SL Deluxe 2-dr., 
$325; %-ton pickup, $270. ’°49 SL Deluxe 
-dr., $240. 

CHRYSLER—’53 NY 4-dr., $1,030* (ps). 
"52 NY 4-dr., $1,075*; Windsor 4-dr., 
$640*; Saratoga 4-dr., $560*. 

DeSOTO — ’53 Custom 4-dr., $950*. °52 
Sportsman, $510; Custom 4-dr., $500*. 
"50 Deluxe 4-dr., $275. '49 4-dr., $260. 

DODGE — '55 Royal 4-dr., $1,835*. °53 
Meadowbrook 4-dr., $790*; Coronet (8) 
4-dr., $520. ’50 Coronet 4-dr., $335; 2- 
dr., $270*. 

FORD—’54 Custom (8) 4-dr., $1,200*, ’°53 
Crest (8) Victoria, $1,090%, $1,000°; 
Custom (8) club coupe, $940*; Custom 
(6) 4-dr., $850*. °52 Custom (8) 4-dr., 
$855; 2-dr., $680; Crest (8) Victoria, 
$795. °51 Custom (8) Victoria, $580*; 
2-dr., $530, $340; conv., $450, $375*. '32 
Sport roadster, $545. | 

HUDSON —’53 Hornet 4-dr., $840*. ’52 | 
Hornet 2-dr., $640*; club coupe, $410*. | 
’51 Hornet 2-dr., $320. | 

MERCURY—’54 Custom Sport coupe, $1,- 
310*. °53 Monterey coupe, $1,290*, $1,- 
185*; 4-dr., $775. °52 Monterey coupe, 
$800*. ’51 4-dr., $490; club coupe, $415. 

NASH — ’53 Rambler Country club, $630. 
’52 Statesman 4-dr., $545. '51 Ambassa- 
dor 2-dr., $485*; Rambler conv., $310. 

OLDSMOBILE—’55 (98) Holiday, $2,740* 
(ps); (88) Super Holiday, $2,600* (ps). 
"54 (98) Holiday, $2,300* (ps); 4-dr., 
$2,105* (ps), $2,100* (ps). 53 (88) Holi- 
day, $1,360* 4-dr., $1,330* (ps). ’52 (88) 
2-dr., $730. 50 (98) 4-dr., $425*, $300°. 

PLYMOUTH—’54 Belvedere 2-dr., $1,000*. 
53 Cranbrook Belvedere, $730; 4-dr., 
$610; Cambridge 4-dr., $540. '52 Cran- 
brook conv., $550. '51 Cambridge 2-dr., 
$385. '50 Special Deluxe 4-dr., $265. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
590*. '53 Chieftain (8) 4-dr., $970*, $715. 
’52 Chieftain (8) 2-dr., $680. °50 Silver 
Streak (8) Catalina, $485*, $415*. 

STUDEBAKER—’51 Champion 2-dr., $290*. 

ee Frazer Vagabond, 

4 4 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Sept. 8.) 
(Market surprisingly firm on clean 
units. Buyer’s activity exceptionally 
strong. Weather clear and sunny. Sold 
100 cars out of 132 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2,300* 
(ps). °54 Super Riviera 2-dr., $1,860*. 
"53 Special 2-dr., $990; 4-dr., $880. '52 
Special 4-dr., $800*; Super Riviera 2-dr., 
$750*. °51 Super conv., $615*. ‘50 Spe- 
cial 4-dr., $455*, $330. °49 Super conv., 
$270*; RM 2:dr., $160*. 
OHEVROLET—’'55 One-fifty (6) 2-dr., $1,- 
035. °53 Two-ten 4-dr., $885, $780; One- 
fifty 4-dr., $770; 2-dr., $735; Delivery 





Freel 





sedan, $435. ’52 SL Deluxe Bel Air, $810; cube * . 2, 

4-dr., ~ $580; SL Special 2-dr., TO THE WEATHER Ff GUIDE TO THE WEATHER 

$565. '51 SL Deluxe 2-dr., $565*; 4-dr., } 

$550, $405*. §395*; club’ coupe, $390, ' Folder tells how to forecast 

$400*; SL Special 2-dr., $435; FL De- eee weather. Write for a copy. 

$475, $256, G210; ar” $908; BL Ops. WOLF'S HEAD OIL REFINING CO.,Inc. ‘ 

cial '2-dr., $350; FL Deluxe 2-dr., $325. OIL CITY, PA. iL A 

Stal 3-de., S000; 7i. Debeap S-Or., SO. sew York cra. uy, WOLF’S HEAD MOTOR O ND LUBES 

FL Deluxe 4-dr., $270; 2-dr., $235. '47 ; 

SM 2-dr., $120. 100% Pure Pennsylvania — Scientifically Fortified Member, Penna. Grade Crude Oil Association 
YSLER—'50 Windsor 4-dr., $475*. 
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Arkansas Dealers Name 


Green Vice-President 
STRONG, Ark. — Milton Green, 
local Ford dealer, has been named 
first vice-president of the Arkansas 
Automobile Dealers Assn., succeed- 
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ing Russell Marks, Ej Dorado, who 
resigned. 

Green, completing his third year 
as a member of the board of direc- 
tors, hag been state chairman of 
the association’s public relations 
committee. 


RUTTEN, WELLING & COMPANY 
Certified Public Accountants 


ARE PLEASED TO ANNOUNCE THAT 


CHARLES V. COLLINS, C.P.A. 


A MEMBER OF OUR ORGANIZATION FOR A NUMBER OF YEARS 
HAS BEEN ADMITTED TO PARTNERSHIP 


SEPTEMBER 1, 


EARL G. RUTTEN, C.P.A. 
RALPH J. KLIBER, C.P.A. 
ANTHONY T. LAPENTA, C.P.A. 
NORBERT T. MADISON, C.P.A. 
BERNARD J. KUMMER, C.P.A. 


1030 DIME BUILDING 


CLETUS J. WELLING, C.P.A 
ALPHONSE T. STAEGER, C.P.A. 
ROBERT W. DUFFIELD, C.P.A. 
THOMAS H. WRIGHT, C.P.A. 
LINN A. WALTER, C.P.A. 


DETROIT 26, MICHIGAN 


WOODWARD 1-6820 





ECO 


REMOTE TIREFLATOR 
SAVES YOU TIME IN 
YOUR SHOP 


Used-Car Auction Prices 


(Continued from Page 51) 


Windsor conv., $430*. '50 Windsor 4-dr., 


$485. 

DeSOTO—’51 Custom 4-dr., $540. 

FORD—’55 Thunderbird, $2,980*; Fairlane 
(8) 2-dr., $1,785%; Custom (8) 4-dr., 
$1,565. °54 Crest (8) Victoria, $1,675*; 
Custom (8) 4-dr., $1,150; Main (8) 2- 
dr., 3 at $1,000. '53 Main (8) 2-dr., $745, 
$725; %-ton pickup, $660. ‘51 %-ton 
pickup, $585; Custom (8) 4-dr., $580*, 
$560, $530*; Deluxe (6) club coupe, $380. 
"50 Deluxe (8) club coupe, $395. '47 %- 
ton pickup, $310. '46 Custom (8) conv., 
$135, $115. 

HUDSON—’49 Commodore 4-dr., $165°. 
MERCURY — ’'55 Montclair Hardtop, §$2,- 
550°. '51 4-dr., $695*. '50 4-dr., $330°. 
NASH—’51 Rambler 2-dr., $385*, °49 2- 
dr., $185*, $120. 
OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
865*. ’°52 (88) Super conv., $1,035*, ’51 
(88) 2-dr., $840*, °50 (88) Holiday, 

$650*. 

PLYMOUTH—’55 Savoy (8) station wag- 
on, $1,860; Plaza (6) 2-dr., $1,470, ’47 
4-dr., $135, 

PONTIAO — ’51 Silver Streak (8) 2-dr., 
$480*. ’50 Silver Streak (8) conv., $510*; 
4-dr., $440°*. 

STUDEBAKER—’51 Champion 2-dr., $360*. 
50 Champion conv., $280; 2-dr., $235. 

WILLYS—’52 station wagon, $640. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Sept. 7.) 


| 


Convenient—Always Correct—ideal to 
meet new tubeless tires need for 
uniform all-around inflation. 


You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 

need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 

cost in most cases, and its convenience saves your workers valuable 
time. Ask your John Wood Representative for details. 


a 


and water service. 


ECO dependability is also available in 
Islander models handling air alone or air 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION e Muskegon, Mich. 


In Canada: 


Toronto © Montreal 


© Winnipeg 


® ‘Vancouver 


('64s still weak, Red hot on ’53s and 
older, Sold 78 cars out of 121 offerings.) 
BUICK—’55 Super 4-dr., $2,110*. 54 Super 
4-dr., $1,650*. '53 Super 4-dr., $1,100*. 
"62 Super 4-dr., $460*. ’°50 Special 2-dr., 

$220*. '49 Super 2-dr., $165°. 


CADILLAC—’54 (62) 4-dr., $3,160* (ps). 
53 (62) 4-dr., $1,725* (ps). °52 (62) 
4-dr., $1,640*. 

CHEVROLET—'55 Two-ten (8) 4-dr., $1,- 
535. '54 Two-ten 4-dr., $1,055. °53 Bel 
Air, 2-dr., $950*; Two-ten 4-dr., $770; 
One-fifty 2-dr., $695. "52 SL Deluxe 4- 
dr., $565, $550; One-fifty 4-dr., $445. 
"51 SL Deluxe 4-dr., $350, $335. '50 SL 
Deluxe 2-dr., $225, $220. '49 SL Deluxe 
2-dr., $185, $175. 

CHRYSLER—’53 Windsor 4-dr., $705*. '51 
Windsor 4-dr., $400*. 

DeSOTO—’52 Custom 4-dr., $575* (ps). 

DODGE—’53 Coronet 4-dr., $805*. '52 Cor- 
onet 4-dr., $525*. ‘51 Coronet 2-dr., 
$325*. ’°50 Coronet 2-dr., $300*. ’49 Cor- 
onet 4-dr., $215*. 

FORD—’55 Custom (8) 4-dr., $1,705. '54 
Custom (6) 4-dr., $1,110. '53 Custom (8) 
2-dr., $825*; Custom (6) 4-dr., $785*, 
$655*, $650, $485*. °52 Crest (8) Vic- 
toria, $780*; Custom (8) 4-dr., $570, 
$550. °51 Custom (8) 4-dr., $505, $500, 
$450, $415. '50 Custom (8) 2-dr., $420*, 
$400, $300; Deluxe (6) 4-dr., $275, $260. 
— (6) 4-dr., $265, $250, $220, 

MERCURY—’53 Custom 4-dr., $1,105*, ’51 
Custom 4-dr., $510*. ‘50 2-dr., $305*, 
$300, $270*. 

NASH — ’53 Statesman 4-dr., $790°*, °51 
Statesman 2-dr., $305*, '49 Statesman 
4-dr., $145°. 

OLDSMOBILE — '54 (98) 4-dr., $1,910* 


Champion Sends 
New Bulletin 
To Trade Schools 


TOLEDO. — The first of a new 
series of mailings to auto mechan- 
ics’ instructors in more than 700 
vocational high schools in the coun- 
try is being prepared by Champion 
Spark Plug Co. 

The first mailing consists of a 
technical bulletin prepared by the 
company’s technical and engineer- 
ing departments covering the lat- 
test aspects of ignition, timing and 
spark plugs as applied to modern 
auto engines. 

The bulletins, which are sent out 
periodically, supplement a basic kit 
composed of Champion’s engineer- 
ing manual, spark plug catalog and 
installation technique booklets, 
which are available to schools upon 
— to the company at Toledo 


Goodyear to Boost 


Synthetic Output 


AKRON. — Plans for a substan- 
tial expansion of the company’s 
synthetic rubber producing facili- 
ties at Houston, have been an- 
nounced here by P. W. Litchfield, 
board chairman of Goodyear Tire 
& Rubber Co. 

The Houston plant, recently ac- 
quired from the government, will 
be enlarged in two stages which 
will ultimately provide a 50 percent 
increase in capacity, he said. 

When the first stage is com- 
pleted, Litchfield stated, the ca- 
pacity of the plant will step up 25 
percent from its present annual rate 
of 137,500 tons to 170,000 tons, in- 
cluding oil—thus making it the 


| world’s largest producer of syn- 


thetic rubber. 

This part of the expansion pro- 
gram is expected to be completed 
and in operation in early 1957, at the 
time when forecasts indicate grow- 
ing world demand for raw rubber 
will be aproaching the statistical 
capacity limits of existing rubber 
plantations and synthetic plants, 
he said. 


U.S. Spring Now 


Rheem Automotive 


LOS ANGELES. — U. S. Spring 
& Bumper Co. has a new name— 
Rheem Automotive Co., a division 
of Rheem Mfg. Ca, 

W. S. Rheem II, vice-president 
and general manager of the parent 
organization, explained that the 
step was taken to clarify the rela- 
tionship of the two companies. 
Rheem Mfg. acquired the stock 
interests of U. S. Spring & Bumper 
early in 1954 and has operated it 
as a wholly owned subsidiary. 

Frank G. Fisher is vice-president 
and general manager of the divi- 
sion. David M. Diltz serves as vice- 
president-sales and O. W. Carrico 
as vice-president-manufacturing. 





(ps); (88) 4-dr., $1,630°, '54 (88) 4-dr., 
$1,630°. '53 (98) 4-dr., $1,460* (ps). '52 
(98) 4-dr., $900*, 51 (88) 4-dr., $700". 
PACKARD—’51 Deluxe 4-dr., $310*. 
PLYMOUTH—’54 Plaza 4-dr., $910°. ‘53 
Cranbrook 4-dr., $690, $650. °52 Cran- 
$360. °51 Cranbrook 2-dr, 
’50 Deluxe 4-dr., 2 at $295, $270, 


brook 4-dr., 
$360. 
$240. 


PONTIAC—’53 Chieftain (8) 4-dr., 
’51 Silver Streak (8) 4-dr., $395*. 


STUDEBAKER—’ 51 Champion 4-dr., $260°. 
50 Champion 2-dr., $200*. 


FARGO, N. D. 


(Tri-State Auction, Sale every Thursday. 
Prices are for sale of Sept. 8.) 


(Market very good on clean merchan- 
dise; rough units purchased at ridicu- 
lously low prices. Sold 62 cars out of 82 
offerings.) 

BUICK—’55 Century Riviera, $2,360*. °53 
Super 4-dr., $1,200*, °50 Special 4-dr., 
$475. 

CHEVROLET—’55 Two-ten (8) 4-dr., $1,- 
605. ’54 Bel Air 4-dr., $1,210*. ’53 Bel 
Air 4-dr., $850* (ps); Two-ten 4-dr., 
$845, $795*. °51 2-ton stake, $705; SL 
Deluxe 4-dr., $580*, $525, $425. 

CHRYSLER—’52 NY conv., $725*; 
sor 2-dr., $500. 


DeSOTO—’51 Custom 4-dr., $410*. 


DODGE—’53 Coronet 4-dr., $755*; %-ton 
pickup, $690*. ‘52 Coronet Diplomat, 
$600*. 

FORD—’54 Custom (8) 4-dr., $1,245*. °53 
Custom (8) 4-dr., $990*; 2-dr., $870. 52 
Custom (8) 4-dr., $785. ’51 2-ton stake, 
$670; Custom (8) 4-dr., $495, $450; De- 
luxe (8) 4-dr., $475; Deluxe (6) 4-dr., 
$300; Business coupe, $390. ’50 Custom 
(8) 4-dr., $365; coupe, $340; 2-dr., $320, 
$300. '49 Custom (8) 4-dr., $245; 2-dr., 
$170. 


KAISER—’51 Special 2-dr., $170. 
LINCOLN—’51 Cosmopolitan 4-dr., $425*. 


MERCURY—’54 Monterey Sun Valley, $1,- 
705*. 53 Custom 4-dr., $1,210*. 

NASH—’50 Statesman 4-dr., $155. 

OLDSMOBILE — ’54 (88) 4-dr., $1,755*. 
‘63 (88) 4-dr., $1,180*. °50 (88) 4-dr., 
$495°. 

PLYMOUTH — ’54 Plaza 4-dr., $935. ‘53 
Cambridge 4-dr., $705. ‘52 Cranbrook 
2-dr., $335; Cambridge club coupe, $285. 
$370. °50 Special 

*49 Special Deluxe 


$995*. 


Wind- 


’51 Cranbrook 4-dr., 
Deluxe 4-dr., $155. 
4-dr., $180. 
PONTIAC—’52 Chieftain (8) 4-dr., $635*, 
$570*. ’51 Silver Streak (8) 2-dr., $465. 
’49 Silver Streak (8) 4-dr., $370, $205*; 
2-dr., $225*; Silver Streak (6) 4-dr., 


$185. 

MISCELLANEOUS — ’'53 %-ton pickup, 
eee. ’46 International 1%-ton pickup, 
250. 


* * & 
— Auctions in Brief — 


WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Sept. 8). There was a good variety 
of both new and used cars here this week. 
Prices appeared to be steady with the re- 
sult that over 78 percent of the cars regis- 
tered were sold. 

+ 7 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Sept. 2). Sold 143 cars out of 219 
registered. 

7 * - 


SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (Sept. 7). The sale this week was 
full of surprises. Starting out slowly, it 
built up to a red hot tempo. Distant buyers 
kept coming in and the market kept get- 
ting firmer and firmer. All this in spite of 
rumors of bad market drops in various 
other places. Prices were strong on ‘’49s 
through °52s; fair on ’53s and ‘’54s and 
poor on ’55s. 

* * * 


ACTON, MASS. 

Concord Auto Auction, Inc, Sales every 
Friday and Tuesday. Prices are for sales 
of Sept. 2-6. Sold 372 units out of 527 
offerings. 


Chrysler Moves 
Gleeson to K. C. 


DETROIT. — Jack W. Gleeson 
has been appointed Kansas City 
regional manager for Chrysler 
division. 

Since March of this year, Gleeson 
had been on special assignment on 
the staff of Clare Briggs, sales vice- 
president. Prior 
to that, he had 
served as director 
of business man- 
agement for 
Chrysler since 
early 1953. 

Gleeson joined 
Chrysler Corp. in 


| 1942 when he ac- 
| cepted an execu- 


tive position in 


|the treasury de- 
| partment. He par- 


J. W. Gleeson 

ticipated in an extensive revision 
of the dealer accounting system 
there, and in July, 1950, was pro- 
moted to the position of district 
manager for Chrysler division. In 


| November, 1952, he was appointed 


Memphis regional manager, and 
then was named director of busi- 
ness management at the factory 
in 1953. Gleeson replaces Fred K. 
Dell, who has been named Los 
Angeles regional manager. 


Canadians Name Preston 

CHATHAM, Ont. — Lyle D. Pres- 
ton has been appointed genera! 
manager of the Automobile Dealers 
Assn. of Ontario, with headquar- 
ters here. 
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In Midst of Dealer Blitz... 


Found: Sure Way to Survive 


By L. H. Houck 
Staff Correspondent 

ST. JOSEPH, Mo.—It was the 
biggest and best looking automo- 
bile dealership in the area and it 
proclaimed itself as dealer for two 
of the top cars of the country. 

The service department was 
three times as big as the sales 
floor and it was equipped with 
modern equipment. 

When the owner was asked by 
AUTOMOTIVE NEws how his new-car 
business was doing, he said: “I 
don’t have to sell cars to make a 
living, to make a profit or to pay 
my overhead. 

“I don’t know where the gimmick 
and the giveaway war is going to 
end but I am certain after 35 years 
in the automobile business that the 
service dealer is the one who will 
be doing business after the others 
have gone broke.” 

In his location, he said, there 
aren’t enough new customers to 
keep a business going—a dealership 
has to operate on repeat business. 
New cars are sold competitively, 
as are used cars, but there are no 
giveaways and no gimmicks and 
the customer that insists on having 
them just can’t make a deal. 

His service absorption has been 
more than 100 percent every 
month this year except two—and 
it was around 80 percent those 
two months. It has been as high 
as 130 percent. 

Service and the importance of 
good service to protect the invest- 
ment in a new or used car is 
stressed. He tells customers that 
today’s automobile cannot be prop- 
erly serviced without special equip- 
ment and trained men and he 
insists on having both. 

He also stressed labor-saving 
equipment so that the job can be 


Ohio Chief Backs Down 
On Axle-Tax Ultimatum 


COLUMBUS, O. — Ohio Gov. 
Frank J. Lausche still is standing 
firm in support of his truck axle 
tax, although he’s had to backtrack 
on his ultimatum to 20 states with 
which Ohio has highway reciproc- 
ity agreements. 

The controversial ‘axle tax, in 
effect since 1953, charges trucks 
with three or more axles a rate of 
% to 2% cents a mile while travel- 
ing in Ohio. The state has been 
collecting about $14 million a year 
from the tax, with the receipts go- 
ing to highway funds. 

The squabble over the reci- 

procity agreements began after 
the Ohio Supreme Court ruled 
that the axle tax was covered by 
the pacts and ordered Ohio to 
refund more than a million dol- 
lars in assessments to Michigan 
truckers. The suit was brought 
by Interstate Motor Freight Sys- 
tem, of Grand Rapids, Mich. 

Lausche then requested the 20 
reciprocating states to amend their 

az-eements to exempt the tax. He 
said he would cancel the pacts un- 
less they complied by Sept. 9, but he 
withdrew the threat. 

Crincellation of reciprocity would 
have meant that any trucker or 
tourist traveling outside his home 
state could be forced to pay the 
full vehicle license fee in any state 
he entered. 

But Lausche’s plea did earn some 
support for the Ohio tax. Six of the 
20 states have notified him that it 
is all right to tax their trucks. 
They are Rhode Island, Texas, New 
Mexico, North Carolina, Missouri 
and Kentucky. 

The governor said Texas and 
Rhode Island have signed 
amended agreements and the 
other four have indicated they 
have no objection. 

Indiana, Illinois, Iowa, Michigan 
and Nebraska have refused to 
modify the pacts. 

States not heard from late last 
week were Alabama, Delaware, 
Florida, Georgia, Louisiana, Mis- 
sissippi, Oklahoma, Pennsylvania 
and West Virginia. 

Many of these states are mem- 
bers of District Three of the Amer- 
ican Assn. of Motor Vehicle Admin- 
istraters which has condemned 
Ohio’s efforts to collect the tax. By 


done quickly and at minimum cost 
to the customer. Regardless of the 
make of car that comes into the 
service department, each employe 
strives to satisfy this customer and 
make a repeat customer out of him. 

Fifty percent of the new-car cus- 
tomers come from service custom- 
ers and slightly more service 
customers buy used car. 

A customer may go elsewhere, 
for instance, and buy a new car 
but sooner or later he will come 
to this dealer for service. Out of 
all who do this, 90 percent repeat 
and 50 percent buy their next car 
from him. 

Conversely, service is sold to the 
new buyer of a new or used car. 
A new buyer is one who is neither 
a@ service customer nor a car cus- 
tomer. He is urged to try this 
dealer’s service department for 
every need, no matter how trivial. 
The result of this planned selling 
of service is that more than 60 
percent of such customers become 
regular service customers. 

Every customer is told that his 
ear needs this specialized service 
and that service is not a fad that 
is passing out of the picture—as 
some car owners have been told. 
The customer is told that today’s 
automobile needs service just as 
much as cars of other years—that 
it is a complex mechanism that 
requires the services of trained 
mechanics and special equipment 
and that if the customer will follow 
their advice they will get the proper 
performance and the life expectancy 
that has been built into the car, 
plus a lot of repair work and serv- 
ice absolutely free. 

How can it be free? Here is 

one example: If a person installed 


































































a 7-to-1 vote, the group adopted a 
resolution saying the Ohio tax in- 
terferes with “the free flow of com- 
merce.” It urged that the states 
represented refuse to amend the 
reciprocity pacts. 

District Three includes 12 mid- 
west states and the Canadian 
Province of Alberta. Ten south- 
ern states also adopted a resolu- 
tion opposing the levy recently. 

Meanwhile, Ohio is stopping Mis- 
souri trucks whose owners have 
refused to pay fees levied by the 
Ohio Public Utilities Commission. 
The action is in retaliation against 
Missouri's cancellation of the auto- 
mobile reciprocity fee agreement 
Jan. 1, 1954. 

It is said that only two trucking 
companies from Missouri are in- 
volved. Officials say the axle tax 
is not involved in the Missouri case. 
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Miss Anti-Freeze— 


Helen Olson, reelected Miss Anti-Freeze 
by the nation's Zerone-Zerex jobbers and 
dealers, is looking over profit - making 
ideas in the DuPont Cooling System Man- 
val. During Anti-Freeze Week (Oct. 17-22), 
sponsored by DuPont, Miss Anti-Freeze, 
along with service station and garage 
owners and operators, will urge motorists 
to have their cars winterized early. 


whole program promotes confidence 
in the dealership and it becomes 
a place where people send their 
friends who are having car difficul- 
ties. 


competition, volume dealer compe- 
tition, 
tradein competition cannot affect 
the important fact that this dealer- 
ship is a going institution. 


mem 
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Palmers Buy Huddleston 
Huddleston Motor Co. (Stude-| dleston and Rowan Anderson to . 
baker-Packard-Willys), Cookeville,|; Mack Palmer and George Palmer, 
Tenn., has been sold by Hugh Hud-| Baxter, Tenn. 


new sparkplugs at 10,000 miles, 
regardless of condition, the sub- 
sequent savings in gasoline will 
more than pay for the cost. 

Since these things work out, the 


Vc Ti hme) 
CLEAN a 
COOLING 
SYSTEM? 


Just Hook up a TRIPPE 
Unit to the Filler Neck, 


WALK AWAY! 
In 30 or 40 Minutes the ENTIRE 
Cooling System Will Be as Clean 
as a Whistle. 
* No Hoses to Disconnect e A Satisfied Customer and a 
e A Few Minutes Labor Time Handsome Profit 


For Immediate Information Wire or Write Today! 


The vagaries of auto selling, gyp 


no downpayment and big 


Berry Opens Third Deal 


Berl Berry, Inc., has opened a 
Lincoln-Mercury dealership in 
leased quarters formerly occupied 
by O. D. Moffett Co. in Kansas 
City. Donald E. Larson is vice- 
president and general manager of 
the new firm, the third Berry out- 
let in the area. 


TRIPPE MANUFACTURING CO. 
218-B N. Jefferson St., Chicago 6, Ill. 





YOUR SERVICE ABSORPTION 


Here’s a plan that costs you nothing! 






Today’s National Average on Service Absorption is running UNDER 55%. 
Why? 
The following figures show the reason: 


New Car Service handled by Competitors 
(Other than New Car Dealers) 






Lubrication .....82% 
Minor Repairs .. 78% 
Major Repairs .. 60% 








This business should be your business. You sold them the cars. Let’s act now 
to make sure that YOUR NEW CAR BUYERS become YOUR SERVICE 
CUSTOMERS. Macmillan is ready now to help you tie these customers to 
your Service Department. 


HERE’S HOW YOU SCORE WITH THE MACMILLAN 
AUTOMOBILE REPAIR POLICY PROGRAM 







A much greater percentage of your new car buyers become steady, 
profitable service customers. 


Your service personnel see these customers every 1,000 to 1,250 miles, 
or every 30 days, gaining their friendship and respect. This always 
pays off in an increase of service items per job ticket. 







The plan goes over big with new car prospects—helps salesmen with 
the close. 


The customer returns again and again. Your salesmen can keep in 
contact—right up to the time he becomes a natural new car prospect 
once more! 


You buy nothing, pay nothing. All costs are borne by Macmillan and 
its Distributors. 


ACT TODAY! 


Call your Macmillan Distributor for full details, or mail coupon. 

















UNLESS YOUR SERVICE ABSORPTION 1S SATISFACTORY YOU SHOULD 
MAIL THIS COUPON NOW 





To Macmillan Petroleum Corporation, 
530 West Sixth Street, Los Angeles 14, Calif. 





Please rush full details of the Macmillan Automobile Repair Policy 
Program. I understand that this is a plan to increase my Service 
Absorption, and that costs of the plan are borne by you. (PLEASE 
PRINT CLEARLY) 











FIRM ox : ‘ 
MACMILLAN RING-FREE® STREET s ; i 
XTRA HEAVY DUTY 
MOTOR OIL TOWN ZONE STATE 


THIS COUPON IS A REQUEST FOR INFORMATION ONLY—THE 
WRITER IS NOT OBLIGATED. WHAT CAN YOU LOSE? 


8 eee eas ee es ee es es eh nn el el i i eee eae 


The only nationally distributed oil guaran- 
teed to prevent hydraulic valve lifters from 
sticking and reduce engine ping. 
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MR. AUTO DEALER: 


HERE’S HOW TO INCREASE 
YOUR SALES 


Give a two weeks vacation in Fabulous PALM BEACH, FLORIDA with 
every car you sell and WATCH THOSE '55s MOVE. 


ONLY $99.00 for two 
until December 15th. 


Why not use these trips as incentives for your sales contests? 


SEA BREEZE 


2770 South Ocean Boulevard 
ON THE OCEAN 


PALM BEACH, 
FLORIDA 





AUTOMOTIVE NEWS, SEPTEMBER 19, 1955 


In the Letterbox 


(Continued from Page 12) 


cle Safety Check program and the 
Chrysler-sponsored safety check. 


All these articles reveal that in 
dealing with safety the emphasis 
is concentrated on how to mini- 
mize death and injury when and 
after the automobile accident oc- 
curs. Such recommendations as 
installation of safety belts, detach- 
able windshields, padded panels 
and safe-catch doors, however com- 
mendable, still are predicated on 
reducing the effect of the accident, 
and the only absolute assurance 
against death or injury lies in pre- 
venting the accident from happen- 
ing. 

it any other machine in the 
world had such a continuing record 
of killing and injuring its opera- 
tors and others, would there not be 
an overwhelming demand that it be 
made safe to operate? 

If the electric toaster used in 
kitchens were involved in accidents 
killing and injuring hundreds of 
thousands, would we blame the 
operators, demand passage of laws 
requiring use of safety gloves and 
organize squads of police to regu- 
late users of the toasters? Or would 
we call on the manufacturers to 
make the machine itself safe to 
use? 

If the automobile accident prob- 
lem is ever to be solved, the auto- 


THE EASIEST WAY 


a 


\ 


\ 


ms 


TO MAKE MONEY 
YOU EVER SAW 





mobile must be seen in its true 
light as a machine like any other 
machine that is the product of 
man’s invention and labor. This 
fact was brought out at the Con- 
ference of the Medical Profession 
held recently at McGill University 
in Montreal, at which the automo- 
bile was called a lethal weapon and 
the great plague of the mechanized 
age. 

The automobile must be subjected 
to constructive analysis just as 
much as every other accident fac- 
tor. That analysis must get to the 
heart of the problem and be aimed 
at making the machine, as far as 
possible, accident-proof. 


Not a single passenger-carrying 
automobile anywhere in the world 
today becomes a moving vehicle 
unless and until the person behind 
the wheel, by virtue of what he sees 
with his own two eyes, decides it 
is feasible to set the car in motion. 
Although safe driving is obviously 
dependent on the driver’s physical 
ability to see the road and its un- 
predictable hazards, today’s cars 


are so built that the driver is 


robbed of his view of the road close 
up ahead and at the sides. The eyes 


of every surviving species from the 
beginning of time have been in 


front until that deadly blunderbus, 


the automobile, leads people into 
| accepting a violation of natural 


| law. 


You may get into your car, start 


up and run over your own or your 


neighbor’s five-year-old child play- 


ing unseen and unseeable in front 
'of the radiator and before your car 


| has gone its own length. 


The engine of today’s motor car 


is located over the front wheels 
where it makes the car front-end- 
heavy and prone to skid. The car- 
bon-monoxide generating engine is 
located as far as possible from the 


| wheels it has to turn, as nearly as 
| possible under the operator’s nose, 


and its noxious fumes pollute the 


| will break 30 percent of the dealers 
within the next six months. 

“A United Press article of Aug. 
9 states that the Federal Reserve 
Board officials said they had no 
control over credit at this time. It 
may be true, but the President 
could call a special session of Con- 
gress to help two disasters; the 
flood which already exists and the 
one which is going to overtake the 
automobile industry if Regulation 
W or some similar regulation is 
not revived. 

“The manufacturers, dealers and 
our finance companies cannot con- 
trol this situation because they 
cannot or will not work together 
Therefore, it is up to the Govern- 
ment to step in and tell us how 
to run our business, which is a sad 
state of affairs when our business 
is the top business in America. 

“In view of these evident circum- 
stances, I beg of you, if it is within 
your power, to do something that 
will release us from General Mo- 
tors’ fast-growing monopoly.- 
Georacia DEALER. 


Eprror’s Note: We are reprint- 
ing this letter since it reflects the 
feeling of some dealers on credit 
controls. However, we feel that 
there is a misunderstanding re- 
garding GMAC terms. GM dealers 
have told us that GMAC is too 
conservative, making it necessary 
for them to place their “loose” 
paper elsewhere. 

+ 


Florida Law 


In a story on Page 26 of AuToMo- 
tive News, issue of July 11, 1955, 
you quoted a statement out of Mi- 
ami to the effect that the Florida 
Supreme Court ruled that Florida 
used-car dealers are not protected 
against unrecorded liens. Such is 
not the case and I have been ques- 
tioned several times lately about 
the situation as a result of the 
story by both new and used-car 
dealers. 

Enclosed is copy of our news- 
letter of Aug. 20 and on Page 3 
you will find the facts as they stand 
today. There has been no Supreme 
Court decision that would invali- 
date Section 319.27, subsection (f), 
Florida Statutes, 1953—ArcH Liv- 
INGSTON, executive secretary, Flor- 


* * 


ida Used Car Dealers Assn. 


Eprror’s Note: The newsletter 
says the section involved is to the 
effect that any Florida dealer 
purchasing an out-of-state car 
would be deemed to be an inno- 
cent purchaser for value if he 
procures from the owner a sworn 
statement that the car was free 
from liens and also obtains a 
telegram or statement in writing 
from the lien authority in the 
state of registration that no liens 
exist. : 

It was emphasized that both a 
statement from the owner and 
an inquiry to the lien authority 
are required to qualify as an in- 
nocent purchaser. 


ADVERTISEMENT 


SAY, WHO 
has the big new 


CLASLIC 
tor 
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| air at ankle height where they are 
| most liable to harm pedestrians and 
| fellow drivers, and contribute to 
| smog. Low headlights, moreover, 
| are so placed as to throw a blind- 
jing glare into the eyes of oncom- 
jing drivers, at the same time fail 
| to illuminate the overhanging tail- 
| board of trucks. 


If the automobile accident prob- 
lem is ever going to be solved the 
only way to do so is to get the 
manufacturers to design, build and 
make available driver-in-front, en- 
gine-in-rear passenger automobiles. 
—ArtTHUR W. Srevens, President, 

Automobile Safety Assn., Boston. 


Wants Reg. W 


| Here is a copy of a letter which| 
|we sent to the Secretary of the 
| Treasury: 

“I am very much concerned about 
the condition which the automobile 
business has grown into due to the 
unsound business and unethical 
methods being used in financing 
sales. 
| “We are among the small dealers 

of a manufacturer who has no 
finance company of its own such as 
General Motors Acceptance Corp., 
therefore, we cannot compete with 
General Motors dealers who are 
selling new cars with as little as 
10 percent down and three to four 
years to pay the balance. 

“Our financing company will not 
handle a new car deal for less than 
one-third down and 24 months 
terms unless it is a gilt edge credit, 
then they will go for 30 percent 
down and 30 months. On 1953 and 
54 cars, one-third down—24 months; 
1951 and ’52s, one-third down and 
18 months; and all others one-third 
down and 12 months, advancing the 
National Automobile Dealers Assn. 
Used Car Guide Book loan value. 

“T am sure that the dealers! 
throughout the country will appre-| 
ciate your telling us how, if you) 
have the answer, to combat such 
unethical business principles being 
used by some manufacturers and 
their dealers. 

“The writer has talked to quite 
a few dealers during the last week 
and it seems to be an unbiased 
opinion that if the powers that be 
let this rat race between Chevro- 
let and Ford dealers, who have the 2168 W. 
money to participate, continue, it 4 








100 Feet of 48-12” x 18” Pennants 
All-Weather Durafiim Only 
refunded if not satisfied. 
MYRLO COMPANY 
25th, Cleveland 13, Ohio, dept. N 
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Likened to FHA Home Loans... 


Lengthy Auto Credit Defended 


By L. H. Houck 
Staff Correspondent 


JEFFERSON CITY, Mo. — Easy 
credit, with microscopic downpay- 


. ments and years to pay, plus the 


anxiety about the nation’s credit 
structure shown by the Federal 
Reserve System, has focused more 
attention on the subject today than 
at any other time in the history of 
installment financing. 

Much of the criticism seems 
slanted at terms of 36 months and 
more, and the lamentable fact that 
the automobile pledged as security 
may not be worth the balance 
owed. In other words the deprecia- 
tion of the car will be faster than 
the customer acquires equity. 

At the same time United Bank 
and Trust Co., a well-established 

old-line St. Louis bank, adver- 
tises terms of up to 36 months 
on any car. 

It may be that 36-month financ- 
ing is here to stay. This reporter 
talked with an FHA official about 
its experience with 36-month fi- 
nancing and, while there is not the 
same problem of depreciation, FHA 
officials do not have the same con- 
cern over burdening a buyer with 
the cost of borrowing for three 
years. 

The cost of an auto loan and a 
FHA loan for a home improvement 
under the Title I deal, is about the 
same. 

One dealer said that his chief 
objection to three-year deals is that 
it puts the customer out of the buy- 
ing picture for three years. He has 
a lot of company since a great 
many dealers and finance com- 
panies think this way. 

Another dealer said that he would 
rather have a customer signed to 
a three-year contract at monthly 
payments he can afford than to 
have him tied to an 18-month con- 
tract which would either put the 
customer in money trouble or cause 
a repossession. 

This dealer also disagreed with 
those who say the buyer has been 
eliminated from the market for 
three years. He said the buyer 
can trade any time he wants to 
and is especially set up for being 
up-traded to a higher priced car. 

He pointed out that the customer 
may have but little equity the first 

year but that in the second and 
- years the depreciation levels 
off. 

He cited an instance where a 
balance after a tradein was set up 
for three years at $2,600 including 
financing and insurance, with pay- 
ments of about $72 per month. 

At the end of 20 months the 
buyer has paid off $1,440 and owes 
a balance of $1,160 and at 24 months 


ADVERTISEMENT 








End Company Xmas 
Gift Problems the 
“Select-A-Gift" Way 


. - Customers and Employees Select 
The Gift They Want. 


- . . You Pick The Price Range—Five 
Groups .. . $6.62 to $47.25. 


Stop worrying if they have one... 
if they want one . . . what size or 
color. Pick your price range and we 
mail, or you give, a beautiful com- 
bination Christmas Card - Gift 
Folder to each person on your list. 
Folder is personalized with your 
name, and/or your company’s, and 
illustrates as many as 24 of Amer- 
ica’s most-wanted, nationally-adver- 
tised gifts. Recipient tells us the 
gift he wants FROM YOU; we ship 
it to his home. 


Cost of Gift Covers Everything 


We handle mailing, packing, ship- 
Ping, all details. You give more be- 
cause your COMPLETE COSTS 
average 25% less than regular retail 
prices of the gifts alone. “Select-A- 
Gift” is used and endorsed by hun- 
dreds of leading companies. Write 
to Dept. AN for free folders .. . 
complete details. 


SELECT-A-GIFT 
Division of 
Maritz Sales Builders 


4200 Forest Park Boulevard 
St. Lovis 8, Missouri 





be will have paid $1,728 and owe a 
balance of $872. 

This customer, the dealer said, if 
properly sold a new car, doesn’t 
want to trade before 20 months, 
and at that period a car of his type 
is selling for considerably more at 
wholesale auctions. 

“For example, right now,” the 
dealer said, a ’53 Chrysler sells 
for $1,300, a ’53 Olds $1,375 and 
these cars are almost 30 months 
old instead of 20 months.” 


Another dealer pointed out that 
a lot of buyers who have reliable 
incomes, own a good equity in a 
home, have a number of appliances 
on time and possibly an FHA home 
improvement loan are more inter- 
ested in getting a new and modern 
car to replace an old one at terms 
they can afford and still make most 
of their other payments, than in 
the ups and downs of the used-car 
market. 

They expect to keep and use the 
car from two to three years before 
they become interested in trading. 

This dealer said that if the FHA 
has made such a success of three- 
year loans there can’t be too much 
wrong with selling automobiles for 
three years, unless the customer is 
led to believe that it doesn’t cost 
any more to borrow for three years 
than it does for two. 

In talking with bankers and 
finance company Officials, it is 
found that they are always inter- 
ested in getting their money back 
as quickly as possible. It is some- 
what of a paradox that a bank will 
be anxious to make a loan but im- 
mediately after it is made wants 
its money back—not satisfied to let 
it ride and collect the interest. 

While it seems that way, one 
banker said, the bank is actually 
interested in getting its payment 
exactly on time so it can loan the 
money out again. If you have a 
loan and you are in arrears, you 
are using that much of the bank’s 
money for nothing. That’s the 
rub. 

The same goes for the finance 
companies and both institutions are 
very properly most concerned about 
two things—collateral and the earn- 
ing ability of the borrower. 

Good faces don’t make much col- 
lateral anymore and less depends 
on character than in the earlier 
days of banking and financing. 





and they loaned only on used cars 
and not more than $800, was to set 


up a comprehensive loan which | 


included a mortgage on the car, on 
the furniture and everything else 
the borrower owned. 

Not only is it considered good | 
business in almost all financial cir- | 
cles to borrow for 36 months under 
the FHA provisions, but the bor- 

|rower can have more than one 
| three-year FHA loan. 

| There is at least one individual 
| who has five FHA loans which cir- 
}cumvent all of the ideal maximum 


One finance company official said 
their aim when they made a loan, | 





limits on this brand of financing. 
Another thing recognized by 
the FHA is that only a small per- | 
cent of those who borrow money | 
under its plans, know that their | 
loan is insured by the FHA. 
It is possible that borrowers | 
could be found who are obligated | 
on several FHA loans and may not | 
know. they have any. In recent | 
months there has been some at- 
tempt at plugging such loopholes. | 


Trouble starts when the FHA| 
has to make good on its guarantee 
and has to pick up the loan at the 
bank. The bank takes no chances 
and neither does the seller of goods 
or materials who is paid from the | 
proceeds and who helped engineer 
the deals. 

Once a borrower is on the list 
which requires direct payment to 
the FHA, he cannot borrow under 
FHA terms until he has paid up 
the loan ‘including interest at 6) 
percent. 

But once the balance hag been 
liquidated directly to FHA, includ- 
ing interest, the slate is wiped clean 
and the borrower is again eligible 
for FHA financing. With a “slow 
pay” or a repossession record with 
banks and finance companies he 
would have some trouble reestab- 
lishing credit. 

Another point is that the FHA, 
when it has to make collections 
directly from a defaulting bor- 





rower, usually informs the _ bor- 
rower that whatever he owns is 
subject to court execution. He is 
subject to suit, executions against 
real and personal property and 
garnishee actions against wages. 

In this phase the government 
has no better claim than an auto 
dealer who can exercise the same 
privileges if he wants to go to 
court. 

So the FHA has only one advan- 
tage over the auto dealer and that 
is that the statute of limitations 
does not apply to government 
claims. But the auto dealer is pro- 
tected substantially here because 

(Continued on Page 61, Col. 1) 


Grease Institute 
Sets Program for 
Chicago Meeting 


KANSAS CITY.— The program 
of the National Lubricating Grease 
Institute’s convention in Chicago, 
Oct. 31-Nov. 2, has been completed, 
according to W. M. Murray, vice- 
president and convention chairman. 

The opening session will hear 
Maj. Gen. Frank D. Merrill (Ret.) 
of Merrill’s Raiders fame. Now 
New Hampshire commissioner of 
public works and highways, Mer- 
rill’s topic will be “U.S. Needs 
Highways for Survival.” 


Other subjects will include: 
Lubricating greases for modern 
farm machinery, flow properties of 
lubricating greases, comparison of 
grease bleeding tests with field 
storage, anti-oxidants for greases, 
high temperature ultra-high-speed 
grease lubrication and picker lube 
payoff. 
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Car Dealers Boom Service Sales with 


AMALIE MOTOR OIL 


LER Inc 
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Here’s how AMALIE Pennsylvania Oil puts you dollars ahead as a 
Bonded Mileage Car Dealer. You can guarantee the lubricated engine 
and chassis parts of your new cars for 30,000 miles. The Bond is in 
your name, but AMALIE pays for the repairs it covers. Bonded 
Mileage brings your customers back for lubrication and service, 
increases your lubricant sales, builds your Service Profits, keeps you 
in touch for future new-car sales. 


AMALIE gives you a complete Line—top-quality 


AMALIE DIVISION 


Refineries: Franklin and Petrolia, Pa. 


Pennsylvania Oils, Greases and Lubes, the new 
AMALIE 1-2-3 Premium Oil, and the outstanding 
NMP (No Melting Point) Lubricant for heavy duty 
service. 

Boost YOUR profits with Amalie’s Bonded Mileage 
Program. Write for details TODAY! 


L. SONNEBORN SONS, INC., Franklin, Pa. 
In the Southwest: SONNEBORN BROS., INC., Dallas, Texas 


Member Pennsylvania Grade Crude Oil Ass‘n, Permit No. 12 
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Destroy Public Confidence .. . 





‘Scare Ads’ Hurting Dealers 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — One of the 
greatest assets a firm or a busi- 
ness can have, experts will tell you, 
is public confidence. 

This is particularly true in the 
automobile business, dealers say, 
because so many purchasers know 
little or nothing about the “innards” 
of a modern car and must depend 
upon the integrity of the dealer. 

Yet, a glance at the advertising 
headlines in the classified section 
of almost any metropolitan daily 
will reveal the startling fact that 
some automobile dealers now are 
busily engaged in destroying this 
valuable and hard-won confidence 
about as fast as they know how 
to do it! 

Here are a few sample “scare 
heads” from San Antonio news- 
papers—each of which headed at 
least a half- page advertisement, 
with some heading full pages: 

“We're cooking up the biggest 
deal in town!” 

“The greatest Ford sale in San 
Antonio history!” 

“We will not be outsold by any- 


” 


one! 

“$500 cash to you! Yes—we will 
give you five brand-new $100 bills 
with the purchase of a 1955 Pon- 
tiac!” 

And here’s a heading that may 
contain much more truth than ad- 
vertising poetry: 

“Factory demands decks cleared!” 

What does the “man on his feet” 
think when he is confronted with 
advertising like this? 

What CAN he think, many 
dealers ask, except that, under 


2 Copper Plants, 
Socked by Flood, 


Back in Operation 


NEW YORK.—A survey by the 
Copper and Brass Research Assn. 
reveals two of its flood-damaged 
member companies are back in par- 
tial production and that three others 
expect to be in partial production 
within two weeks. All the firms are 
in Connecticut. 

Waterville division of Scovill Mfg. 
Co. and Thinsheet Metals Co., both 
of Waterbury, have resumed par- 
tial operation and are making some 
shipments. 

Nearly ready to resume are 
American Brass Co., of Waterbury; 
Phospor Bronze Corp., of Seymour, 
and Plume & Atwood Mfg. Co., of 
Thomaston. Plume & Atwood em- 
phasized that it is not planning to 
liquidate as has been rumored. 

Four firms were unable to esti- 
mate when operations will be re- 
sumed, but all said rehabilitation 
was on or ahead of schedule. They 
are: Chase Brass & Copper Co., 
Inc.; Waterbury Rolling Mills, Inc., 
and A. H. Wells & Co., all of Wat- 
erbury, and New Haven Copper 
Co., of Seymour. 


43 Makes Share Stage 
At Pacific Auto Show 


OAKLAND, Calif. — The Pacific 
International Auto Show will open 
in the Oakland Exposition Bldg. 
Oct. 29 for a one-week run. 

M. L. Slonaker, show director, 
said most of the 1956 models will 
be ready for display by that time, 
and will be joined by many foreign 
makes. Forty-three makes wil] be 
shown, Slonaker said. 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


factory pressure, dealers are des- 
perate to make any kind of sale 
they can; that this is, most em- 
phatically, a buyer’s market and 
that he can trade in his 1946 
Chevrolet for what he paid for 
it—if not “five $100 bills to boot”? 


Not only does this sort of adver- 
tising—and many old and estab- 
lished dealerships who ought to 
know better seem to have caught 
the fever—destroy any chance of a 
seller’s market, but it also destroys 
any confidence the public may have 
in his individual dealer—and the 
automobile industry as a whole. 


The automobile driver is not a 
fool. 

He knows what’s going on in 
the business world and that there 
is a production war between Ford 
and General Motors that may cre- 
ate even more competition among 
dealers and force even lower down- 
payments and wider terms of pay- 
ment. 

He knows that if he “shops 
around,” eventually he will find 
a@ dealer who will take him up on 
his own terms. 


And will he have any respect for 
that dealer? Or feel any confidence 
in him? 


Dealers say he will not. 


They fear the buyer will be 
weaned away from the dealer who 
has been selling him cars for the 
last five, 10 or maybe 15 years, and 
soon will be “conditioned” to trad- 
ing wherever he can get the best 
terms. 

In the end, they’re afraid his 
confidence in any dealer will be de- 
stroyed and his confidence in the 
new-car business will sink to a low 
level. 

Dealers who, under factory pres- 
sure, now are engaging in such 
“scare-head” advertising, may be 
getting some immediate business— 


but it is a safe bet such business ; 


already is diminishing in volume. 

For, more and more, prospec- 
tive buyers will be inclined to 
wait and see if they can’t get 
even better terms. 

In the meantime, such dealers 
are destroying that public confi- 
dence which gives the dealer his 
most profitable trade—repeat busi- 
ness based on satisfactory service. 

In sharp contrast to the “scare 
heads” used by so many San An- 


tonio firms is this heading from &| rite 


half - page advertisement recently 
used by the Jordan Motor Co., big 
Ford dealership: 

“Confidence guides you to Jor- 
dan’s. Satisfaction brings you back. 
No hidden charges. No gimmicks. 
No high interest.” 

Perhaps it is a futile attempt 


Chrysler Reports 


28 Race Victories 


DETROIT. — Chrysler division 
has reported that its cars have won 
28 U.S. stock car races of 100 miles 
and over. It claimed this was al- 
most three times as many AAA 
and NASCAR championship vic- 
tories as won by any other U. S. 
automobile. 

The latest win was by a Chrysler 
300 at Milwaukee, Aug. 31, driven 
by Tony Bettenhausen in the 100- 
mile AAA race, Chrysler said. This, 
the division said, brought the AAA 
total to nine. The other 19 wins 
were in NASCAR races. 

Chrysler also reported that its 
“batting average” among 14 differ- 
ent autos entered in NASCAR races 
was .438. Chrysler said its closest 
competitor held a .280 rating. 


AM. MOTORS 
TOTAL 


to stem the tide of factory-pres- 

sure—inspired scare-head adver- 
tising, but at least it is ‘an effort 

in the right direction. 

And if more dealers would stop 
and think of the place public con- 
fidence occupies in their business— 
as well as in the automobile busi- 
ness as a whole—a runaway buy- 
er’s market might, in some meas- 
ure, be checkmated or avoided. 

As it is, dealers fear it may take 
the industry years to rebuild the 
confidence lost in one hectic scare- 
head year. 
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Mapping Studebaker Driveaway— 


Studebaker dealers and salesmen hold a Minneapolis sales zone meeting before 
participating in the company’s nation-wide truck driveaway. Held in Milwaukee, the 
driveaway featured a day of entertainment, including attendance at a baseball game. 
Events of this type have pushed Studebaker’s 1955 truck production 56.3 percent 
above 1954, compared with an industry average of 15.3, according to M. M. Scovill, 


Minneapolis zone manager. 


Current Prices on New Cars 


The following advertised - delivered 

prices include the retail list price sug- 

factory, provisions for 

and suggested delivery 

. They do not cover 

transportation costs, state and local 

taxes, optional i aa or any other 

charges that may be passed on to the 
retail buyer. 

BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
5¥U.17; 4-dr., stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., §$2,- 
600.56; 4-dr., hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 

CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — conv., $6,285.96. (Hydra-Matic 
standard.) 

CHEVROLET — (Prices are for 6 - cyl. 
em for V-8, add $99.)—One-Fifty—4- 
dr. $1,728; 2-dr. sed., $1,685; utility 
sed., on ‘593: 2-dr. stat. wag., $2,030. Two- 
Ten—4- dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835: hardtop epe., $1,959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
99; V-8 conv., $2,934. (Powerglide op- 
tional at $178. 35. ) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. bs 
— 4-dr. sed., 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. a. $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet v-8 
— 4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 —4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 


$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline — 4-dr. sed., 
$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2, 094. 76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, §$2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3, 234. 30. (Fordomatic optional at $178.20 
= conventional models, $215 on Thunder- 

ird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4-dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramtic on V-8s at $199.) 

IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN—Capri — 4-dr. sed., $4,157; 
hardtop cpe., $4,064.50. Premiere — 4-dr. 
sed. and hardtop cpe., $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard on all models.) 

MERCURY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport. cpe., 
$2, 341: stat. wag., $2,685.50. Monterey— 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Montelair——4-dr. sed.. 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional at $189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2- dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
“——. is LK. at with —) 

88 — 4-dr. sed., 
ga30n 00, "Gan sed., a 2. 296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 





436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178. 35.) 

PACKARD — Clipper Deluxe—4-dr. sed. 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V8- 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,082; 2-dr. sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., Rn 425. (PowerFlite op- 
tional at $178.30. 

PONTIAC — batetinn 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4- dr. sed., $2, 455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed., $1,695; 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
$1,869. Custom —4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag. $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regal 
— 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe — 4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, . $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
mative Drive optional at $216 on Champion 
= at $226.50 on Commander and Presi- 
lent.) 

WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 





New Commercial Car Registrations, 


One State for August, 1955-1954. 


Truck registrations by states 
are released here weekly, as 
compiled by R. L, Polk repre- 
sentatives in state capitals. 
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~The information contained in this report has been compiled from official state documents, Every reasonable precaution has been 
— to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
. L, Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R, L. Polk & Co. 


New Passenger Car Registrations, One State for August, 1955-1954 
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Auto Markets 





(Continued from Page 14) 


represented a slight gain over July’s 
total of 2,866 and brought the year’s 
count to 22,974. 

Registrations of new trucks, how- 
ever, dropped to 209 in August from 
246 in July. The eight-month total 
is 1,561. 

Following Chevrolet, with 670 
registrations, and Ford, with 516, 
a four-way race for third place 
developed. Running virtually neck 
and neck were Plymouth, 287; 
Pontiac, 286; Oldsmobile, 285, and 
Buick, 273. 

Other registrations were: Dodge, 
124; Mercury, 110; Chrysler, 71; 
Cadillac, 70; DeSoto, 61; Nash, 23; 
Packard, 21; Lincoln, 21; Stude- 
baker, 20; Hudson, 9; Willys, 3, and 
miscellaneous, 24. 

Truck registrations were: Chev- 
rolet, 66; Ford, 49; International, 


UMS Appoints 3 
New Assistant 


Zone Managers 


DETROIT. Appointment of 
three new United Motors Service 
assistant zone managers has been 
announced by Edward L. Lape, 
general sales manager. 

G. W. Trask jr. is the new as- 
sistant in Chicago, Van R. Carden 
in Memphis and Robert S. Stewart 
in Cleveland. 

Trask joined UMS in Chicago in 
1951 as a special representative. He 
was made district manager in No- 
vember, 1951, and in 1954 supervisor 
of special representatives in the 
zone, the position he now leaves. 

Carden hag been supervisor of 
special representatives in the At- 
lanta zone since 1954, the job he 
held until his new appointment. 
Stewart joined the Cleveland zone 
in 1950. He was zone operating 
manager from 1952 to 1954 and then 
rejoined the sales staff until his 
present promotion. 





Helps 
Renew 









ARNDT- 












| 28; GMC, 21; Dodge, 17; Reo, 9; 
White, 7; Studebaker, 3; Willys, 2; 
Diamond T, 1, and miscellaneous, 
| 6.—(William Ullman.) 

+ a * 


Pittsburgh 

New-car registrations in the 
Pittsburgh area in the week ended 
Sept. 3 reflected a large increase 
over the previous week, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 

Business in general reached a 
new high level for the year, the 
bureau said. Its seasonally ad- 
justed index of general business 
activity rose to 204.7 percent of 
the 1935-389 average. It had been 
189.8 a month earlier and 177.0 
at the start of July. 

Steel-mill operations declined a 
shade to 95 percent of practical 
capacity. 

According to figures compiled by 
the Pittsburgh Automobile Dealers 
Assn., new-car registrations in 





Pittsburgh during July totaled 
5,825, compared with 6,160 in June. 

By makes, registrations were: 
Chevrolet, 1,115; Ford, 1,056; Plym- 
outh, 886; Buick, 632; Pontiac, 500; 
Oldsmobile, 434; Mercury, 294; 
Dodge, 255; Chrysler, 159; DeSoto, 
144; Cadillac, 85; Studebaker, 67; 
Nash, 58; Packard, 51; Lincoln, 32; 
Hudson, 25; Willys, 5, and miscel- 
laneous, 27.—(Leon M. Leffingwell.) 

x * cg 


Youngstown, O. 

A total of 1,094 new cars were 
registered in Mahoning County 
(Youngstown), O., in August, an 
increase of 68 percent over the 
same month of last year. 

Used-car transactions totaled 
2,255, an increase of 44 percent 
over August, 1954. New-truck reg- 
istrations amounted to 124, a gain 
of 114 percent over the compa- 
rable year-ago period. 

August new-car registrations by 
make were: Ford, 258; Chevrolet, 
167; Buick, 115; Pontiac, 109; 


raumer’s UNIVERSAL UPHOLSTERY CLEANER 


USED CARS Look and Smell 
LIKE NEW 


SOMETHING 
NEW 


FOR AN OLD 
PROBLEM 





17730 DORA ST. 


@ Restores original colors in 
one operation when used with 
Arndt-Palmer Tints. 


Plymouth, 103; Oldsmobile, 85; 
Dodge, 


son, 10; Nash, 8; Packard, 7; Stude- 
baker, 7; Volkswagen, 6; Lincoln, 
3, and Willys, 1. 

Truck registrations were: Ford, 
48; Chevrolet, 31; International, 15; 
GMC, 12; Dodge, 8, and all others, 
20. 


* * * 


Ottawa 

Some dealers are receiving an 
unusually large number of inquiries 
about new cars this fall but they 
are not entirely surprised since 
they had planned to stimulate busi- 
ness during this period. 

Realizing that fall business 
dropped each year for dealers who 
failed to take advance measures to 
counteract this trend, some dealers 
took notes about the personal habits 
of car buyers when sales were made 
previously. 

This information included num- 
ber if children in family, their 
ages, wife’s shopping or working 
habits, husband’s business or 
occupation and how he got there, 
among other things. 


Checking this information, sales- 
men could uncover good leads for 
picking up business in “off seasons” 
and some dealers now report that 
this method is paying off. 

“These leads are helping our sales 
even more than we expected,” con- 
fided the sales manager of one 
firm, adding, “it’s hard work but 
it’s worthwhile.”—(M. L. Schwartz.) 

+ * * 


Hamilton, Ont. 

More and more new-car buyers 
in this market area are turning 
their envious glances away from 
standard models and are buying 
what might be termed “the pack- 
age job.” 

Cars with automatic transmis- 
sions are selling like hot cakes, 
said one big Three dealer here. He 
reported an increase of 60 percent 
over last year in sales of auto- 
matics. 

Buyers are inclined to complain 
about high prices, but are still 
buying plenty of whitewalls, ra- 
dios, power steering, undercoat- 
ing, special paint, seat covers, air 
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EASY USED CAR RECONDITIONING 


ARNDT-PALMER Laboratories 


MELVINDALE, MICH. 





77; Mercury, 46; DeSoto, \ 
37; Chrysler, 33; Cadillac, 22; Hud-| 4 











Pontiac Helps Out— 


Pontiac took part in the statewide 
driver training institute at the University 
of Michigan by supplying cars for use in 
behind-the-wheel classes. Sixty-nine teach- 
ers, who will instruct some 42,000 Michi- 
gan high school students in driver trrain- 
ing, attended the sessions held with the 
cooperation of the Automobile Ciub of 
Michigan, the State Department of Public 
Instruction and the State Safety Commis- 
sion. 


conditioners and windshield 
washers. 


One dealer, who has been running 
a big advertising campaign featur- 
ing a six-cylinder “standard” model 
loaded with more than $500 in ac- 
cessories, reported that gadget- 
conscious buyers drove away 150 
new cars in one month.—(George 
E. Toles.) 


* * 


Van Wert County, O. 

A drop of nearly 25 percent was 
recorded by July new-car registra- 
tions—as compared with June—in 
Van Wert County, O. 

The July total was 82 units; 
June registrations amounted to 
109. 

Ford recaptured first place with 
23 registrations, as against 20 for 
Chevrolet. Also-rans were closely 
bunched, as follows: Buick and 
Plymouth, 7 each; Mercury, 6; Olds- 
mobile, 5; Pontiac, 4; Cadillac and 
Studebaker, 3 each; DeSoto, 2, and 


FLOOD DAMAGED CARS 


NOW COMBINED WITH 


EXCLUSIVE 
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TO NEUTRALIZE ODORS 


Extra D-5 Can Be Supplied for Added Strength 
In Severe Cases 


FOR THE FIRST TIME: 


© A superior cleaner. Deodorizes 
nothing like it on the market. 





® Contains a wetting agent—cleans faster and better. 
®@ Developed and sold by Nation's leading 


used car reconditioning laboratory. 


57 
Nash and Packard, 1 each.—(Simon 


M. Schwartz.) 
Indianapolis 


New-car registrations in Marion 
County (Indianapolis) totaled 3,394 
in August, a decline of 8 percent 
from the 3,711 counted in July. 

Sales of new trucks, meanwhile, 
rose 5 percent from 297 units in. 
July to 311 in August. 

Registrations of new cars by 
make were: Chevrolet, 843; Ford, 
779; Pontiac, 380; Buick, 340; 
Oldsmobile, 271; Plymouth, 249; 
Mercury, 98; Cadillac, 75; Dodge, 
66; DeSoto, 64; Chrysler, 62; Stu- 
debaker, 55; Nash, 27; Packard, 

24; Lincoln, 22; Hudson, 20; 
Volkswagen, 9; Imperial, 4; Jag- 
uar, 3; Willys, 2, and Porsche, 1. 

Truck registrations were: Ford, 
93; Chevrolet, 83; International, 50; 
GMC, 33; Dodge, 23; Marmon-Her- 
rington, 10; Willys, 6; White, 4; 
Divco, 3; Plymouth, 3; Studebaker, 
2, and Mack, 1.—(C, L. Kern.) 


Cleveland 

New-car sales in the Cleveland 
area inched ahead in the final week 
of August to reach 1,910 units, 
bringing the total for the month to 
7,180, according to figures compiled 
by the Federal Reserve Bank. 

Used cars dipped for the sixth 
straight week, the bank said. 

Truck sales declined, with new- 
truck registrations amounting to 99 
units, compared with 142 in the 
previous week.—(Al Rothenberg.) 


Weber Quits Dealership; 


Competition ‘Too Tough’ 


ST. LOUIS. — Sidney Weber 
(Dodge-Plymouth) has said that he 
hag found competition in the auto- 
mobile business here “just too 
tough” and will drop the franchise 
he has held for 20 years. 

Weber said that if a buyer is not 
found in a reasonable time he will 
liquidate the business and concen- 
trate on his St. Louis Motor Parts, 
Inc., which he started in 1944. Very 
few of the employes will be taken 
into the parts firm, he said. About 
75 workers are affected. 
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NEW BUMPA-TEL SIGN | Turnings . . . % 0% 7 seni 


(Continued from Page 27) 


State Make and Model When Ordering 


Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


Now taking orders for Bumpa-Tel Signs to fit all 1956 model | 
will be made shortly after public introduction 
el cars. Orders will be filled in the order in 


cars. Delive 
of 1956 m 
which they are received. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, 


ILLINOIS 


models offered by most manufac- 
turers. However even the most op- 
timistic will admit that it may be 
some time before “safety” will rank 
with such factors as style, power 
and extended credit as a selling in- 
fluence. 

Safety is due to get sales appeal. 
But this may take some time. 

+ * + 


Turbo-Charged Diesels 


Coming to Fore 


3 rene superchargers are the 
“coming thing” on diesel en- 
gines for trucks. The assertion that 
such a trend is in the making was 
made to me privately by an engi- 
neering executive of one of the 
country’s largest diese] manufac- 
turers. 

To back up this statement, he 
took me into the dynamometer lab- 
oratory for a preview of an experi- 
mental turbo-charged diesel run- 
ning at about 30 percent over 
normal rated output. Engineering 
problems have been solved, and 
early production release of the unit 
|ig anticipated. 
| Exhaust driven power-recovery 


‘Baltimore Show 


Set for J anuary 


BALTIMORE. — The Baltimore 
| Auto Show will be held Jan. 21-28, 
Joseph J. Rochlitz, president, has 
| announced. 

The board of directors includes 
Rochlitz; Daniel B. Brooks, vice- 
president; Sidney Zell, secretary- 
treasurer; Foster Talbott; Henry 
Weil, and Louis W. Kiefer. 

Show manager is J. Cavendish 
Darrell who will be assizted by 
Edward J. McNeal, Rochlitz said. 
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turbines have been used for years 
on aircraft engines and very 
large stationary diesel power 
generating plants. During the 
past several years, occasional 
word hag leaked out concerning 
experiments with turbocharging 
on diesels in the smaller horse- 


| power categories, such as used 
for trucks and other mobile 


equipment. 

The first such program to move 
from experimental engineering to 
commercial status was that of the 
Cummins Engine Co. Cumming re- 
cently announced the new 175 
horsepower Turbodiesel engine — a 
supercharged design that weighs 
only slightly more than nine pounds 
per horsepower. 

This new engine, the JT-6, has @ 
40 percent higher power rating 
than the naturally aspirated model. 

Another “straw in the wind” is 
seen in the recent announcement 
that Clark Equipment Co. is in pro- 
duction on a rubber-tired dozer 
powered by a 165 horsepower tur- 
bocharged diesel. It is anticipated 
that many applications are in the 
works for a new line of turbo- 
chargers developed by De Laval 
and Miehle-Dexter. 

Since a turbo-supercharger con- 


| sumes no extra fuel (such as is 


used with jet aircraft after- 
burners), the engine achieves 
exceptional efficiency in using a 
minimum amount of fuel per 
horsepower produced. This added 
efficiency is, of course, most no- 
ticeable in the high-rpm, high- 


horsepower ranges where the tur- 

bocharger is most effective. 

It is well known that the “com- 
pound” engine idea carried aircraft 
piston engines to their ultimate 
potential of development in mini- 
mum fuel consumption and maxi- 
mum power output per pound of 
engine weight. 

The executive who predicted a 
trend to turbo-charged diesels evi- 
dently believes the same thing may 
happen in the diese] field—because 
he said “they'll all have ’em one 
of these days.” 


Car Loan Spells 
‘Woe’ to Dealer 


ELMIRA, N. Y. — Acting at the 
suggestion of the Elmira Police 
Department, the State Motor Vehi- 
cle Commission held a hearing last 
week on the charge that an Elmira 
auto dealer loaned a car to an un- 
licensed driver. 

Sgt. Bernard P. DeMember, head 
of the police traffic bureau, said the 
dealer allegedly violated the Vehi- 
cle and Traffic Law by failing to 
fill out a form containing the driv- 
er’s operator’s license number. The 
dealer is liable to the suspension 
or revocation of his dealer’s license 
and transporter’s registration. 


NADA Group Chairman 


Son of Evanston Dealer 

EVANSTON, Ill. — Chairman of 
the young executives group of 
NADA, Albert E. Norman jr., is the 
son of Albert E. Norman sr, 
founder of Norman Motors, Inc. 
(Oldsmobile), Evanston’s oldest 
dealership. 

Norman sr. founded the firm in 
1921, and has handled Oldsmobile 
since 1928. 


Legislative Roundup 


(Continued from Page 24) 


ers, truck combinations of up to 
60,000 pounds will be permissible, as 
will single-axle semi-trailer combi- 
nations of up to 50,000 pounds. 

. * 7 


Florida Banks Tighten 


Auto Credit Regulations 


Flordia’s State Comptroller Ray 
E. Green has ordered all state 
banks to exert sharper controls 
over installment credit contracts 
on automobiles and other durable 
goods. 

New regulations require banks to 
reject contracts where less than 
one-fourth down has been paid. 
Buyers also must prove that they 
have the ability to pay for the item 
contracted, and dealers who col- 
lect installments must furnish 
banks with a performance bond. 

* oa a 


N. H. Senate Approves Bill 
To Up Heavy Truck Fees 


The New Hampshire Senate has 
approved a bill to raise the registra- 
tion fee on heavy trucks, but 
rejected a measure to make the 
trucking industry subject to regu- 
lation by the State Public Utilities 
Commission. 

The registration fee bill, which 
has been sent to the House, in- 
creases the rate on trucks over 


11 States Approve 
New Veterans’ 


Bonus Programs 


Legislation for new or broadened 
veterans’ bonus programs was 
passed this year in 11 states; vetoed 
in one; killed in a dozen others, 
and is pending in two. 

Calling in many instances for 
bond issues and in some for new or 
increased taxes against sales, cig- 
arets, alcoholic beverages, prop- 
erty and other items, such pro- 
posals won legislative approval in 
Connecticut, Delaware, Indiana, 
Iowa, New Hampshire, North Da- 
kota, Ohio, Rhode Island, South 
Dakota, Washington and West 
Virginia. 

Such legislation was vetoed in 
Illinois; killed in Florida, Kansas, 
Maine, Maryland, Minnesota, Mis- 
souri, Montana, New York, Oregon, 
South Carolina, Tennessee and Wis- 
consin, and remains pending in 
Alabama and Pennsylvania. 


52,800 pounds from 60 to 67 cents 
per 100 pounds. The House had 
previously refused to accept a 
boost to 70 cents per 100 pounds. 


Springfield Sales Tax 


Springfield, Ill. has adopted a 
sales tax ordinance calling for a 
% percent levy effective Sept. 1. 
The one-cent local cigaret tax was 
repealed. The new sales tax is ex- 
pected to produce $600,000 per year, 
the cigaret revenue was about 
$120,000. 


a * * 
Trucking-Control Bill Killed 
A bill which would have made the 
state’s trucking industry subject 
to regulation by the State Public 
Utilities Commission was killed by 
the New Hampshire Senate. 
= e ” 


Missouri Ups Liability 
Missouri Gov. Phil M. Donnelly 
has signed a bill increasing the 
maximum damages that can be 


recovered for car injuries resulting 
in death from $15,000 to $25,000. 


Glasses Not Needed— 


A mammoth Chevrolet sign domina!<: 
Biscayne Bivd. in Miami, Fla. It contains 
more than 1% miles of neon tubing and 
stands six stories high. A display rocm 
underneath the sign will exhibit a Chey 
rolet car. The sign required 5,000 co 
crete blocks, 37 tons of steel, about 3 
miles of heavy wiring and 108 trar: 
formers. 
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companies cross over into entire- | coonskin hats — they leave that 


cral Tire & Rubber now manu- | pioneers of today — 1968'  - |1 SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


factures such diverse items There will al busi- 
as rockets, guided missles, chem- | ness newt n, Ditusttnten bas (National Average is 65%) 
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works company. The charter speci- 
fied that he was to run a water- 
works — and nothing else. 

But ambitious Burr found a 
legal. loophole and_ established 
The Bank of Manhattan Co. Di- 
versification had appeared on the 
American business scene. 

The 19th Century saw a great 
business expansion in this country. 
But there was still not much di- 
versification until after World War 
II when a few companies such as 
General Electric established a defi- 
nite policy of branching out into 
new fields. 

In the last decade diversification 
has spread throughout almost every 
phase of American business. 

* * * 


Firms Spread Out 


A COUPLE of weeks ago Gen- 

eral Tire & Rubber Co. bought 
the RKO motion picture studio and 
its assets for $25 million. The other 
day Bell and Howell, maker of 
cameras, moved into the “hi-fi” 
field to market radio-phonograph- 
tape instruments. 

Take a look at almost any 
successful company today and 
you will see how firmly diversifi- 
cation has taken hold. General 
Dynamics makes planes, subma- 
rines, electronic equipment and 
television sets. 

Continental Can is in the paper 
business. Childs runs hotels as well 
as restaurants. Gillette has added 
home-permanent kits to its razors. 
Youngstown Sheet & Tube pro- 
@uces kitchen cabinets. The mak- 
ers of Lionel toy trains also sell 
fishing equipment and cameras. 

General Motors long ago invaded 
the refrigerator field and today 
builds trains—not toy—and manu- 
factures numerous other products. 
Dupont makes fabrics as well as 
chemicals. American Machine & 
Foundry turns out machines for 
bowling alleys. 
* a * 


How to Diversify 


(FaERkE are three basic types of 
diversification — by product, by 
industry and by geography. As an 
example of diversification by prod- 
uct, Rockwell Mfg. Co., Pittsburgh, 
began with gas meters and branched 
out into taxi meters and then plug 
valves and power tools. 

In diversification by industry 


ADVERTISEMENT 


SAY, WHO 


has the smart new 


SEOANET 


from coast to coast. 

The mergers and acquisitions 
that dominate the news today have 
in most cases the underlying pur- 
pose of diversification. 

* * * 


No Coonskin Hats 

P- S. — SOOO-OH! No use cry- 
ing over the “old days.” These 

men don’t wear Davy Crockett 


stands in 35 cities. The show, ac- 
cording to Richard Rimbach, of 
Richard Rimbach Associates, who 
conceived the idea, is designed to 
reach industry’s superintendents 
and technicians who buy the parts 
and keep the automated systems 
working. You pioneers of 1955, 
hold onto your hats! 
HERE WE GO! 


Towa Tax Reform Program 
Drawn by Dealer Group 


DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. has submitted 
to the Iowa State Tax Study Com- 
mittee an eight-point program) 
which the association wants the 
committee to recommend to the 
Legislature. It includes abolition of 
the personal property tax. 

The committee is a group of 10 
legislators and two businessmen 
created by the 1955 Legislature to 
make a study of all state, city, 
county and schoo] taxes and make 
recommendations to the Legisla- 
ture. 

Gov. Leo A. Hoegh hag said he 
may call a special session late in 
1956 if the tax study committee has 
completed its work and filed its 
report by that time. 

The tax recommendations were 
submitted by a special dealers 
tax group headed by Harold Mc- 
Kinley (Chevrolet), St. Ansgar, 
chairman, and Lee A. Thomas 
(Nash), Burlington, association 
president. 

Briefly the recommendations 
were: 

1, That the present system of 
taxing Iowa motor vehicles through 

an annual license fee rather than 
by personal property tax be re-| 
tained and that rates or fees be 
maintained at their present levels. 

2. That the license refund sys- 
tem (whereby refunds are allowed 

when licenses are turned in on 
junked cars) be retained. 

3. That automobile licenses con- | 
tinue to be issued as of Jan. 1 each 
year. (Staggering of automobile 
license renewals is opposed.) 

4. That motor vehicle gasoline 
taxes be spent on the basis of 

priority of need and usage—(i.e. 
that the most important primary | 
roads be improved first, etc.) 

5. That the system of earmarking 
all motor vehicle fees of all types 
for road construction and improve- 
ment be continued. 

6. That the present “tradein” 
law on used merchandise be con- | 
tinued. 

7. That methods for collecting 
the use tax (similar to sales tax | 
but at 2 percent rate) on cars pur- 
chased outside the state be im- 


Mack President Making 


Sales Tour of Europe 


NEW YORK. — P. O. Peterson, | 
president of Mack Trucks, Inc., has 
sailed for an extended tour of | 
Europe in an ef-| 
fort to stimulate 
the sale of Amer- 
ican-built trucks 
and buses abroad. 

“America’s 
truck manufac- 
turing industry 
needs more for- 
eign business if it 
is to continue to 
expand,” Peter- 








proved so as to increase the state’s 
revenue and assure the Iowa auto 
retailer that he will have an equal 
tax assessment with the out-of- 
state dealer. 

8. That a general tax on all serv- 
ices be instituted and the present 
Iowa property tax (on such items 
as household furnishings, farm 
equipment, radios and TV’s be 
abolished. 

The association also recom- 
mended that sale and distribu- 
tion of automobile and truck 
license plates in Polk County 
(Des Moines) be taken over by 
the state. Iowa motor vehicle 
licenses are issued by county 
treasurers who collect fees for 
the service in addition to actual 
license charge. 

McKinley told the committee that 
Polk County receives approximately 
$100,000 a year in such fees and 
if the issuance of licenses was 
taken over by the state in that one 
county a savings of 50 percent 
could be achieved. 
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son declared. “By 
the same token, 
the European people need our qual- 
ity products. The problem is to 
acquaint people abroad with our 
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Government Post to Reierson 

ST. PAUL, Alta.—Raymond Rei- 
erson, local automobile dealer, has 
been named minister of industries 
and labor in Alberta. 
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News to Note... 


Auto World in Brief 
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senger automobile coverage is re-|tors of Canada, Ltd., is construct- 


duced approximately 11 percent. 
The $50 deductible collision premi- 
um ts reduced about 21 percent and 
the $100 deductible collision premi- 
um is reduced 20 percent. 


Nash of Canada Constructs 


Zone Office, Warehouse 
WINNIPEG, Manit. — Because 

of its expanding dealer organiza- 

tion in western Canada, Nash Mo- 


RE 


Drag Race Winner— 
Lloyd Scott, Long Beach, Calif., right, 





ing a new Zone office and parts 
warehouse, according to William 
Wadds, zone manager. 

The facilities of the new building 
will be available to Hudson Motors 
of Canada, Kelvinator of Canada, 
Redisco of Canada and American 
Motors subsidiaries operating in 
Canada. : 

*” * * 
Dickey-Grabler Appoints 2 
CLEVELAND. — Dickey-Grabler 

Co. has appointed A. Henry Embler 
and Earl R. Moore as special sales 
representatives for Michigan. 

* a * 


Hertz Adds 38 Facilities 


In New England States 
CHICAGO, — Appointment of 38 


;|new members of the Hertz Rent A 


Car System in the New England 
area, has been announced by Wal- 
ter L. Jacobs, president. 

Jacobs said that the majority are 
established and operating car rental 
facilities and the balance will be in 
full operation within 30 days. 


* * * 


Firemen Select Studebaker 


MISHAWAKA, Ind.—The Misha- 
waka fire department has _ pur- 
chased two new 1955 Studebaker 
sedans from Brook Motor Sales for 
approximately $4,300. 

* * * 


roared his Chanslor and Lyons Special to| Zollner Machine to Build 


@ record-breaking 151.007 m.p.h. to win 
the Maremont trophy and a $1,000 schol- 
arship, the Champion Spark Plug's trophy 


Special Aluminum Foundry 
FORT WAYNE, Ind.—Plans for 


for top eliminator, and the ATAA trophy | immediate construction of a perm- 
for the best engineered cor at ATAA’s | #nent mold aluminum foundry have 


worlds series of drag racing at Lawrence- 
ville, lll. Making the presentation are 
Diane Daniggelis, Miss Illinois of 1955, 
and Charles A. Klaus, vice-president of 
Maremont Automotive Products. 


Write your Wi 






write today for 


complete details on 
“DAYPLAN” .... 


Automobile physical damage, credit 
life, and accident and health. 


been announced by Zollner Ma- 
chine Works, Inc. 

Completely mechanized, the 
structure will cost in excess of $1 
million and will total approxi- 
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mately 40,000 square feet of pro-| Fair Day’s Pay.” Price is $1 (non- 


duction space. 
* * * 


Chevrolet Wins Bid 


AUGUSTA, Ga.—The Richmond 
County Board of Commissioners 
hag accepted the bid of Harrison- 
Gulley Chevrolet, Inc., on two 
new automobiles for the sheriff. 
The local firm submitted a bid of 
$1,495 difference between two 
tradeing and the new 1955 four- 
door sedans. 


* * 


2 Ohio Dealers Robbed 


KENT, O.—Burglars broke into 
the Lyman Chevrolet Co. and Gif- 
ford Buick Co. here and the dealers 
reported a joint loss of approxi- 
mately $500. . 

* * 


Postwar Job Births 


Put at Nine Million 


WASHINGTON.—American busi- 
ness has created close to nine mil- 
lion new jobs since World War II, 
according to the U. S. Chamber of 
Commerce. 


The increase was noted in all in- 
dustries except agriculture, the 
chamber said, adding that govern- 
mental work was not included. This 
took place during an era of ex- 
panded technology, the chamber 
reported. 


* * * 


Fire Destroys 20 Cars 


MEMPHIS. — Fire destroyed a 
$45,000 parking shed and 20 auto- 
mobiles at Bluff City Buick Co., 
owned by Joe Schaeffer jr. 

* * * 


Polyethylene Brochure 


NEW YORK. — Bakelite Co., a 
division of Union Carbide & Car- 
bon Corp., has published a bro- 
chure outlining the benefits of 
packaging hard and soft goods in 
film made of Bakelite polyethylyne. 
It may be obtained by writing 
Bakelite Co., 30 E. 42nd St., New 
York 17, N. Y. 

ke - * 


‘A Fair Day’s Work’ 


NEW YORK. — The American 
Management Assn. has announced 
publication of a 44-page booklet 
entitled “A Fair Day’s Work for a 


members, $1.75). 
* * 


* 


New Building Planned 


By Miller Buick 


ALBANY, Ga. — Miller Motor 
Co. (Buick) will construct a 
10,000-square-foot showroom, of- 
fice and garage building. 

The structure will be of ma- 
sonry, steel and glass and the 
showroom and offices will be air 
conditioned, Oscar Miller, vice- 
president, said. Construction is 
due to be completed next spring. 

* * a2 


Olin Mathieson Completes 


Antifreeze Plant 


PITTSBURGH. — Olin Mathie- 
son Chemical Corp. has announced 
the completion of a plant for the 
formulation, packing and distribu- 
tion of automotive antifreeze and 
related products. 

The plant, on a 26-acre site near 
Pittsburgh, includes a 68,000-square- 
foot building, a tank farm for bulk 
storage and shipping facilities. The 
tank terminal capacity is two mil- 
lion gallons. ‘. 

Cummins Announces 


2 New Turbodiesels 


COLUMBUS, Ind. — Cummins 
Engine Co. has announced the 
production of two new turbo- 
charged diesels. The NTO-6 Tur- 
bodiesel develops 262 horsepower 
and the NT-6 is rated at 250. 
Maximum speed of both is 2,100 
¥r.p.m. 

Both are six-cylinder, four- 
cycle engines with a bore of 5% 
inches and stroke of 6 inches and 
a displacement of 748 cubic 
inches. Compression ratio is 15.5 
to 1 and weight is 2BA6 pounds. 

* + 


Thieves Steal $200 
COLUMBIA, Mo. — Thieves stole 
$200 from Beary-Burgess Motor Co. 
(Mercury) here by battering off the 
door of a safe. They left $300 in 
checks and 58 pennies. 
* * * 


Test Those Seat Belts 


OTTAWA.—Manufacturers of au- 
tomobile safety belts may be asked 


“Uf0 insurance . 


With “Dayplan” you can write all the insurance coverage* on cars 
you sell . . . and earn as much as 85% commission, according 
to your loss record! 


Here’s how you'll benefit with “DAYPLAN“! 
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Adjust your own claims, do your own repairs, and pay your own 
claims with draft authority! 


Finance your customers’ cars through your own bank and make 
@ greater profit! 


We supply the study course to help you qualify as an underwriter, 


and we pay for qualification fee and license! 


note: not permissable in Ohio or Michigan. 
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to submit them to Canadian Gov- 
ernment experts for tests before 
being used. Public Works Minister 
Robert H. Winters hag said he be- 
lieves the fullest investigation 
should be made of such devices to 
get the best results. 
+ * * 


Frolic in Minneapolis 

MINNEAPOLIS. — The Minne- 
apolis Automobile Dealers Assn 
held its annual golf party and din- 
ner at the Brookview Country Club 
here. Harold Barnett was in charge 
of arrangements, assisted by “Red” 
Anderson and Erv Pentel. 

= 7 


Bernards Drop Oldsmobile 


OMAHA.—Bernard Brothers, for- 
merly Oldsmobile-Cadillac dealers, 
have dropped the Oldsmobile line. 


* * > 


Eberts Remodels Building 

GRAND RAPIDS.—Eberts Cadil- 
lac plans to remodel its sales and 
service building at an estimated 
cost of $20,000. 

a” * * 

Drennan Damage $50,000 

WINFIELD, Kans.—Damage has 
been estimated at $50,000 following 
a fire at Drennan Motor Co. 





BLITZ 


BATTERY CHARGERS 
Are Money Makers For Any Shop 


because they are 
iced right and 
ully guaranteed. 


A complete 
line of 
chargers. 
Fast & Slow. 
6 & 12 Volts. 


Battery Wheeler 

Battery Charging 
Jumpers 

Battery Carriers 

Battery Power 
Units 

Trickle Chargers 

Stands 

Warning Signals 


Emergency 
Starting Cables 
Write today for 


new catalog, 
Prices and details. 


BLITZ ELECTRIC CO., Inc. 


5717 Wentworth Ave., Dept. D, Chicago 21, Ill. 





INTERESTED IN FLEET 
VOLUME? 
plus added service profits 


We operate, service, and replace hun- | 
dreds of leased cars in your area, If we 
can trade right—one and two-year old 
Chevs, Fords for new—you cash in on 
large, continuing volume. Add year-round 
revenue for your service department. 
Write or call 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois Museum 4-6969 


AUTO 
TURNTABLES 


amsieabeend by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 













ATTENTION: WILLYS DEALERS 
Greater Profits with High Quality 


JEEP PARTS 
















WHOLESALE ONLY 
Write teday for NEW Catalog 
Republic Sales Company 
1809-11 S. State St. 
Chicage 16, Illinois 
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Likened to FHA Home Loans .. . 





Lengthy Auto Credit Defended 


(Continued from Page 59) 


the statute of limitations always 
runs considerably longer on signed 
instruments than on-open accounts 
and usually it takes five years to 
outlaw an open account. 

One other point in favor of three- 
year auto loans was made by a 
dealer who said he used the cost 
of a three-year loan as a selling 
point. For instance, the customer 
raised the objection that the cost 
for the time is exhorbitant on a 
fairly written contract. 

This dealer points out the amount 
in the contract for insurance and 
shows the customer that he would 
pay that anyway, and he probably 
gets it a little cheaper at that. 

Consequently his cost is only the 
actual interest charged, which 
varies from 4 to 6 percent on most 
contracts. 

The customer is not unduly 
alarmed when he borrows $10,000 
on his home for 20 years at 6 per- 
cent, the dealer points out, so why 
be upset about paying 6 percent for 


ADVERTISEMENT 


DEALERS! 


Detroit Car Manufacturers Of- 
fer Safty Belts to the Motoring 
Public. 


From the car capital of the world 
comes the important news that 
many of the new car manufac- 
turers will offer safety belts as 
optional equipment on their new 
models. 





The exclusive patented cam action that 
only the Auto-Crat buckle offers, gives 
the ultimate in quick release and jam 
prevention. The Auto-Crat Safety Belt 
is identical to that chosen by one of 
the foremost auto manufacturers after 
several years of research and testing 
of all different designs of safety belts. 
Used by commercial airlines and State 
Police, now popularly priced for every 
automobile owner. 


Now Available 
in Nylon 


COLORS: 

Gray, Tan, Blue, 
Maroon, Green, 
Red, Black, White, 
Yellow or Royal 
Blue. 


When ordering, 
please specify 
color. 


poneinte sd | 1 95 


Per Person List 
Price 





DEALERS: Write today on 
your letterhead! 


HOWARD SCHEIB, 
AUTOMOTIVE 


Dept. AN 
605 So. Arroyo Parkway 
Pasadena 1, California 


three years on a car balance. Be- 
sides, he always has the privilege 
of paying it off ahead of time and 
getting an interest refund. 

From the standpoint of banks 
and finance companies, the only 
beef is the current value of the 
security or collateral. 

The earning power of their 
money, as is well known, when 


Financial Front 





Auto parts suppliers are sharing 
in the unprecedented boom of the 
auto industry, but the trend of out- 
put already has turned downward, 
according to The Value Line In- 
vestment Survey, published by 
Arnold Bernhard & Co. 

It is easy to lose sight of the 
declining trend because the huge 
output of the early months of the 
year will keep year-to-date com- 
parisons favorable over the balance 
of 1955, the report states. 

A considerably lower level of 
auto output is reasonable to expect 
for 1956, the Value Line Survey 
concludes. This is based on the fact, 
it is declared, that auto production 
has substantially exceeded actual 
demand in 1955, while demand itself 
has been stimulated by a variety 
of factors not likely to be equally 
potent in 1956 (such as the strik- 
ingly redesigned new models and 
the upsurge in personal income 
and consumer confidence. 

“Such a decline would not only 
reduce volume for the parts manu- 
facturers, but also bring more in- 
tense price competition for the 
available business. Higher costs, 
from wage increases soon to be 
negotiated, would further squeeze 
profit margins,” the report says. 

In view of the generally poor 
prospects for auto parts makers 
expected in 1956, Value Line Survey 
notes, that many auto parts manu- 
facturers sell in the market for less 
than book value and some for less 
than the value of their net working 
capital per share. | ; 


General Holders to Vote 


On Taking Over Respro 

General Tire & Rubber Co., 
Akron, will ask its stockholders on 
Oct. 10 to approve the integration 
of Respro, Inc., of Cranston, R. IL, 
into General’s plastic operations. 

Under the terms of the offer, 
which have been approved by 
Respro’s stockholders and must 
now be approved by General’s 
stockholders, 6% shares of Respro’s 
capital stock would be exchanged 
for one share of General’s 5 percent 
cumulative preference stock. Sub- 
sidiaries of Respro are United Lace 
& Braid Co., Lion Products Co. and 
United Chemicals, Inc. 

* * *” 


49 Pct. Net-Income Rise 
Is Reported by Fram 


Net income of Fram Corp., of 


‘| Providence, R. I., rose 49 percent 


in the first six months of 1955 as 
compared with the first six months 
of 1954. The figures were $759,725 
and $511,540. 

Sales rose 6 percent to $13,256,882, 
reported Theodore H. Brelling, 


president. 
*” * x 


Industrial Acceptance 


Industrial Acceptance Corp., Ltd., 
Ottawa, recorded a 15 percent 
increase in the volume of retail 
paper purchased in the first six 
months of 1955 despite the effects 
of a prolonged strike in the auto- 
mobile industry. Net profits 
amounted to $3,499,474, compared 
with $3,351,081 for the same period 
in 1954. 


* * * 


Four Wheel Drive 


Four Wheel Drive Auto Co., 
Clintonville, Wis., fiscal year report 
(ending June 30) 1955 vs. 1954: Net 
profit, $184,927 and (loss) $397,429; 
sales, $12,808,616 and $14,111,751. 

on * x 


Gregory Industries 


Gregory Industries, Inc., Toledo, 
first fiscal quarter report (ending 
July 31), 1955 vs. 1954: Net profits, 
$56,225 and $31,465; sales not re- 
ported. 


written up at 6 percent, for exam- 
ple, is nearly 12 percent due to the 
little gimmick of paying the inter- 
est along with the principal. When 
the loan is at the half-way mark, 
the bank has half its money back 
and theoretically loaned out to 
someone else at 6 percent. 

Paying back by the month re- 
sults in a sliding scale of earnings 
for the money, from the base 
amount of interest to almost twice 
as much. 

This does not interest the public 
much because it is in no position to 
capitalize on this quirk of financ- 
ing and so, in the long run, while 
the bank makes more than the 
stated rate the individual borrower 
seldom loses anything he could 
save. 

There is one other way to buy a 
car but only a few dealers are 
familiar with it and, strange as it 
may be, the dealer usually makes 
less through it, and that is... 
cash, but as one dealer said to 
another, “Now who’s got cash?” 
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Thomas Wins with Chevrolet— 


Herb Thomas stands on top of the 1955 Chevrolet he piloted to first place in the 
Southern 500-mile stock-car race at Darlington, S. C., sponsored by the National 
Assn. of Stock Car Racing. Clocked unofficially at 92.281 miles an hour, Thomas col- 
lected $6,700 in prize money. Jim Read, also in a Chevrolet, finished second for 
$3,500. Sixty-nine cars started in the $35,000 Labor Day classic, considered the 
nation’s No. 1 stock car race. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





ME SEELY- 


Hi Gloss 


‘‘finishes’’ way ahead 


FINISH 
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ALL OTHER POLISHING METHODS FOR 
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get the thrill of 
“lustre-plate” beauty and 
protection on your car 


and see the difference 
for yourself ! 


ins full 
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Ideal for lusterizing and beautifying 
used cars — | combination package will 
do approximately five cars. 
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Studebaker Aides 
Bone Up on 56s 


SOUTH BEND.—Studebaker dis- 
trict sales managers from all 17 
sales zones throughout the U.S. are 
meeting in South Bend this month 
for special instruction on introduc- 
tion of '56 models. 

William A. Keller, general sales 
manager, heads the roster of sales 
executives discussing various phases 
of the 1956 program. Among sub- 
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°56 Ford Trucks Bow 


New Features Include Safety Aids, More Power, 


jects being studied are business 
management, dealer development, 
general service, fleet sales, parts 
and accessories, truck sales, used- 
car sales and general salesman- 
ship. 

The first series of classes, held 
last week, was attended by man- 
agers from the eastern division. 
Classes this week are being 
attended by eastern and central 
division managers, and next week’s 
series will be attended by a group 
from the central and western divi- 
sions. 


for seat covers that keep new-looking longer, 


SPECIFY 


high tenacity ; 





Wyeae 


beautywear seat cover fabric 


Road-tested for over 2 years by over 1,000,000 American motorists. 


® Resists Burns 
® Prevents Scufts 


® Stops Shock 
© Air Conditioned Comfort 


© Won't Fade 
© Repels Stains 


Genuine Nycar is made only by 


ELLENBORO 


MILLS, INC. 


a division of Neisler Mills, Inc., Ellenboro, N. Carolina 


DEARBORN. — Ford’s new ’56 
trucks, including two new models, 
will make their debut in dealer 
showrooms across the nation on 
Friday (Sept. 23). 

The new additions to the Ford 
truck line are a T-750 tandem- 
axel model in the heavy series, and 
a new, longer-wheelbase pickup. 

Gross vehicle weights extend 
from 5,000 pounds on the pickup 


‘Funnyman Gobel 
‘To Entertain 600 
GM Executives 





DETROIT. Television star 
'George Gobel will appear at the 
|General Motors Executive Confer- 
ence which opens Sept. 26 at White 
| Sulphur Springs, W. Va. 

The three-day convention will 
bring together 600 of GM’s top ex- 
|ecutives for a discussion of cor- 
| poration policies and plans for the 
|future. President Harlow H. Cur- 
tice will preside. 

It will be the first GM Executive 
| Conference since 1952. The last ses- 
‘sion was held at Lake Placid, N. Y. 





i. YOUR SHOP MANUALS TELL WHY YOU NEED 


KENT-MOORE #2472) <J747E7? 
SPECIAL SERVICE TOOLS 


Customer comes in with a power steering com- 
plaint. Mechanic checks the unit over, finds 
that the end cover worm bearing needs replac- 
ing. Question is, how to remove the bearing? 


Well, chances are, you will find that your Shop 
Manual will tell you to use tool J 5190 shown 
above. You'll find, too, that “J” number tools... 
Kent-Moore “Rate-Maker” Special Service Tools 
... are also Shop Manual-recommended for a 
great many other important service operations. 


manufacturers 


For you see, Kent-Moore Tools are developed 
in close cooperation with major automobile 


_to perform essential service 


operations for which no adequate standard 


hand tools exist. Each tool is designed to ac- 


complish its specific job quickly, easily, accu- 
rately . . . without damage to parts and at lower 
cost than is possible by means of improvised, 
makeshift methods. And the results? A high 
standard of customer-owner satisfaction, fair 
“flat-rate” prices and positive profits for you. 


KENT-MOORE ORGANIZATION, INC. 
5-105 General Motors Building + Detroit 2, Michigan 


Engineers and Manufacturers of 


Special 


Automotive Service Tools and Equipment 


Petes 





Pelle sil ith Sa ci 


Two Additional Models 


to 42,000 pounds on the heavy- 
duty tandem axle models. 

Introduced for the first time are 
two standard safety features: A 
safety steering wheel, designed 
with a rim three inches above 
the horn to give the driver’s chest 
added protection from the steering 
column in case of a crash, and 
safety door latches. 

Optional safety belts are avail- 
able on all the new truck models. 

Ford’s cab design introduces in- 
creased visibility wraparound wind- 
shields and optional wraparound 
rear windows. Tubeless tires will 
be standard equipment this year. 

Horsepower has been increased 
in all engines, by 12.7 percent in 
the smallest six-cylinder engine 
rated at 133 h.p. to 17.6 percent in 
the largest heavy-duty V-8 engine 
rated at 200 h.p. when equipped 
with a four-barrel carburetor. 

A special heavy-duty 168 h.p. 
V-8 engine equipped with four- 
barrel carburetor is available in 
the medium-heavy truck series, 
while an optional package con- 
sisting of four-barrel carburetion, 
dual exhausts and special cold 
air intake is available in the 
heavy truck series. 

Another option is a thermostatic 
fan which is said to add power to 
heavy trucks by disengaging the 
engine fan at low operating temper- 

” * * 


Ford Unveils 1956 Trucks— 


system and wraparound windshields. 





atures, providing up to 18 more 
usable horsepower at the clutch. 

In addition to the wraparound 
windshield design, styling advances 
include a new one-piece grille with 
integral head lamp hoods and 
housings, and a hooded roof which 
extends ahead of the windshield. 
A 12-volt electrical system will be 
standard. 

All Ford cabs will be available 
in a choice of eight single colors 
or eight two-tone combinations. 

Power steering will be optiona! 

on conventional heavy trucks and 
standard equipment on tandem 
models with 302 and 332-cubic- 
inch engines. 

- 





Safety Features— 


The 1956 Ford truck cabs will spotlight 
the standard wraparound windshield, 
safety ‘Lifeguard’ steering wheel and 
standard safety door latches. Ford is 
said to be the first to equip their trucks 
with these safety devices. Seat belts are 
optional. 


This F-750 Big Boy illustrates the styling advances of the 1956 Ford trucks, which go 
on display Friday (Sept. 23) in dealer showrooms. New features include standard 
safety equipment, increased horsepower, standard tubeless tires, a 12-volt electrical 


Bell Chides Car Factories 


For Dealer Relations 


(Continued from Page 3) 


| 

| 

| last year 84 cars to high school 
|driver training classes. This 
| amounted to an overall value of 
| $168,000. 

| Many of these cars have been put 
|to personal use in violation of the 
set agreement, Richardson told the 
group, at the same time lauding 
them for their work in establish- 
ing principal and instructor schol- 
arships for the University of 
Maine’s driver preparation courses 
for teachers. The Maine dealers 
| were the first automobile associa- 
tion to establish this practice. Last 
| year 25 scholarships were awarded. 

The three-day convention in- 
cluded a lobster bake and Mardi 
| Gras party. 

Last year’s president, Dewey 
W. Couri (Pontiac), of Portland, 
was reelected. W. Hazen Jewett 
(Ford), Lewiston, and Elias A. 
Joseph (DeSoto-Plymouth), Wa- 
terville, were chosen vice-presi- 
dents. Carl I. Gowell (Dodge- 
Plymouth), Lewiston, was re- 
elected treasurer. 
| George H. Davis, regional vice- 
president of NADA, acted as toast- 
| master at the luncheon. He asked 
that the dealers support their state 
|and national associations for the 
| “benefit and betterment of dealers 
|in their automotive problems.” 

Couri, in an election address, 
urged the dealers to participate in 
coming sectional meetings. He told 
the members it was expected of 
them to support constructive pro- 
grams that may emerge from these 





‘| meetings. 


| Couri and the two vice-presidents 


also serve on the board of direc- 
tors. Directors reelected this year 
were Charles McIninch (Chevrolet- 
Plymouth), Bangor, and Frank A. 
Flynn (Ford), Ellsworth. 

Newly-elected directors included 
Kenneth Kilgore (Chevrolet - Olds- 
mobile), South Paris; Harold Car- 
man (Chevrolet-Pontiac), Farming- 
ton; William E. Koster (Chevrolet), 
Rockland; William McDonald 
(Ford), Dexter; C. B. Berry, Houl- 
ton, and John Barrett (Ford), 
Biddeford. 


Florida Dealers 


To Hear Yarnall 
At Annual Parley 


MIAMI BEACH. — The Florida 
Automobile Dealers Assn. wil] hear 
Frank H. Yarnall, NADA president, 
at its convention here Oct. 23-25. 


Yarnall will address a luncheon 
meeting Oct. 24. The speaker at 
the annual banquet and _installa- 
tion of officers that night wil! be 
Clarence N. Walker, executive staff 
representative, Coca Cola Coa, 
Atlanta. 


Addressing the convention Oct. 25 
will be W. H. Gove, vice-president 
and sales director of EMC Record- 
ing Corp., St. Paul. 

Also scheduled are two “Let's 
Talk Business” clinics which will 
be led by out-of-state dealers. 
Question -and-answer periods wil! 
follow the panel discussions. 
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Dealers tell me .. . 





(Continued from Page 3) 


is I have said before, either the 
factories will revise their contracts; 
NADA will do something to force 
the revision, or else Congressmen, 
unaided by automobile dealers, will 
propose and pass legislation that 
will give automobile dealers, small 
business men, a better break. 

But, if we need to go to legis- 
lation, it would be much better 
to go through NADA, NADA, if 
it got the united support of the 
dealers, could bring about an en- 
abling act. This could well be a 
little three or four-paragraph law 
which would force manufacturers 
to negotiate a fair contract with 
dealers. 

We hear so much about the Wag- 


Obituaries 


Dealer Simpson Dies; 
Pontiac Ex-Sales Chief 


HOUSTON.—Col. C. P. Simpson, 
former sales manager of the Pon- 
tiac division and president of 
Simpson-Gillman Pontiac Co. here 
since 1939, has died at the age of 62. 


Simpson joined Chevrolet in 1923 
and headed Pontiac sales from 1933 
until 1939. Eight years ago Col.| 
Simpson contracted cancer, recov-| 
ered from it and thereafter spent 
much of his time helping others| 
combat cancer. Recently he suffered | 
from a heart condition. 

a * a 


Robert H. Martin 


ATLANTA.—Robert H. Martin, 67, pio- 
neer automobile dealer in the southwest, 
died Sept. 9. A former distributor and 
dealer for Pontiac and Nash, Mr. Martin 
served as president of Martin Cadillac- 
Oldsmobile Co. here from 1929 to 1933. 

* * * 
D. Wilson Uzzle 

DURHAM, N. C.—D. Wilson Uzzle, a9,| 
president of Uzzle Motor Co. (Cadillac- | 
Oldsmobile) of Durham and Raleigh, N. C., 
died at Watts Hospital Sept. 7 following a 
short illness. 

* * * 


W. G. Leavel 


LEAVENWORTH, Kans.—W. G. Leavel, | 
79, General Motors automobile dealer here | 
for 40 years, was killed in an auto acci- 
dent Sept. 8 near Lansing, Kans. Mr. Leav- 
el’s son, Ormand, who was associated with 
his father in the dealership, was injured 
in the accident. 

ea } 





* * 


Edward Rappaport 


MINNEAPOLIS. — Edward Rappaport, | 
75, founder and retired president of North-| 
western Auto Parts Co., is dead. Born in} 
Romania, Mr. Rappaport lived in Minne- 
apolis more than 50 years. In 1918 he 
founded the auto parts company, now 
known as Napco Industries. Napco is the | 
parent company of Federal Motor Truck, 
Detroit. 





* * * 


John O. Thompson 
MOSCOW, Id.—John O. Thompson, 56, | 
Ford dealer in Moscow and Pullman, Wash., | 
was killed in an auto accident. In the auto 
business since 1926, Mr. Thompson was a| 
director of the Idaho Automobile Dealers | 

Assn. 

* - 


Dr. Graham Edgar | 


GREENWICH, Conn. — Dr. Graham| 
Edgar, 68, one of the developers of high- 
octane gasoline, died at Greenwich Hospital | 
Sept. 8. Consultant and former vice-presi- 
dent of Ethyl Corp., Dr. Edgar developed 
the octane scale for measuring the anti-| 
knock quality of motor fuels. } 

* * * | 


Daniel S. VanDerveer 


SYRACUSE.—Daniel S. VanDerveer, 70, | 
a former partner in Matson & VanDerveer 
(Ford), Baldwinsville, N. Y., died Sept. 6. 

* * # 


Joseph W. Williams 


SYLVANIA, Ga.—Joseph W. Williams, 
61, well known retired auto and oil dealer | 
died Sept. 11, following a short illness. 

* * * 


Lt. Robert H. Knowles Jr. 


MINNEAPOLIS.—Lt. Robert H. Knowles’ 
jr., 23, a vice-president of Bob Knowles| 
Ford Co. and an Air Force jet pilot, died 
Sept. 5 in University of Minnesota Hos- | 


pital. 
* * * 


William L. Eaton | 


SEATTLE.—William L. Eaton, 70, pio- | 
neer auto dealer. died of a heart attack 
near CleElum, Wash. He was Seattle’s first 
Dodge dealer in 1910 and in 1930 became | 
a distributor for Hudson and Essex. He 
was executive vice-president of Graham 
Paige Motor Corp., Detroit. from 1941 to 
1945 and had been executive vice-president 
of Rototiller, Inc., Seattle. since 1952. 

* 7 * 


Harry C. Jackson 

DAYTON, O. — Harry C. Jackson, 64. 

former president of the Cooper and Jack- | 

son Packard agency here, died Sept. 2. He| 
Was a founder of the Dayton Auto Club. 

* * * | 

Roy D. McCawley 

COOKEVILLE, Tenn.—Roy D. McCawley, 

43-year-old partner in Cookeville Motor 


Co., died unexpectedly Aug. 26, following aj 
heart attack. | 


ner Act and the Taft-Hartley Act 
that labor got. Automobile dealers 
need not and should not use labor 
tactics. They are individual busi- 
nessmen and do not need such 
long, cumbersome laws. 

The power in these laws is just 
one little paragraph that requires 
employers to negotiate with em- 
ployes. 


+ * * 


Would Restrain Factories 


HIS would not be Government 
control or regulation, although 
it may be necessary to set up a 
neutral commission to sit in and 
see that negotiations for a fair 
contract proceded quickly and 
fairly. NADA can well take the 
leadership in selling the dealers the 
advantage of such a brief statute 
on the Federal books. 
It would be much quicker of at- 
tainment (and less confusing and 
not in violation of any present 





key 





Thanks 
for the 


memory | 


law) than an attempt to go the 
route of anti-bootlegging bills, pro- 
tected ‘territory bills or phantom 
freight legislation. 

If there is an overproduction of 
farm crops, the Government has 
seen to it that farmers are not 
ruined by providing support 
prices. Where jobs are short, the 
Government provides unemploy- 
ment compensation to protect 
labor. 


We ask neither price protection 
nor a guaranteed market. But 
Uncle Sam is very much interested 
that a few big manufacturers, as 
a result of their own competitive 
race, don’t ruin any segment of 
the 40,000 dealers. 

NADA has the power now to get 
such a law through Congress. What 
is needed is for NADA to use its 
influence to sell its membership 
on the desirability of such a bill 
and then get immediate action. The 
necessity is in getting dealers to- 
gether. 

I am certain that NADA, its di- 
rectors, its area chairmen, its line 
make committees and its members 
can influence the entire member- 
ship to take this direct step and 
have the bill ready when Congress 
convenes in January. 


Remington Pland 


DIVISION OF SPERRY RAND CORPORATION 
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Auto-Lite Launches Outdoor Ad Campaign— 


Looking down on the very heart of Times Square in New York where more than a 
million people pass each day is this Auto-Llite battery billboard, the newest in the 
company's current outdoor advertising campaign. The billboard is one of 4,000 Auto- 
Lite has placed in 50 key marketing areas across the nation. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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...on the Calculator that Prints! 


The Remington Rand Printing 
Calculator with its unique “printing 
memory key” really saves me the 

* trouble of jotting figures on paper. 
| It locks one number in the machine 
to remain constant, for repeated 
use with other figures in 
multiplication, subtraction 

and addition. A touch of the 

3 key clears the machine and 
7s, I’m ready to work ona 
new problem. 


SO much... 


for speeding up my work with 
the modern 10-key 
touch-method keyboard 


for providing me with a printed 
record of figures on exclusive 
two-color Simpla-tape. 
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In the 
Packard Tradition 


PACKARD-CLIPPER DIVISION 
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PACKARD ENGLEERIMG 


Increases Sales and Wins Awards 


**,..for outstanding contributions to motoring comfort 
and safety,” is the way the citation from the Classic 
Car Club of America reads .. . and the other awards 
Packard has garnered this year strongly echo this 
praise. The motorists of America have also placed 
their stamp of approval upon Packard engineering, 
for the new Packard has reached the highest sales 
level of any model in Packard’s long history. 


No wonder Packard popularity is soaring! There’s 
the exclusive Torsion-Level Ride which eliminates 
conventional springs and smooths road faults so com- 
pletely that it even beats riding on air. There’s the 
mighty V-8 that delivers more driving force to the 
rear wheels (torque) than any other passenger car. 


Where pride of workmanship still comes first! 


STUDEBAKER-PACKARD CORPORATION « 


There’s the Ultramatic Transmission with an instan- 
taneous selection of flashing get-away or smooth, 
cruising glide. There’s the sweep of the styling and the 
interiors done in the grand manner. And there’s the 
1955 Clipper, built by Packard craftsmen, spreading the 
appeal of Packard engineering across a wide price range. 


Acclaimed by the experts, approved by the public, 
Packard has regained its rightful position in the 
automotive picture. Good dealer relations, as exempli- 
fied by the Packard belief that a dealer is entitled to 
make a living and do some living at one and the same 
time, have greatly implemented dealer progress. This 
sort of philosophy will continue to help Packard 
dealers make a singular success in their chosen field. 


DETROIT 32, 
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e Average at 9,200... 


Drivers Top Vehicles by 11 Million 


DETROIT. — Sixty-one million 
registered motor vehicles and 72 
million licensed drivers in the U.S. 
are piling up more than 560 billion 
miles a year, the Automobile Man- 
ufacturers Assn. reports. 

This is an average of 9,200 
miles a vehicle and 7,800 miles a 
driver. 

These and hundreds of other facts 
about highway transportation and 
the automotive industry are con- 
tained in the 35th edition of AMA’s 
annual statistical handbook, Auto- 
mobile Facts and Figures. 

A special feature is a 15-page 
section devoted to highway sub- 
jects. Among the many highway 
facts presented are these: 

1. Registrations and highway 
travel are due to increase more than 
33 percent by 1965. 

2. Inadequate roads today are 
costing U.S. motorists more than 
$5 billion a year. 

3. To correct inadequacies, $101 
billion will be needed for high- 
way construction during the next 
10 years. 


WHEN WILL 
BLAKE’S CAR 
BE READY? 


4.Half the anticipated traffic 
growth in the coming decade will 
be on the 40,000-mile interstate 
highway system. 

5. Highway construction and 
maintenance costs per mile have 
doubled since 1941. 

Other highlights from the 80-page 
handbook: 

Taxes take 24 cents of every dol- 
lar spent for the purchase of an 
automobile. Special automotive 


Cleveland Show 
To Open Jan. 21 


CLEVELAND. — The Cleveland 
Automobile Dealers Assn. will hold 
its 1956 auto show Jan. 21-29 in 
Cleveland Public Auditorium. 

Samuel L. Marshall, of Marshall- 
Field Motor Co. (Ford), heads the 
committee planning the show. He 
was co-chairman of the 1955 event. 

R. Earl Burrows, secretary-man- 
ager of the association, will serve 
again as show manager. 


Auto dealers report 


~ 20%050*MORE SERVICE JOBS 
with Executone 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
information exchanged—all with- 
out wasteful running around. 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 


SERVICE on Your Premises 
Executone factory-trained technicians in your 


area provide prompt 


dependable service— 


right on your premises —whenever required! 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. W-4 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
la a 
a OS 
Din ciereniniticmiicaa aia i 

In Canada-—331 Bartlett Ave., Toronto 
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taxes paid by U.S. motorists in 
1954 totaled $6.2 billion. 

There are 3.3 persons per pas- 
senger car registered in the U.S., 
or an average of one car a family. 
Seventy-one percent of the nation’s 
families own at least on automobile, 
and about 12 percent own two or 
more cars. 

Two of every three cars pro- 
duced and three of every four 
trucks produced in 1954 were sold 
as replacements for vehicles 
scrapped. About four million 
vehicles were scrapped in 1954. 
Seventy percent of the world’s 

car production is in the U.S., as 
is 73 percent of car registrations. 

Auto loans repaid in 1954 equaled 
the amount of loans extended dur- 
ing the year—$12.5 billion. Loans 
outstanding at the end of the year 
totaled $10.3 billion. 

California leads all states in auto 
registrations with a 1954 total of 
4,879,210. New York is second with 
3,893,980. 


Houston Dealer Goodson 
Dines with Eisenhower 


DENVER. — Horses replaced 
horsepower as a_ conversational 
topic at the President’s summer 
headquarters here last week. 

Invited to breakfast with Presi- 
dent Eisenhower was Lester Good- 
son, Houston Pontiac dealer and 
president of the American Quarter 
Horse Assn. 

The association has offered to 
give the President a quarter horse. 
The President stated his preference 
to Goodson at the breakfast. 


St. Louis Lot Purchased 
ST. LOUIS.—Erwin Maier, oper- 
ator of a used-car lot on Kings- 


highway, has purchased the lot for 
$42,500. 


International Pickup— 


Added power and a wide range of two-tone color combinations are features of 


International's new S-Line for 1956. The S-112 pickup is one of the models in the 
new line. It is available in 115 or 127-inch wheelbase, with 61% or eight-foot body. 


Its GVW rating is 5400 pounds. 
‘ =... 


International 


Offers Plush Cab 
In New S-Line 


CHICAGO. — A deluxe cab, with 
two-tone interior and foam rubber 
seats and back cushions is offered 
as optional equipment on Interna- 
tional’s new S-Line trucks. 


The company also announced 12 
two-tone color combinations for the 
new series which includes a wide 
range of four and six-wheel gaso- 
line and LPG-powered trucks with 
gross-vehicle-weight ratings from 
4,000 to 33,000 pounds. 

The deluxe cab, which is avail- 
able on all conventional four-wheel 
models up to and including the 
S-170 series, has perforated and 
sound-insulated roof trim panels. 
Interiors harmonize with exterior 
colors and seats and backs are 
nylon—covered with matching 
vinyl-coated fabric. 

Other features of the deluxe 
model are color-matched steering 
wheel, dual sun visors and special 
arm rests. 





U.S. Reports World Vehicles 
Up 18% to 88 Million 


WASHINGTON. — Highways of 
the world were carrying 88,357,615 
cars, trucks and buses on Jan. 1, 
1955, according to the automotive 
division of the Business and De- 
fense Services Administration. 


This represents an 18 percent 
increase over the 74,725,898 re- 
ported Jan. 1, 1952, the date of 
the last survey. 


Of the world total, 74 percent, or 
65,042,240 vehicles were in operation 
in the Western Hemisphere. Vehicle 
registrations in the U. S. totaled 
58,589,863. 


This was an increase of 4.1 per- 
cent over the 56,270,691 vehicles in 
the U. S. at the beginning of 1954 


Hoffman Heads 
Dealer Ad Group 


LOS ANGELES. — Studebaker 
dealers in the Los Angeles sales 
zone have elected Lathrop G. Hoff- 
man as president 
of their new zone- 
wide Dealers Ad- 
vertising Assn. 
Walter Cash, Cul- 
ver City, Calif. 
was named vice- 
president, and 
Larry Wright, 
Monrovia, Calif., 
secretary - treas- Bis 
urer. , 

According to de ” 
William A. Keller, L. G. Hoffman 
Studebaker general sales manager, 
dealers in all the company’s 17 sales 
zones have unanimously endorsed 
the establishment of the associa- 
tions, designed to strengthen the 
dealers’ advertising effectiveness in 
their local areas. 


Zone advertising groups are com- 
posed of two dealer representatives 
from each sales district who will 
work with Benton & Bowles, Inc., 
in formulation of local advertising 
| campaigns. 


and 12.9 percent over the 51,913,965 
units registered Jan. 1, 1952. 

Making up the latest U. S. figure 
were 48,498,870 cars, 9,842,647 trucks 
and 248,346 buses. 

The survey also showed 11,507,- 
600 motorcycles registered in the 
world on the first of this year. 
Of that total, 9,985,014 were in 
Europe, 661,327 were in Asia, 
577,665 were in the Western Hemi- 
sphere and 417,496 were in the 
U. 8. 

The latest car, truck and bus 
compilation locates 3,620,000 in Can- 
ada, 2,832,377 in other Western 
Hemisphere countries, 17,236,096 in 
Kiurope, 2,006,786 in Asia, 2,497,882 
in Oceania and 1,574,611 in Africa. 

The full report, titled “World 
Motor Vehicle Registration as of 
Jan. 1, 1955,” listing the car, truck, 
bus and motorcycle count in each 
of 171 countries can be obtained 
by writing the sales and distribu- 
tion division of the Department of 
Commerce in Washington, D. C. 


Lane Honored 
Dealer Cited for His Aid 


To War Orphans 


HOUSTON.—Harlan Lane, Olds- 
mobile dealer in Houston and Texas 
chairman of the Foster Parents’ 
Plan for War Children, has been 
given the charity’s highest citation, 
the Foster Parents Plan Brother- 
hood of Children Award. 

Only three other persons have 
been recognized with this award in 
the pest: Trygve Lie, formerly sec- 
retary general of the United Na- 
tions; Mrs. Eleanor Roosevelt, and 
de Lessepes Morrison, mayor of 
New Orleans. 

Lane was honored for his activi- 
ties in launching the annual fund 
drive for the charity and his con- 
tinued work in appearing in major 
cities and on leading television 
programs throughout the nation in 
behalf of the orphaned and dis- 
tressed war children. 


Comfo-Vision Cab— 


Comfort, convenience and safety fea- 
ture the deluxe Comfo-Vision cab, op- 
tional with International's new S-Line. The 
plush model has foam-rubber seats and 
backs and two-tone interiors which har- 
monize with exterior colors. 


eo 


International's New S-165— 


The S-165 truck-tractor has a GVW rat- 
ing of 16,000 pounds and a GCW rating 
of 29,000 pounds. It is one of six models 
in International's S-160 series which are 
available in four wheelbases and are pow- 
ered by the 140-horsepower Black Dia- 
mond 264 engine. 


Ohio Will Try 
To Keep Faulty 
Cars Off Turnpike 


COLUMBUS, O.—The Ohio Turn- 
pike Commission will attempt to 
keep inherently dangerous vehicles 
off the new toll road, reports James 
W. Shocknessy, commission chair- 
man. 

The Ohio pike will be opened to 
the public Oct. 1. The highway 
begins at the western end of the 
Pennsylvania Turnpike, crosses 
Ohio and connects with the Indi- 
ana Turnpike, now under construc- 
tion. 

Chocknessy said faulty tires and 
worn-out vehicles, as well as speed, 
were largely responsible for the 
increase in accidents on the Penn- 
sylvania Turnpike in August. 

“That increase has given all oi 
us a great deal of concern,” he 
said, “and we shall insist that no 
margin of speed in excess of limita- 
tions established by our commis- 
sion be permitted on the Ohio 
Turnpike. The speed limits are 65 
miles an hour for cars and 55 for 
trucks.” 

The Ohio pike is 241 miles lonz 
and cost $326 million. 
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Why Two Detroit Leaders Quit... 
Used-Car Dealers 


Seen on Way Out 


(Continued from Page 2) 


a Chevrolet dealer in Monroe, Mich. 
In 1937 he opened his own lot in 
Detroit, remaining open until the 
war started. 

May started his own finance com- 
pany in 1946 and shifted back to 
used cars in 1948, carrying all his 
own automobile paper. 

At his new dealership May has 
kept Northwest’s entire staff and 
has hired Ben Marcus as sales 
manager. Marcus hag been a Chev- 
rolet salesman or sales manager in 
Detroit for 20 years. 


to enter the new-car business de- 
spite all the reports of poor profits, 
explained: 

“That appears to be the $64 ques- 
tion. I’ve had people from coast to 
coast ask me that. Obviously, I still 
think there is money to be made in 
selling new cars .. . not a million 
dollars a year, maybe .. . but there 
might be $100,000 a year. 

* ok * 












‘T CAN’T see too much wrong 
with this business that hard 
work won’t cure. Of course, the 


of a firm which is building a 78- 
home project outside of Detroit. 

He said, “Although the auto- 
mobile business has been very 
good to me, there are many dis- 
advantages to it. And I’m getting 
a real thrill out of building— 
probably everybody has a latent 
desire to construct something 
lasting.” 

He listed these disadvantages to 
the auto business: 

1. Too much pressure, produced 
by the rapidly falling prices of the 
merchandise. 

2. Unpredictable income. “You 
can make a lot of money in six 
months, then lose it in the next six 
months,” he said. 

3. The long hours. 

Part of Simons’ new-found free- 
dom will be devoted to his wife 
and two children and part of it will 
be spent on his hobby — working 
with juveniles. For the past five 
years he has been president of the 


CAR-MON 


+e 


WIRELESS NEOPRENE 





EXHAUST HOSE 





World’s Finest Replace- 
ment Hose for Every 
Ventilating Systerh 


The roughest handling 





days are gone when you could sit 
down in Florida and make money 
in Detroit by placing a weekly 
long-distance phone call. 

“I’m devoting all my time to this 
Chevrolet operation. I think dealers 
are still going to make money, but 
it’s going to take five times as 
much work.” 

May believes that bootlegging 


May declared, “One of the most 
important functions of a dealer- 
ship — service — will be pushed 
here. After all, it’s the only thing 
we have to sell that other dealers 
can’t duplicate exactly.” 

Simons, 





41, began his business 
life at the age of 16 as an office 
boy at a storage company which 
was headed by 26-year-old Louis 


Businessman’s Youth Club in De- 
troit. 


Connell Chevrolet Sold 


To Shore and Pasman 
DETROIT.—Dick Connell Chev- 
rolet here, which has been operated 
by the Connell family since the 
early 1920s, has been sold to 








won't harm wCar - Mon 
“NU-FLEX”! This tough, 
resilient replacement hose 
provides safe, long-last- 
ing outlet for automotive 
exhaust gases. Special 


Grand, who later became his part- 
ner at Pappy’s. 

Six months after starting as 
office boy, Simons was managing 
the 120-man work force for Grand. 
They later switched to selling used 
cars with ordinary success until 
the war. 


* * * 

— out of the Army five 

years later as a tank com- 
mander, Simons joined Grand to 
found Pappy’s which probably be- 
came the nation’s most publicized 
used-car lot because of its great 
business success and its adherence 
to Golden Rule Concepts. 

They built their 3,000-car opera- 
tion on a variation of a Barnum 
slogan. Their version: Always give 
the sucker a decent break. 


is dying out around the country 

and figures that it will be less of 

a problem in 1956 than it has 

been the last few years. 

“Sure, you’ve got new cars on 
used-car lots in a lot of areas, but 
in 90 percent of the cases I'll bet 
they are for dress-up purposes,” he 
said. “There’s nothing prettier than 
a new car.” 









* * * 


AY, 42, started in the auto 
business in the early ’30s as a 
salesman for his uncle, Harry May, 


Factory ‘Helps’ 
Need Improving, 





Maurice Shore and Jack Pasman. 
The firm has been renamed Shore 
Chevrolet Co. 

The purchase followed a recent 
Detroit trend in that Pasman, a 
used-car dealer in Detroit for the 
past 12 years, will now use his 
Livernois lot, Pasman Motor Sales, 
as a used-car outlet for the new 
dealership. 

Shore, president of the new firm, 
worked for Connell for 23 years, 
the last four as general manager. 











Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


Neoprene construction 
will not stiffen or deteri- 
orate . . . unique “wire- 
less” design yields without 
clogging — instantly re- 
gains shape! 





LEAKPROOF! 
RUSTPROOFI 
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Dealer Asserts 


CHICAGO.—Saul M. Rose, head 
of Detroit’s Grand River Chevrolet 
Co., believes that auto makers can 
make big improvements in the 
dealer helps, sales aids and other 
promotional materials they pro- 
vide. 

In a speech last week before the 
national convention of the Direct 
Mail Advertising Assn., Rose de- 
clared that the manufacturer’s 
interest is not the same as the 
retailer and too often the advertis- 
ing support supplied the dealer is 
based solely on product or “institu- 
tional” advertising. 

Such advertising should be paid 
for entirely by the factory and the 
dealer should not be asked to sup- 
port these programs on a local level, 
he said. 

Blanket sales promotion schemes 
created by car makers too often 
fall flat because they do not apply 
to local markets, he added. 

“I contend,” Rose said, “there 
are only two areas in the average 
retailer’s activities where the man- 
ufacturer can and should help. One 
is in providing him with a guide 
for the selection and training of 
salesmen. The other is to give him 
intelligent advertising aids pitched 
at his store and his services.” 

Rose was critical of the efforts 
of manufacturers to sell dealers on 
using sales promotion programs. 

“The best way I can be sold is 
through tests and case histories 
that have been conducted on the 
material before it reaches me,” he 
said. 


Hayes Mfg. to Vote 
On Name Change 


GRAND RAPIDS, Mich.—Stock- 
holders of Hayes Mfg. Corp. will 


vote Oct. 10 on changing the firm’s 


name to United Industrial Corp. 
The growing importance of subsidi- 
aries and affiliates in Hayes’ econ- 


omy makes the name change 


advisable, President Rensselaer W. 
Clark said in a letter to stock- 
holders. 


Hayes, fabricator of automotive 
stampings and subassemblies, owns 


American Engineering Co., Phila- 
helphia, and Bawden Industries, 


Ltd., Toronto. It controls Aircraft 
of Cockeysville, 
Md., and AA Engineering, Ltd., of 


Armaments, Inc., 


Ottawa and is affiliated with Hayes 
Aircraft Corp., Birmingham, Ala. 


“The sucker,” said Grand, “rep- 
resents 90 percent of the coun- 
try’s population. Treat him right; 
give him the benefit of the doubt 
in all cases, and you have a tre- 
mendous pool of potential cus- 
tomers.” 

Simons ran the business end of 


the partnership and Grand man- 
aged the promotion and advertis- 
ing. 


Analyzing their business, they 


learned that only 25 percent of their 
sales was repeat business and they 
began building up this figure. By 
1950 repeat business amounted to 
75 percent. 


The formula for this amazing 


rise was: (1) Selling only the best 
used cars available; (2) cashing in 
on the free word-of-mouth adver- 
tising of their customers who al- 
ways had to be satisfied; 
unending series of promotional 
stunts, and (4) a number of Pappy- 
isms that became household 
phrases. 


(3) an 


“You'll be happy to deal with 


Pappy,” was the first and it spread 
like wildfire. Actually, the firm’s 
name was chosen because it fitted 
in this slogan. 


* * 


T° HELP alleviate a temporary 
m 


eat shortage, Pappy gave 


away a pair of rabbits with every 
purchase, 
the stable and meat on the table.” 


resulting in “A car in 


A caged bear attracted custom- 


ers and prompted “A bear fact is 
that you’ll be happy to deal with 
Pappy.” 


For business and humanitarian 
reasons, Pappy passed out soft 
drinks to customers and neigh- 
borhood children. As many as 
1,500 bottles daily were handed 
out. 

For a time a popular Saturday 


afternoon institution on Livernois 
was Pappy’s barbecue. Some 200 
people used to stop in regularly 
for the free meal. 


Early last year Simons and Grand 


established a working agreement to 
act as the used-car outlet for Hi 
Dawson, veteran Detroit Ford 
dealer. In December, the partners 
sold Pappy’s to Dawson, with Si- 
mons remaining to operate the firm 
much as it was operated before. 
This arrangement was terminated 
May 1, and Dawson took over full 
control of Pappy’s. 

om 7 


* 


RAND now is in semi-retire- 
ment, traveling about the coun- 


try and investing in real estate. 
Simons now is the third partner 
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Aid to Dealers’ Sales Seen... 


Canada Plans Record Road Year 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA.— While the highway 
program in the U. S. marks time 
during the wrangle over methods 
of financing, Canada this fiscal 
year will spend a record amount— 
approximately $600 million—to 
build new roads and provide for 
maintenance and winter operations. 

“There is a widespread demand 

for more and better roads across 

Canada,” C. W. Gilchrist, man- 

aging director, Canadian Good 

Roads Assn., told Automotive 
News. 

He said that in the neighborheod 
of $600 million would be spent in 
1955 by all levels of government to 
meet this demand as well ag the 
insistence of motorists on better 
facilities for winter driving. 

“This is bound,” Gilchrist said, 
“to help sell more motor vehicles, 
particularly during the winter if 
more roads are kept open for 
travel as is planned.” 

He said that materials, eq uip- 







the boom 
in auto seat belts 


has arrived! 


Cash in on \parton 


... the safety belts with 


ment and manpower were in good 
supply this year and he sees a 
record-breaking year for highway 
construction. 

The breakdown of estimated 
spending on highways was: 

Provinces: $426 million. 

Cities, towns, etc.: $110 million. 

Federal: $27 million (principally 
on the Trans-Canada Highway). 

Army: $8 million, on the north- 
west highway system. 

Centers of less than 4,000 pop- 
ulation: Between $40 million and 
$50 million in Ontario and Que- 
bec alorte. ’ 

It also is estimated that the pro- 
vincial governments have increased 
their road allocations by about $57 
million, with Ontario accounting 
for $47 million of the boost. 

This year, too, maintenance will 
consume more than one-third of 
the total road budget and a con- 
siderable portion of this will be 
earmarked for winter operations. 

In this respect Canada is unique, 
for its northern climate means 





these exclusive, big selling features .. . 





Only Karbelts Keep Car Doors 
Closed on Impact 


With one end of each belt set anch- 
ored to the door, and capable of 
withstanding a pull of over 3,000 
Ibs., Karbelts prevent the doors from 
flying open in a crash — help main- 
tain the car’s maximum structural 
strength for extra safety. 


Only Karbelts Always Stay 
Clean and Neat 


Here’s a major driver objection 


overcome, With Karbelts, you slip the outside half into the handy door 
clip as you get out. Belt doesn’t get dirty and is never damaged by a 
slamming door. 


Made of finest nylon webbing — six beautiful colors — packed 
in eye-catching, 4-color, merchandising cartons. 
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that much of its half-million- 
mile road system is snowed-in 
for varying periods of time. Many 
thousands of miles of these high- 
ways must be kept open despite 
the weather in order to serve 
private and commercial trans- 
portation demands. 

Moreover, figures show that Can- 
ada’s motor vehicle population is 
increasing at a phenomenal rate, 
much faster than the nation’s road 
net. 

The ratio of vehicles per mile of 
surfaced highway has risen from 
18 at the last official count from 
11.40 in 1945. 

In other words, more than 50 
percent more vehicles are using 
Canada’s surfaced highways than 
at the end of World War II. 

According to the Good Roads 
Assn., vehicle registrations in- 
creased 126 percent from 1945 to 
1958, but surfaced mileage rose 
only 38 percent. This depicts how 
seriously registrations have out- 
paced highway building. 

At the same time, heavy vehi- 
cles increased even more rapidly— 
156 percent as compared to 117 per- 
cent for passenger cars. 

In addition, the trend toward 
faster and more powerful cars has 
brought about an increase in auto 
uses. Motorists travel more and for 
longer distances as may be seen in 
the 187 percent rise in gasoline 
consumption from 1945 to 1953. 

Gilchrist predicted that Canadi- 
ans will be driving about six mil- 
lion motor vehicles within ten years 
and more and better roads will 
tend to increase sales. 

The alltime high spending this 
year, he said, is almost certain 
to be reflected in better business 
for dealers in the months ahead. 

A summary of the road budgets 
and plans of the 10 provinces fol- 
low: 

British CoLumsBia: Budget, $37,- 
297,000, increase of more than $2 
million. Largest project is Trans- 


Calendar 


(Continued from Page 12) 


General 


Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago, Ill. 
Sept. 21-22 — Federation of Automobile 
ealer Assns. of Canada, Sheraton- 

Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Assn. Convention, Fort Shelby Hotel, 
Detroit, Mich, 

Sept, 22 - Oct. 2—37th International Auto- 
mobile Exhibition, Frankfurt am Main, 
Germany. . 

Sept. 29-30 — National Automobile Trans- 
porters Assn. Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12— 8th Annual Convention and 
Show, Truck Body and Saenment Assn., 
Inc., Morrison Hotel, C icago, i. 

Oct. 13-17— American Trucking Assn. 
Roadeo finals, Washington, D. C. 

Oct, 14-15— Annual convention of the 
Western Engine Rebuilders Assn., Fair- 
mont Hotel, San Francisco, Calif. 

Oct, 17-21— American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D, C. 

Oct. 19-21—Gasoline Pump Manufacturers 
Assn., Seaview Country Club, Absecon, 


N. J. 

Oct, 19--29?— 40th International Motor 
Show, Earls Court, London, England. 
Oct. 24-25— Automotive Electric Assn., 
Regional Conference, Hotel Statler, Los 

Angeles, Calif, 

Oct. 26-28 — 10th Annual Technical Con- 

vention, American Society of Body En- 
ineers, Rackham Memorial Building, 
etroit, Mich, 

Oct. 28— lé6th Anniversary Dinner, Auto- 
mobile Old Timers aldorf - Astoria, 
New York City, N. Y. 

Oct. 29-Nov. 6—Pacific International Auto 
Show, Oakland Exposition Bldg., Oak- 
land, Calif. 

Oct. 31-Nov. I—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore. 

Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., I!ith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov, 10-1! — Automotive Electric Assn., 
Regional Conference, Hotel Muehle- 
bach, Kansas City, Kans. 

Nov, 28-Dec, I—Air Conditioning & Re- 
frigeration Exposition, Atlantic City 
Auditorium, Atlantic Ci . J. 

Dec. 4-5 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill, 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 11-14—American Road Builders Assn's. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 23-25—I5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9-Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, ‘aceee i. 

Feb. 21-22—MEMA, NSPA and MEWA 

National Conventions, San Francisco, 


Calif, 

April 16-20— New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y, 





“There went another chunk of 
‘pride of ownership’.” 





Canada Highway being pushed 
through mountains. 

ALBERTA: Budget, $52,697,000, down 
$1 million. All-weather highway 
program started in 1953 involves 
about $80 million over four years. 
By December, 1956, there will be 
three main surfaced highways 
across the province, one from the 
U. S. border north to British 
Columbia. 


000, up more than $1 million. Fix- 
tensive construction and surfaciig 
planned this year, including 6&0 
miles of Trans-Canada. 

Manrropa: Budget, $14,156,000, no 
change. Taking into account fed- 
eral and municipal spending, this 
year may set a record, however, for 
the largest road program in its his- 
tory. 

Ontario: Budget, $172,240,000, up 
$47 million. The province is carry- 
ing out the greatest public invest- 
ment program in its history. 

Quesec: Budget, $78,566,000, up 
$1,500,000. Considerable progress be- 
ing made with longe-range highway 
program launched in -1945. 

New Brunswick: Budget, $15,402,- 
000, an increase of $1,600,000. 

Nova Scotia: Budget, $20,921,000, 
up $2 million. Gas tax raised from 
15 cents to 17 cents. 

Prince Epwarp Istanp: Budget, 
$3,231,000, up $300,000. Highway de- 
partment will be largest spending 
agency of government this year. 


NEWFOUNDLAND: Budget, $11,360,- 
000. Construction program hastened 
this year and the budget has been 
increased by more than $2,500,000. 
Major project is Trans-Canada 


SASKATCHEWAN: Budget, $19,767,-' Highway. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week 
Ended Ended > 
Sept. 17, Week, Sept. 10, To Sept. 18, Sept. 17, 
1955 1954 1955* Date 1954* 1955 

AMERICAN MOTORS _ 1,368 2,274 286 1,726 70,554 125,422 
PIPED “Cettecrntbinievnnn 528 838 85 630 23,064 40,155 
eo eee 840 1,436 201 1,096 47,490 85,267 
CHRYSLER CORP. 6,700 588 $3,922 11,6386 459,363 968,863 
0 ee 1,000 635 1,681 66,821 125,761 
DeSoto 1,200 610 1,924 45,895 91,052 
a ee 4,500 Finns 2,669 71,826 85,754 216,358 
oe 588 8 205 260,893 535,692 
FORD MOTOR $7,150 32,051 14,538 52,194 1,279,886 1,548,856 
SMI. Savbevcdeteteléédsisistessrssy0 $0,500 27,495 12,084 42,535 1,052,161 1,221,825 
See 1,150 561 136 2,391 28,566 25,831 
ED - cecsisescaseueivtoonize 5,500 3,995 1,768 7,268 199,159 301,200 
GENERAL MOTORS .. 74,741 21,334 60,906 163,786 2,117,585 2,972,774 
MEN sutbdedetscewibivicteisoistes 14,004 9,951 11,154 29,942 400,368 592,004 
DEEN acbcsiCovicosevnedcenstee “Syesiiens 2,582 2,468 3,753 89,515 113,696 
Chevrolet. .................. . 35,900 24 28,418 78,542 1,053,764 1,353,501 
Oldsmobile ........... .. 18,222 8,777 9,723 27,052 319,989 476,545 
OD sinisi<icratsrrerrscsssiess Oe, : 9,148 24,497 253,949 437,028 
KAISER MOTORS ...... .......... ae 15,016 6,680 
EE i cicocieuhicciicinscd: ‘scicahers.  Sipivedink “Saevinend.  _-onaapipsi 5,803 1,021 
MINI, Saiituccc tessa bsictcadvissives dustendbes Ome ee 9,213 5,659 
EE IED, Gcctbcwctndassessvaree 2,199 1,419 288 2,487 76,347 140,052 
I, Scipiuscvonstomtiiesives sisbecanes TE: céusugsres > “renecnaaes 25,502 53,128 
Studebaker .................. 2,199 978 288 2,487 50,845 86,924 
Total Cars, U. S........... 122,158 57,710 79,940 281,829 4,018,751 5,762,647 


*Revised. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Sept. To To 
Sept. 17, Week, Sept. 10, To Sept. 18, Sept. 17, 
1955 19) 1955* Date 1954* 1955 
CHEVROLET ................ 7,800 2,284 6,184 17,846 243,598 291,261 
100 67 86 233 2,471 3,863 
80 40 64 176 2,315 2,672 
ID 8S 2 esc. ccsibesssacenvaacen * Savedobans 1,907 1,820 1,820 63,711 173,521 
NEED GA ctheshedninctiasiatmanssieese 7,200 4,547 3,320 10,520 222,026 254,905 
GE» Bicrcctisectinvabeosssedarnasrenss 2,500 755 1,597 4,866 57,861 74,320 
INTERNATIONAL ...... 140 1,450 128 338 71,080 91,324 
PII Sckicicacadusédonctetndsscceien 350 100 264 758 4,786 10,467 
NS dae cicada sanccncntii ni 120 53 88 238 6,061 3,879 
STUDEBAKER ............... 4380 ae 480 9,067 13,385 
WHITE 375 227 298 821 7,629 10,113 
SED aliscndisaibewstbncnscissiovs  ataicocths 2,013 1,208 1,892 46,390 51,763 
MISCELLANEOUS 85 64 80 197 4,750 3,625 
Total Trucks, U.S. ... 19,230 13,634 15,137 40,185 741,745 885,098 
Total Cars, Trucks, 
i A ska raie ie veccets cases 141,388 71,344 95,077 272,014 4,760,496 6,647,745 
Total Cars, Trucks, 
RING avccssiseacseshossssse 4,850 2,663 3,463 10,319 293,542 370,324 
Grand Total, 
Cars and Trucks, 


U. S. and Canada....146,238 


74,007 98,540 282,333 5,054,038 7,018,069 


includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


*Revised. Miscellaneous 
Drive, Sterling, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Ethics Vital, Dealer Warns .. . 





‘Promises Are Sacred’ 


FLINT. — A dealership succeeds 
only in direct proportion to the 
standard of its reputation in the 
community, Roy L. Sarason, presi- 
dent of Point Pontiac Co., Wayne, 
Mich., told seniors in General Mo- 
tors Institute’s Dealer Cooperative 
Training Program. 

Sarason was among a group of 
special speakers who addressed the 
dealer trainees. 

He warned that a promise never 
should be made to a customer 
unless the dealership was pre- 
pared to fulfill that promise. He 
said that called for the highest 
degree of cooperation between 





N. Carolina Eyes 


Annual Tradeins 


RALEIGH, N. C. — Assistant 
Budget Director D. S. Coltrane 
said North Carolina may change 
its car buying and selling policy. 
The present policy calls for re- 
placing a car after three years 
or 50,000 miles. 

Recent experiments with sev- 
eral state agencies showed greater 
savings could be made by trading 
@ car after it is one year old, it 
was e 
lec a 


| 


all phases of the dealership— 
sales, service, parts and office. 


Sarason maintained that as a 
dealer, it was his responsibility to 
see that his customers were satis- 
fied with what he sold them. He 
said he felt an obligation to inter- 
cede between the factory and the 
customer to see that the customer 
was satisfied, if possible. 

In his address entitled “Ethics in 
a Modern Dealership,” Sarason ex- 
plained what each letter in “ethics” 
means to him and his organization. 

“E,” he said, stands for Every- 
body; “T” for Try to; “H” for Help; 
“T” for Improve; “C” for Customer 
Confidence, and “S” for Sales and 
Service. 

Combining the interpretation of 
each letter, Sarason said ethics 
means “Everybody Try to Help 
Improve Customer Confidence in 
Sales and Service.” 

Sarason concluded with a warn- 
ing to the students to forget any 
ideas or thoughts of shoddy busi- 
ness practices or peor treatment 
of customers. 

“No dealership is big enough, 
sound enough or has enough cus- 
tomers to operate on a ‘hit them 
once and forget them’ basis,” he 
said. 


Ford Up, Pontiac Closes .. . 





Car Output Increased 


.. ».|To 122,000 in Week 


(Continued from Page 1) 


year marks. Its 476,028 completions 
todate surpasses its high of 333,- 
133 cars during the last three quar- 
ters of last year and its 12-month 
record of 433,810 cars set last year. 
GM produced 74,741 cars last 
week to grab 61.2 percent of total 
industry output, and moved 
within 27,226 units of the three 
million mark in ’55 calendar-year 
competitions. The previous week 
it produced 60,906 cars for 176.2 
percent of total industry output. 

A breakdown of divisions showed 
Chevrolet with 35,900 units; Buick 
with 14,004; Oldsmobile with 13,222, 
and Pontiac with 11,615. 

Ford Motor Co., aided by an up- 
swing to 30,500 units at Ford divi- 
sion, produced 37,150 cars last week, 
or 30.4 percent of total industry 
output. 

+ * * 

RCURY and Lincoln, unlike 

Ford division, did not schedule 
Saturday assemblies and tnded up 
with 5,500 and 1,150 completions, 
respectively. Ford division sched- 
uled assemblies at 14 of its 16 plants 
on Saturday. 

Chrysler Corp., 


6 Millionth ’55 to Beat 


750 Mark by 48 Days 


DETROIT.—Moving along at a 
pace nearly 48 work days ahead 
of the record output year of 1950, 
the auto industry is rapidly clos- 
ing in on the production of the 
six millionth car of the 1955 cal- 
endar year. 

Expected to roll from the as- 
sembly line on Friday, Sept. 30, 
it will beat its counterpart of 
1950 by more than six weeks, 
according to Automotive News 
estimates. The corresponding car 
of 1950 was assembled on Nov. 22. 

Only other year with which the 
milestone can be compared is 
1953, when the six millionth auto 
was turned out on Dec. 19, or 66 
work days behind this year’s pace. 

css 


with Plymouth 





still down for changeovers, sched- 
uled 6,700 assemblies last week. 
Dodge, slowly moving back to nor- 
mal production, led the divisions 
with 4,500 completions, while DeSoto 
scheduled 1,200 and Chrysler, 1,000. 


Studebaker moved back into 
the production picture last week 
after having had assembly opera- 
tion curtailed for more than 10 
days by an unauthorized strike 
at its South Bend plant. Its 
schedules last week listed 2,199 
cars, as compared with the pre- 
vious week’s 288 completions. 
Packard, however, was still down 
for changeovers and will not begin 
production of ’56 models until suf- 





Record 9 Months 


(U.S. Auto Production) 





(U.S. Truck Production) 


EE. cocsvapsennscussnsentssoverecsionens 1,130,147 
EE | vetissiysicheaieasscneentiecpeay 1,050,459 
PU. sassiisviviesvvbacsaneernanuains 1,007,371 
BEE ssssssecissssdiveisestseetsloottOe 948,913 
DOO, sitscesesesctisechctcssttavenvinasss 945,671 


* Estimated 





ficient parts have been supplied for 
initial operations — most likely on 
Oct. 3, a spokesman said. 

* * . 


MERICAN MOTORS, still build- 
ing out on ’55 models, scheduled 
1,368 assemblies last week. The 
buildout on Ramblers is being made 
at its El Segundo (Calif.) plant, 
while the Kenosha (Wis.) plant is 
completing orders for Hudson 
Wasps and Hornets and Nash Am- 
bassador and Statesman cars. 
Although truck production last 
week showed a 4,093-unit increase 
over the previous week, supplier 





os 69 


strikes also dug into operations 
there. Willys was forced to curtail 
truck and jeep operations due to a 
strike at Midland Steel Products in 
Cleveland, and Dodge Truck halted 
production due to the Eaton Mfg. 
Co. strike. Midland supplies frames 
for Willys, and Eaton is Dodge’s 
chief supplier of axles. 

Midland also supplies frames for 
Lincoln, Studebaker and Buick, but 
none of these was expected to be 
affected immediately. All said, how- 
ever, that production of ’56 models 
could be put in serious jeopardy if 
the strike persists. 


Truck output last week was 19,- 
230, as compared with the previous 
week’s 15,137. 


4. Auto Dealers 


Hold High-Level 
Rotary Posts 


EVANSTON, Ill.— Four automo- 
bile dealers are serving as officers 
of Rotary International, worldwide 
service club organization for 1955-56. 

They are Louis B. Migliorini, 
president of Rutgers Chevrolet Co., 
New Brunswick, N. J.; F. Manning 
Moody, a Chevrolet dealer in Han- 
over, N. H.; Harry Simpson, owner 
of Simpson Chevrolet Co., Morris- 
ville, Pa., and Mark Jordan Stock- 
ton, general sales manager of the 
Newport News (Va.) Automobile 
Exchange. 

Migliorini, Moody and Stockton 
are district governors, co-ordinating 
the activities of all Rotary clubs in 
their districts. Simpson is a Rotary 
information and extension coun- 
selor. 

Rotary’s membership is at an 
alltime high with more than 419,000 
— of 8,800 clubs in 92 coun- 
tries. 


Hall, Milwaukee Dealer, 


Leaves $453,000 Estate 


MILWAUKEE. — Augustus C. 
Hall, president of Hall Chevrolet 
Co., who died Sept. 12, 1954, left an 
estate worth $453,000, according to 
an inventory filed recently in 
County Court. 

Real estate accounted for $150,000 
and investments for $220,000. Hall 
was a founder and first president 
of the Milwaukee Automobile Deal- 
ers Assn. and a former president 
of the Wisconsin Trades Assn. 





Chevrolet Adds 16 Mobile U.C. Clinies 


DETROIT. — Latest develop- 
ments in plastic repair of auto 
sheet metal and other advances in 
used-car and 
truck recondition- 
ing will be dem- 
onstrated to 
Chevrolet dealers 
through a new 
fleet of 16 mobile 
clinics. 

The newly out- 
fitted one-ton (1,- 
000-GVW) panel 
trucks represent 
a streamlining of 
the _ recondition- 
ing clinics-on-wheels which went 
into service in the fall of 1953, 
according to W. E. Fish, Chevrolet 
general sales manager. 

The units are operated by 
regional instructors, who will hold 
clinics at key dealer locations 
throughout the country. 

In addition to the plastic repair 
procedure, the instructors will dem- 
onstrate the most advanced meth- 
ods, materials and equipment for 
reconditioning used vehicles. 

Fish said the success of the 


Fiberglas Used 
For Crash Pads 


TOLEDO. — A Fiberglas safety 
pad for auto instrument panels, 
with a decorative, soft textured 
cover, has been developed by 
Owens-Corning Fiberglas Corp. 

Constructed of Fiberglas molded 
wool, with a vinyl plastic cover, the 
pads reduce injuries in crashes or 
sudden stops. 

Available in many colors and 
grains, the pad is installed on the 
cover of the dash board. Owens- 
Corning said -it is developing simi- 
lar pads for installation above 
windshields and for backs of front 
seats. } 





W. E. Fish 


clinical program since the first 
such units were sent into the 
field two years ago prompted the 
build up of the new fleet. He 
estimated that 2,500 recondition- 
ing clinics have been held in 
dealerships during the last two 
years. 

Plastic or resin repair of sheet 
metal, one of the most revolution- 
ary service developments in recent 
years, will be a high spot in clinic 
demonstrations. This process was 
originated by Chevrolet following 
its experience with the plastic- 
bodied Corvette sports car, plastic 
fenders and trunk parts such as 
those in the 1955 Cameo Carrier. 

The process now, is being used 
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in about 75 percent of Chevrolet 
dealerships, according to service 
department officials. They estimate 
this type of repair averages 25 
percent of the cost of sheet-metal 
repair, yet is more durable. 

The 1,600 pounds of equipment 
aboard each mobile unit includes 
everything needed for complete 
appearance reconditioning of a car 
or truck. Included are steam clean- 
er, spray painting kit, vacuum 
cleaner, complete interior refur- 
bishing material, engine cleaning 
system, paint drying lamps, port- 
able tool kit and work benches and 
polishers. 
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Convention Speaker— 


William C. Newberg, Dodge president, 
center, discusses new machine tool pro- 
duction techniques with Gen. Williston B. 
Palmer, vice chief of staff, U. S. Army, 
and Raymond A, Vidinghoff, president of 
the American Machine Tool Distributors 
Assn. Newberg was principal speaker at 
the association's annual convention in 


Chicago. 


Cut Sales Resistance .. . 





haley Steel Pacts Held 
Boon to Tool Industry 


CHICAGO.—The new labor agree- 
ments in the automobile and steel 
industries are extremely important 
from the standpoint of breaking 
down sales resistance, the Ameri- 
can Machine Tool Distributors were 
told last week at the Machine Tool 
Show here. 

As a result of the new con- 
tracts, said M. A. Hollengreen, 
president and general manager 
of Landis Tool Co., Waynesboro, 
Pa., “companies who use machine 
tools are experiencing a double 
increase in cost”—wages and ma- 
terials. 

He said that because of today’s 





intense competition and the amount 
of installment buying, substantial 
overall price increases are not in 
view. 


“Therefore,” Hollengreen con- 
tinued, “in order to protect their 
profit picture, companies using ma- 
chine tools must reduce their costs. 
The obvious way to do it is to throw 
out all the old high-cost machines 
and put in new ones that will turn 
out more work per man hour.” 

In another address, William C. 
Newberg, Dodge president, told the 
distributors that new machine tools 
are being developed so fast and 
with such improvements that man- 








LEADING USED-CAR AUCTIONS 


IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columnas— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO 


NEW YORK CITY'S 


SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


“Midw t. 
Albany-Schenect Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Rovte No. 72—4 Miles Off 

Pa. Turnpike 
10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 
Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & NAAA. 


Phone Manheim 5-2401 








New Jersey's 
Only Original Auction 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfielc 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


ati. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 





MIIDDLE ATLANTIC 





HORSEHEADS 
AUTO AUCTION 


HORSEHEADS, N. Y. 


One of the pioneers in the business. 
Eight years’ continuous operation. 


Guaranteed checks and titles. 


Two Big Sales Weekly 


Tues. Night 7 P.M. Fri. Afternoon | P.M. 





EAST NORTH CENTRAL 





GRAND RAPIDS AUCTIONS, INC. 


On M2!—One Half ae west of Grandville, | 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. ‘Bill’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio's Largest Automobile Dealers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 





“WE NEVER MISS" 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S$. Revte 20A Phone 9009 








CROSSROADS 
. Where they meet . .. buyers and 
+ + » Rew and used-car dealers. They 
meet at the dealer auctions of the nation 
+» and on the pages of Automotive News. 
You will reach both groups through an 
ad in Automotive News. 





EAST 


WES COON 


AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 


NORTH CENTRAL 











DEALERS SAY 
Our greatest dollar values cre at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 





EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
insured Checks and Titles 








MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
the First National Bank of Englewood. 








EAST NORTH CENTRAL 


















Fidelity Insured Checks 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located Y2 mile from Detroit City Limits 

TWO BIG AUCTIONS EACH WEEK - - - 

WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 






























Phone Dunkirk 3-0150 





ufacturers are forced to buy them 


long before the old ones wear out. 

It has been estimated that in- 
dustry will buy nearly $2 billion 
worth of tools and presses in the 
next year and a half. The auto- 
motive and related industries are 

expected to account for about 75 

percent of this outlay. 

The Machine Tool Show, which 
closed last week, and the Produc- 
tion Engineering Show attracted 
some 100,000 production executives 
who viewed more than $20 million 
worth of displays. The exhibits in- 
cluded more than 500 machine tools. 

Keynote of both shows was 
“automation” and the “factory of 
tomorrow.” 





Safety-Device Law 


Studied by Senator 

WASHINGTON. — Senator 
Richard Neuberger, Oregon 
Democrat, believes legislation to 
require built-in safety devices on 
automobiles may be necessary to 
curb the highway death toll. 

Safety aids suggested by Neu- 
berger are safety belts, strong, 
secure locks to keep doors from 
springing open in a crash, thick, 
sponge-rubber cushions on instru- 
ment panels, shatterproof glass 
in all windows and a fire extin- 
guisher in every car. 

Noting the 438 highway deaths 
over the Labor Day weekend, he 
said, “More than well intentioned 
safe-driving campaigns are 
needed to end the dreadful death 
toll on roads.” 
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WANT AD DEPT 
DETROIT 


HELP WANTED 


USED CAR MANAGER—Must be mer- 
chandiser for established dealer. Finest 
location—excellent facilities. Good salary 
and monthly bonus arrangement. Must 
be interested in 5 figures or better only. 
Able to get own organization together. 
Located in Detroit. Box 5359, c/o Auto- 
motive News, Detroit 26. 


OPERATIONS ADMINISTRATOR— Large 
multiple dealer organization has position 
available for an operations administrator. 
We are looking for a man who is fa- 
miliar with all phases of retail dealership 
operations and can supervise an organ- 
ized program for rehabilitating poor oper- 
ations. Box 5360, c/o Automotive News, 
Detroit 26. 


ATTENTION 


Business Management Represent- 
atives and Managers 


Cessna Aircraft Company, the world's 
leading producers of business aircraft, 
offers an unusual career opportunity for 
@ man with the following qualifications: 


® Accounting training. 

© 2-3 years’ experience with uni- 
form accounting, system for na- 
tional dealer organization. 


® Piloting experience not required. 


The man selected will headquarter in 
Wichita, Kansas. Some travel required. 
Send resume to the employment manager 
of Cessna Aircraft Company, Wichita, 
Kansas. (No phone calls please.) 


LARGE GMC TRUCK dealer, in rapidly 
growing southwestern community, badly 
needs an experienced GMC parts counter- 
man, Top pay and benefits to qualified 
person. Reply in full detail enclosing pho- 
tograph to Box 5345, c/o Automotive 
News, Detroit 26. 





EXPERT MECHANIC FOR Chevrolet 
dealer, lower Rio Grande Valley of Texas, 
mild winters. Twin post lifts, guarantee. 
Hospitalization, paid vacations. Write 
Standard Chevrolet Co., Box 540, Edin- 
burg, Texas. 





ACCOUNTANTS 


POSITIONS available immediately with Gen- 
eral Motors Corporation for experienced 
dealer accountants to headquarter in Cleve- 
land, Cincinnati and Minneapolis. Must be 
thoroughly versed in all phases of retail auto- 
motive accounting, be capable of installing 
dealer company records, furnish instructions to 
office personnel and perform periodic exam- 
inations of accounting records. Positions 
involve traveling, automobiles furnished, all 
expenses paid. Furnish complete employment 
record, age, experience and recent snapshot 
in letter of application. Box 5355, c/o Auto- 
motive News, Detroit 26. 


TWENTY-TWO CENTS 


ion for 


IN ADVANCE OF PUBLICATION DATE 
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U.S. Judge Nears 
Verdict in $603,000 
Dealer-Ford Suit 


GREENVILLE, S. C.—A $603,000 
anti-trust suit against Ford Motor 
Co., brought by Robert Nelligan. 
Greenville auto dealer, has been 
argued in Federal District Cour 
here. 

Judge Ashton H. Williams de- 
layed an order on the case, pending 
the filing of additional briefs. 

According to court records 
Nelligan alleged that Ford Motor 
Co. violated the Sherman Anti- 
Trust Act by canceling his Lincoln- 
Mercury franchise. 


He contends the cancellation 
resulted from his refusal to con- 
tribute advertising money for Ed 
Sullivan’s “Toast of the Town” 
television program. 

Nelligan set forth that the pro- 
gram is useless to his business 
since it does not appear over a 
local station. 

Ford attorneys claim Nelligan 
accepted this advertising condition 
when he received his dealershir. 

Ford maintains that the franchise 
was canceled because Nelligan pro- 
tested the original terms of dealer- 
ship. 

Judge Williams declining to rule 
on a motion by Ford to dismiss the 
case, said he would rule on the case 
after briefs referring to restraint 
of trade were admitted. 
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SALESMEN 
(Detroit area) 


We want men who are good automobiiec 
salesmen with the desire to go forward, who 
are not satisfied with their present position. 
We offer a very interesting income plan with 
greater benefits for the man who can pro- 
duce. This is not a position for drawing 
account specialists or impressive has-beens— 


this is for sincere, hard working professional © 


salesmen, If you can qualify, we will give 
you a guaranteed salary plus high commis- 
sions plus high monthly bonus. Only proven 
salesmen need reply. Please send resume and 
phone number to Box 5356, c/o Automotive 
News, Detroit 26. 





MANAGER FOR LINCOLN-Mercury deal- 
ership, town 40,000 in southeastern state. 
200 new units. Knowledge of entire oper- 
ation necessary. Box 5358, c/o Automo- 
tive News, Detroit 26. 













BUSINESS MANAGER 


Thoroughly experienced accountant who 
has solid knowledge of auto business i: 
offered an opportunity to become affili- 
ated with large volume dealer in easter 
section of U. S. Salary $450 monthly plu 


share of profits. Please write in conf! 


dence with full particulars of past experi- 
ence and education. Box 5353, c/o Auto- 
motive News, Detroit 26. 


BUSINESS MANAGER — Large chain or- 
ganization has opening for a man who is 
capable of contacting dealers on all 
phases of business management activity. 
This is a rapidly expanding operation 
and proven ability may lead to better 
position. Write, giving full details. Box 
5361, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose 4 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it wil! be forwarded im- 
mediately to the advertiser. 
























































































































HELP WANTED 









GENERAL SALES 
MANAGER 








Large volume Lincoln-Mercury dealer 
in single dealer locality (200,000 pop- 
ulation) has unusual opportunity for 
aggressive, ambitious man not over 40 







years of age. This is most lucrative 
opportunity 
for increasing yearly income if you can 





opening with wonderful 







produce. This dealership well financed 







and has been earning over $10,000 
monthly. Apply, giving all pertinent 






information about self. Located in 


East. 



















Box 5352, c/o Automotive News, 
Detroit 26. 


USED CAR MANAGER — 8mall Pontiac 
dealer on Florida east coast needs expe- 
rienced man to run all phases of used 
car operation. We want a low pressure 
man who can handle established clientele. 
Year round operation due to huge civilian 
payroll from nearby (6 miles) Patrick 
Air Force Base. Salary and commission 
for right man who wants to work—and 
who can find time to fish. Write to Hei- 
man Pontiac Corp., Melbourne, Fla. 


SALES MANAGER: Dodge-Plymouth deal- 
ership city in Iowa. Opportunity and 
future for man capable developing sales 
force. Give age, past and present con- 
nections, family status. Replies strictly 
confidential. Box 5325, c/o Automotive 
News, Detroit 26. 


WANTED—A TRUCK specialist to take 
over truck sales on profit sharing basis. 
An excellent opportunity for a man who 
can and wants to sell trucks. Jefferson 
Motors, Mt. Vernon, Ill. Pontiacs—Cad- 
illacs and GMC trucks. 
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SALES MANAGER. Age 30, eight years’ 
experience—three as assistant manager 
in Chrysler Corporation line. Would like 
to relocate in Los Angeles, Box 5362, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER—Aggressive, hard 
hitting exeeutive with 17 years’ experi- 
ence in all phases of dealership manage- 
ment, Can take complete charge and 
assume full responsibility for a profitable 
operation. Will consider purchase of 
dealership on a manager’s buyout plan. 
Not interested in dealership that is try- 
ing to be a factory hub. Box 5332, c/o 
Automotive News, Detroit 26. 


DO YOU HAVE TRANSPORTATION prob- 
lems? Responsible man will deliver your 
cars anyplace at fraction of shipping 
costs. References. Elias G. Adams, 2272 
Philadelphia Ave., W., Detroit 6, Mich. 


FULL CHARGE BOOKKEEPER, Office 
Manager. Graduate accountant. Satisfac- 
tory qualifieations and references. Will 
relocate, Box 5314, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 


BUSINESS MANAGER or office manager. 


Nine years’ experience in the General 
Motors accounting and business manage- 
ment field with a large retail dealer in 
the midwest. Plenty of experience in 
other parts of the business besides ac- 
counting. Married, no children, 32 years 
old. Would be interested in the midwest 
or western part of United States. Will be 
able to make a change within a month to 
six weeks. Can give you very high refer- 
ences. Can arrange for an interview. Box 
5320, c/o Automotive News, Detroit 26. 





AUTO SALES CLOSER and manager. Sev- 
enteen years Ford and GM experience in 
all phases of management—expert pencil 
man. Presently employed with one of the 
largest Ford volume dealerships, but de- 
sire a change. Age 39, single, will locate 
anywhere. Box 5346, c/o Automotive 
News, Detroit 26. 


GENERAL OR SALES MANAGER, pres- 
ently employed national firm, specialized 
heavy trucks, 21 years’ automotive expe- 
rience, including sales direction, fleet 
selling, branch and dealership manage- 
ment. Desire opportunity away from 
metropolitan area—western or southern 
states. Box 5347, c/o Automotive News, 
Detroit 26. 


EX-DEALER, 25 YEARS car-truck field— 
too young to retire, desires sales connec- 
tion reputable dealer line products Florida 
or S.E. If you can use dependable repre- 
sentation, write Mr. H. J. Land, 2221 
8th Ave. W., Bradenton, Fila. 


DEALERSHIPS AVAILABLE 


DEALERSHIP LOCATED IN large indus- 
trial city in Ohio handling Dodge and 
Plymouth. Doing close to one million 
dollars worth of business per year. Will 
sell building, land and parts inventory 
or parts inventory and lease building on 
long term lease. Large modern building, 
2000 square feet of show room on main 
highways. Large blacktopped used car 
lot adjoining building. Fully equipped 
service shop. An excellent-going business. 
Selling due to ill health. All replies 
strictly confidential. Reply Box 5340, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY— 
Located in northeastern Ohio industrial 
metropolitan area, Land, buildings and 
business for sale as unit or will sell 
business and lease realty. Present fran- 
chise earnings year to date in excess of 
sale price of business. Real estate will 
pay out in ten years at current market 
rentals. Dealer selling of own volition to 
invest in new venture. Principals only. 
Box 5344, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE HANDLING 
Dodge and Plymouth. For sale—parts 
bins, shop equipment for three mechanic 
garage, Weaver lift, greasing and steam 
cleaning equipment. All necessary signs 
for Dodge and Plymouth dealership. Pro- 
gressive northeast Texas town. George L. 
Grogan, Jr., Box 45, Atlanta, Texas. 

















DEALERSHIP HANDLING DeSOTO- 
Plymouth in southern Calif. Old estab- 
lished deal, No used cars or accounts 
receivable. Satisfactory lease. Approxi- 
mately $10,090 will handle. Box 5312, 
c/o Automotive News, Detroit 26. 


FOR SALE—Dealership in Iowa handling 


one of “Big Three,’’ also well known 
line of farm machinery. No used cars 
or accounts receivable. Sell or lease build- 
ing. Box 5334, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD. Fast 
growing town in the uranium country. 
Present rate 90 units. Well equipped and 
manned for purchaser who can qualify 
financially and otherwise with factory. 
Required cash—$40,000. Box 5311, c/o 
Automotive News, Detroit 26. 

in 


DEALERSHIP HANDLING Chevrolet 
Pennsylvania. 375 planning potential. 
Would consider selling 50% or more of 
present corporation. No real estate. Good 
lease. Box 5335, c/o Automotive News, 
Detroit 26. 


HELP WANTED 





America’s Best 





Auto Sales Manager 


a FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 


have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethical business-like manner 
profitably and successfully in today’s market. He must 
be an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 
and have present proof of accomplishment. 


This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 


Please do not apply unless you have a proven record 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5354, 
c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


FOR SALE — DUAL | dealership handling 


Chevrolet and Pontiac. Central New York 
state in good farming community—only 
15 miles from two: good cities. Selling 
125 new cars per year with wonderful 
service business. A money maker for 
anyone who can qualify for the fran- 
chises. Established here for 25 years. 
Will sell with buildings or will rent them. 
Box 5363, c/o Automotive News, Detroit 
26. 


FOR SALE — DEALERSHIP handling 


Dodge-Plymouth located in southwest city 
of 35,000. Profitable operation—excellent 
facilities. Factory approval -necessary. 
Write Box 5348, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chrysler and 


Plymouth, Central Florida. Established 
dealer—located on main highway. Must 
have factory approval. Box 5349, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD—West- 


ern New York in the richest farm and 
fruit belt. Good manufacturing locality. 
300 new units, 400 to 500 used-car poten- 
tial, Fully equipped plant, large stock of 
parts. Can be handled for $80,000. Parts, 
equipment, used-car stock of $20,000 at 
low book, Owner has other business that 
requires all his time. Principals only. 
Box 5350, c/o Automotive News, Detroit 
26. 


PROFITABLE DEALERSHIP available 


handling Ford. 120 car contract, rich 
agricultural district, northeast Iowa, no 
real estate, new facilities, excellent busi- 
ness town, new schools, hospital, country 
club. Box 5351, c/o Automotive News, 
Detroit 26. 


AGENCY HANDLING FORD—Northeast- 


ern Indiana town 4,000. Gas pumps. 
National highway. No real estate. Box 


5328, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


PRESENT FORD DEALER in midwest 


looking for larger deal. Prefer Ford but 
would consider Buick single or dual. 
Want spot doing 300-500 volume, Capital 
and factory approval arranged. Location 
immaterial for right deal. Ready to move 
now. Replies treated confidentially. Re- 
ply to Box 5326, c/o Automotive News, 
Detroit 26. 


WILL PURCHASE GM or Ford dealership 
—single or dual, 150 to 400 car potential. 
Have ample capital and successful deal- 
ership record assuring factory approval. 
Prefer Ohio or adjacent states but will 
consider any location. Replies will be held 
confidential and answered. Box 5307, c/o 
Automotive News, Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5323, c/o Auto- 
motive News, Detroit 26. 


WISH TO PURCHASE FORD or GM deal- 


ership in New Jersey—150-200 car con- 
tract preferred. Will buy or lease present 
facilities. Have factory approval. Box 
5308, c/o Automotive News, Detroit 26. 


CADILLAC OR CADILLAC combination 
dealership desired. Cash available for 
immediate transaction. Replies strictly 
confidential. Box 5305, c/o Automotive 
News, Detroit 26. 


MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. April, 1955 checked. On addressed 
labels, 32M, $14 per M. Box 5357, c/o 
Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


PARTNER WANTED. Backer willing to 


invest 50% or more. Has excellent build- 
ing and equipment in community of 
40,000 population near Denver, Colo, for 
dual dealership. Box 5329, c/o Automo- 
tive News, Detroit 26. 


DEALER SERVICES 


WEATHER - PROOFED USED car price 
signs. Beautiful two-tone reflector type. 
Brilliant bright colors. Will serve in 
many profitable ways. Dress up your dis- 
play. Attract attention day and night. 
Bring more prospective buyers in, Make 
sales easier and quicker. Build confi- 
dence and continued good-will. Definitely 
sell more used cars. Many unsolicited 
letters from dealers testify to their prof- 
itable use. Write today for free sample. 
Cc. D. Varner, Box 7, Sharpes, Fla. 





INVENTORY SERVICE 


Parts and Accessories 
x CERTIFIED REPORTS 


@ Obsolescence Disclosed 

i] or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3.6445 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 

































nM 


PARTS WANTED TRUCKS FOR SALE 


WANTED — STUDEBAKER PARTS. We/| FOR SALE—2*%-ton wrecker. Holmes W-45 
buy complete inventories. Forward us crane, F-7 Ford V-8 truck, 900 tires, all 
your inventory list. Siebelts Motor Sales, steel body, good condition. Picture on 
3504 Hudson Bivd., Union City, N. J. request. Will take $2,500 — cost new 
Union 7-2213. $7,000. Pratt Motor Co., Ford Dealers, ° 
Summerville, 8, C. 

TRUCKS WANTED 

WANTED — POWER WRECKER. Prefer 
Holmes, Complete on chassis or just 
crane itself. Please send all information 
and picture if possible to Burns and 
Burns, Plainwell, Mich. 

WANTED—USED JEEPS. Willys 4 x 4 sta- 
tion wagons and pickups. Take transport 
load, Call, wire or phone Kurland Motors, 
1134 Broadway, Denver, Colo. 

BUSES WANTED 

WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- 
ters. Dealer, Box 5324, c/o Automotive 
News, Detroit 26. 





































G.l. & CIVILIAN 
SURPLUS PARTS for 
FORD, CHEVROLET & GMC 
TRUCKS WANTED 
AUTOMOTIVE PARTS CO. 
614 West Sist St. New York 19, N. Y. 
JUdson 6-4941; 4948 
























CARS FOR SALE 


“‘DEALERS”’ 


Selling 1 - 200 
1953 - 1954 
4-DOOR SEDANS 


Fords—Chevrolets— 


SHOP EQUIPMENT FOR SALE 


WE HAVE SOLD our building and must i; 
dispose of all office and shop equipment— 
Studebaker special tools, parts inventory 
of approximately $8,500. 1927 Studebaker 
sedan in good shape. Bowen Motor Co., 
Studebaker Dealer, Bement, Ill. Phone 
4511. 



















DE VILBISS SPRAY ROOM 


14° x 28', door each end, windows one side, { 

blowers, 12 triple fluorescent lights. Has been j 

loosely assembled but not caulked. Cost 

$3600. Like new. Price $2500. 

Manley J3 crane for jeep or pickup—$I50. 

CANELL CO. ‘ 

616 Communipaw Ave. Delaware 3-6898 
Jersey City, N. J. 























































Plymouths 
"EX - TAXIS" 


Contact Dick Hunt 


RED CAB, INC. 





ANTIQUE CARS FOR SALE 
1907 CADILLAC, 1 cylinder Runabout. 
Will trade for new 1955 Cadillac sedan 
or coupe. Car restored for dependable 
use. Refinished for showroom. appear- 
ance. New top. Box 5364, c/o Automotive } 
News, Detroit 26. q 


MISCELLANEOUS 


REPLACEMENT —- CONVERTIBLE tops, 
$18.75; headliners, $12.50; civilian jeep 
tops, $70.20; terry cloth and clear plastic 
jiffy seat covers, $4.50. Rush service. 
Free catalogue. Boston Big Buck, 307 
Cambridge St., Boston 14, Mass. 


2020 N. ILL. WA, 6-4587 
Indianapolis, Indiana 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
to 500 


MORRIS FREEDMAN. 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 





OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW + GUIDE 


and 
BRAKE-MOBILE 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


Robinson Auto Rental Div. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


TOW ¢ PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 








Write Today for 
Illustrated Catalog 





Cadilac, Phone IV 1-5046, Lanne. || Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s. 


“Leaders In The Industry" 
Since 1939 





EXCESS SHOP EQUIPMENT ? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 














~ 
| 
! 
| 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
_! 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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PLYMOUTH 
FIRST 
_IN RESALE © 
VALUE! @ | 


July and August NADA Official Used Car Guide figures show 
'55 Plymouth brings top prices of the low-price 3. . . NATIONWIDE! 


It was bound to happen. The overwhelming 
public acceptance accorded the 1955 Plymouth 
has been breaking all sales records coast-to- 
coast. It was just a matter of time before this 
tremendous expression of demand would be 
reflected in the used car field, as well. 


For both July and August, in both 4-door 
and 2-door models, the 1955 Plymouth repre- 
sented more income for dealers as a used car 
than either of “the other two”—and by a clear- 
cut margin. This, then, is the official proof of 
what we’ve been telling you right along: 


PLYMOUTH 


BEST BUY NEW...BETTER TRADE-IN, TOO! 








